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JUL 26 1928 
Founded 1855 
A Barrow packed in a carton. 


Pro- 
tected from damage and dirt. Cheaply 
stored, handled and delivered. be 
complete Barrow is within the tray. 
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SCIENTIFICALLY designed wheelbarrow of greater 

strength and more attractiveness. Designed for hotne use 

it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by grown men. 


Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
VYarnished. 
Weight 34% Ibs. 
Size over all 
23 inches wide, 
50 inches long, 


24 inches high, 
Vou deliver it in 
the carton 
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Y Dependable Quality 
at a Low Price 


ERE is good news for hardware dealers who 
handle Revere Tires and Tubes. 

The Revere Rubber Company has added to the 
Revere Line, the Revco Balloon, a fine-looking, long- 
wearing balloon tire that sells for a low price. 

Now the Revere dealer can offer the people of his 
community, a balloon tire of unquestionable quality 
for a price that is as low as they have to pay fora 
“bargain” tire of inferior quality. 

The Revco is made to the high standard of Revere 
products. It is constructed of strong, flexible mate- 
rials and will give ideal service on cars which do not 
need the extra quality of the Revere Balloon. In fact 
it will outwear many balloons that cost much more. 

There is a Revere distributor near you who will 
gladly tell you more about the new Revco and what it 
adds to the profit possibilities of the Revere Line. 


REVERE RUBBER COMPANY 


1790 Broadway 
New York City 
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J.J. Jennings, Jennings & Spaulding, 
Gothenburg, Nebr., “46 years our 
record, Count me in.”’ 








M. L. Stoner, St. Petersburg, Fla.,‘‘I 

heartily approve of the Club idea. 

We have been selling Disston Saws 
for 28 years."’ 














HARDWARE 





Frank E. Pierson, Pierson Hdwe. Co., 

Pittsfield, Mass., “I cannot remember 

when Disston Saws were not a pertinent 

part of our business. For at least 66 
years we've sold them.” 


Are You Eligible ? 


ARDWARE dealers every- 
where are invited to join 
the Disston 25-Year Club. The 
qualification for membership is 
that your store has sold Disston 
Saws for a quarter of a century. 
No dues; no expenses. Just 
write us stating the length of 
time you have handled our saws. 
Get for your store the hand- 
some, framed certificate of mem- 
bership that Disston is presenting 
to all members. 

Join with the scores of veteran 
dealers who have already applied 
for membership. 

Mail in your application today. 


HENRY DISSTON & SONS, INC. 
Makers of “The Saw Most Carpenters Use”’ 
Philadelphia, U.S. A. 

















W. V. Hager, Hartsville, Tenn., 
“In 34 years we have had just one 
Disston Saw returned. Register us.”’ 








H. P. McGhee, McGhee & Wells 

Hdwe. Co., Wellston, Ohio, “My 

first sale, 42 years ago, was a Disston 
Saw. Ic is still in use.”’ 

































C. W. Lehman, C. W. Lehman 

& Bro., Cedarburg, Wis., “We 

have been selling Disston Saws 
since 1867."" 




















Joseph H. Williams, Burdett & 

Williams Co., Boston, Mass., 

““We are eligible for even a 
Sixty-Year Disston Club.”’ 








Edw. A. Ball, Rand, Ball & King Co., 


Claremont, 





for over 40 years. Not one returned!” 


F. E. Strong, Strong-Barker Hdwe. Co., 
N. H., “I have sold Disstons Battle Creek, Mich.,"‘lam in the 49-year 
class. The Club idea is a good one.”’ 
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“The Original 100 i ~ 
Household Can Opening 
Machine” 


























Stock and sell the Blue Streak Household Can Opening Machine. 
It’s a sales leader. Operates easily, efficiently — simply turn the 
thumb-piece and the top is off any shape or size of can. 


Blade is the same special quality as ones on 
$2.00 and $5.00 Blue Streak Machines. Revolv- 
ing parts have brass bushings. 


Blue Streak Household Can Opening Fully guaranteed. Indorsed by Good 
Machine. is a real tool, made of high Housekeeping Institute and Priscilla 


grade materials. Proving Plant. 








The Blue Streak Household Can Open- 
ing Machine, Master Blue Streak Can 
Opening Machine, and the Blue Whirl 
Egg Beater are all nationally advertised as 








the famous Blue Line of Kitchen Products. ar: tient lia 
Comes individually packed—one dozen Show the housewife she need no longer 
in handsome display carton. Every wom- risk cut or infected fingers —and your 
an will own one eventually. sales will grow. 





THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONNECTICUT 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 12 


Mitre Box ”358 


A Mitre Box of rigid construction. 


Maximum saw guidance assures ac- 
curacy. 


Positive double-swivel locking device 
for all angles from 30° to 90°. 


‘OF: bietsl-s- Mele) amaleliclials me-t-hy amr] eleh 4-Madel a} 
WER dame- Leb colaer-bdlem@a-1(-t-h-1-5 


We Taleh dame sce) eM cel ameol el eliter-halale me) i-1el-3- 6 


aG@aleley amokehy damm oley-tidielemerel eal oF: le} an ie) amet: | ae 
rying. 





1. Mitre Box No. 358 is especially 
recommended to the carpenter 
because of its accuracy and the 
variety in adjustments. 





2. Its rigid and durable construc- 
tion makes a box that will give STANLEY 


ee Pe, Mitre Box No. 358 
Catalogue No. 34 shows the complete 
line of Stanley Tools, as well as a great 
deal of other useful data. A copy will be 
sent on request. 
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Stanley makes a complete line of 
woodworking tools in keeping with 
the high quality of Stanley Planes. 


SELL THE LINE 


This trade-mark is a means of identification 





iain ee mS 


THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 


STANLEY TOOLS 
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“Life Insurance” In Screen Cloth 





Back of every lasting success there is a 
logical reason. The reason for the success of 
Gray-Wick Screen Wire Cloth is found in the 
service it gives. 


Gray-Wick 
may cost 
a little 
more, 

Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 
product is done under our own supervision. 


It is 











Gray-Wick carries an extra heavy electro 
zinc coating enameled with transparent var- 
nish. “Life Insurance” is built right into it. 


b+-tbhb-bt-ipuciulicbiccticd—tet-ttdtotittLLLLLILLLLILELILLL ITLL TTT TTT 
Liiiid cece eee 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 


GRAY-WICK 


Gray-Wick has a pleasing Gray color. When un- 
rolled it lies smooth and flat and not wavy. This isa 
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great advantage to customers in applying it to screen :. 
frames. ss 
as 
Every WICKWIRE BROTHERS Product is backed cs 
3 
by fifty years of experience. 
Hit Our Other Brands of Screen Cloth 
oeee Cortland Black Enameled + 
sees White Metal Finish .s 
cass Wickwire Premier os 
soca Wickwire Bronze ss 
a - . on 
suas Your jobber will supply you. os 
see + 
>> —+— 
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F. & N. Lawn Mowers 
Lead All Others in Sales ’ 

















Ahead again! That’s what the recent sales records 
show for dealers who sell F. & N. Lawn Mowers. This 
is just a repetition of every other analysis or tabula- 
tion for years past—proving that dealers selling 


F. & N. Mowers lead all others. 


Frankly, it takes definite superior features of con- 
struction to win and hold such leadership. F. & N. 
Lawn Mowers have them. Among the chief of these 
is the distinctive F. & N. self-adjusting ball bearing 
device that keeps F. & N. Mowers in eonstant adjust- 





= 
a 


The Triumph , ment. Self-sharpening, too. It is perfectly simple, 

Here is one of the fast selling dependable and fool-proof. Bearings of F. & N. | 
F. & N. Lawn Mowers—with the : ota 
famous F. & N. self-adjusting Mowers come to you in proper adjustment and stay | 
device. This is the first of all 
lawn mowers to be equipped that way. | 
nith genuine Timken tapered | 
te gy nes Cx - Ask Your Jobber for Full Information, | 
Triumph and our other up-to- Catalog, and Beautiful Cut-Out 
> sae. Show Cards, etc.; or Write Us. | 


Nenad 


sm 


Lanascal 








THE F&N LAWN MOWER CO. | 


RICHMOND, INDIANA, U. S.A. pee 
THE WORLD'S LARGEST LAWN MOWER MANUFACTURER 
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K Machine Screws 
Stove Bolts 
B Tire Bolts 










American Screw Co. 


PROVIDENCE , RII. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 






TOO EOL 
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“ACCO” 





CHAIN 





SPECIALTIES 





Made by the Makers of the Famous WEED Tire Chains 














“ACCO” Electric Welded 


Steel Loading Chain 


HE electrically welded steel links 

make this a chain of remarkable 
strength, with a wide margin of safety 
between rated working load and point 
at which it will pull stiff. 


This extra load capacity is produced 
by a combination of special steel and 
a new system of welding. Rigid inspec- 
tions insure uniformly high quality. 


Numerous tests conducted experiment- 
ally by our Research Dept. during the 
past three years indicate that ACCO 
Electric Welded Steel Loading Chain is 
far superior to any welded chain upon 
the market, in corresponding sizes. It is 
guaranteed to pull stiff before breaking. 


Furnished with a highly polished bright 
finish, and in addition to an octagonal 
brass tag every fifty feet, has one link 
every ten feet stamped with the word 


“ACCO.”’ 


With an established record of leadership 
in lumbering and in oil fields, ACCO 
Steel Loading Chain wins the confi- 
dence of farmers, contractors, builders, 
manufacturers, for work requiring steel 
chain that has maximum strength with 
minimum weight. 

Display this chain — discuss it with 
your trade—there’s a profitable chain 
market in your town which only ACCO 
will win and hold. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


District Sales Offices: 


Boston Chicago New York 


Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains 
for All Purposes 


eet de ld 
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Same Chain shown top of page 9/32” (10/32”) Pulled 
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a PROOUCT OF THE 
AMERICAN 
CHAIN COMPANY. lac 
in business 
for your safety 
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with Timken Roller Bearings 
for 1927 





Ske HERCULE 


For forty years this Blair Lawn Mower 





has been known to caretakers of large 
grounds as the one lawn mower that will 


stand the racket day in and day out. 


Feature 1. Hyatt Bearing wheels do not wobble. 
Points 2. Timken Tapered Roller Bearing wiper 


cylinder insures accurate adjustment 
always. 
3. Dust proof oil cups having spring covers. 


4. All parts are interchangeable without affecting the 
adjustment. 


This machine will give you more satisfied customers 
and more profit per sale. 


Other Blair Lawn Mowers 


Automatic 
Universal 
Pilgrim 


Yankee 





May we send you our catalog? A 
request will take but a moment and 
will bring you much worth while 
information. 


Blair Manufacturing 


Company 


Established 1879 





Springfield Massachusetts 





LAWN MOWERS 
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PEXTO 


ADJUSTABLE ANGLE 


“WRENCHES: 





Appeal to the Trade in General 


An Adjustable Angle Wrench is an indispensable tool for the 
mechanic in shop or garage and for the handy-man-around-the 
home. The tool needed almost daily for the odd jobs that crop up. 
There are a hundred things about the home or Shop to get out of 
order which can be adjusted quickly if there’s a Wrench at hand. 


Pexto Adjustable Angle Wrenches are backed by a century of 
tool making experience and are a combination of skillful work- 
manship and materials of quality. They can be furnished in sizes 
4 inch to 18 inch, in full polish or semi-polish finish. They are 
drop forged steel, properly hardened and in every respect worth 
while tools. 


Write for Catalog of complete 
line of Mechanics’ Hand Tools. 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONN., U. S. A. 
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FOR SHABBY «SELL HER 
FURNITURE, FLOORS, ETC. ROGERS 
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Np KQGERS 
' ' GOES OVER BIG 


| Public acceptance 
_ and approval gained 
» J § In record time 








Only a few months ago Rogers Brushing Lacquer was 
offered to the public on the “Money-back” Guaranty. 


7 Our long period of laboratory development work and ex- 
ro periment had convinced us that it was a 99% perfect 
| product—a brushing lacquer that we could back by this 
“money-back” guaranty. 


We knew the conditions of the market. We knew the battle 
Rogers would have to fight to uphold Brushing Lacquer as 
a practical finish for home use. 


With daringly original national advertising we broadcast 
the Rogers message and the Rogers “Money-back” Guar 
anty to the public and the trade. 


Today Rogers Brushing Lacquer is an accepted success. 
Dealers everywhere report enthusiastic and _ increasing 
demand. Users come back again and again for different 
colors, as new uses for this wonderful finish are found. 


Are you going along with Rogers? Are you stepping into 
this new and rapidly increasing market with the one big, 
successful 99% perfect product in the field? Are you sell- 
ing the Brushing Lacquer that you can offer your trade 
with a “Money-back” Guaranty? 


The Rogers Brushjng Lacquer national advertising cam- 
paign is in full sway. Now is the time to get your stock in. 


Detroir WuitE LEAD Works, Detroit, Michigan 


“MONEY-BACK’’ GUARANTY Makers of Highest Grade Paints, Varnishes, Colors, Lacquers 


Try one can of Rogers Brushing 
Lacquer. If not MORE than satisfied, ae 
return what is left in the can to your 
dealer. He is authorized to refund the 


entire purchase price. THE MARK OF QUALITY 
a 


Also Distributed and Cuaranteed by 


ACME WHITE LEAD AND COLOR WORKS 

Detroit, Michigan 

LINCOLN PAINT AND COLOR COMPANY = 
Lincoln, Nebraska 


THE MARTIN-SENOUR COMPANY 
Chicago, Illinois 


PENINSULAR PAINT AND VARNISH COMPANY 
Detroit, Michigan ae, <> y 4 “> 

THE SHERWIN-WILLIAMS COMPANY 5 
Cleveland, Ohio ‘ <p sd 
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‘‘Duco has _ : 
been not only iat rast an USS 
El pu Pont pe Nemours #CO : 





imconeenave 
WILMINGTON, DELAWARE 








a profit-maker 
in itself—it 
has brought 
more trade all 
through my 
store.”’ 


iA ag ° ROM merchants everywhere comes 
the same story— Duco has not only 
Ls ' been an extraordinary profit-maker in 
thin sbusgs itself—but has stimulated business all 
Wh, through their stores by bringing in more 

customers. 


Millions of people—literally millions— 
asked for it when it was first announced. 


And now—repeat business—reorders in 
volume! Duco is one of the really 
great merchandising opportunities of 
the decade! 


You owe it to your business to get aboard! 





There are stilla 
few open territories 
for DUCO.. Write 
for our introductory 
proposition.... 










E. I. DU PONT DE NEMOURS & CO. , Inc. 
3500 Gray’s Ferry Road 
PHILADELPHIA, PA. Ca 
2100 Elston Ave. Everett Station No. 49 


There is only ONE Duco—DU PONT Duco Chicago, Ill. ine Boston, Mass. 
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CO Time tests all things — reputation and varnish. 





make good varnish has given the name Murphy 
Murphy Varnish Company has made varnish for whatever value it has. Those who have used its 
sixty years. It has always made the best it knew varnishes, some of them for many years, must have 
how. It is doing that now. That determination to foundthem good. They have givenst its reputation, 99 


A brushing lacquer YOU can really brush 


Women the country over are 
having great luck with Murphy 
Brushing Lacquer. They like 
the easy way it flows on and 
levels itself out into a smooth, 
durable beautiful film. They 
like the solid way it covers and 
the way it dries—so quickly you 
can start painting a chair at the 
top and pick it up py the top 
to turn it around by the time 
you are down to the bottom. 
When you are through, the part 
first painted is ready for its 
second coat. 

Our national advertising is 
getting women everywhere to 


try Murphy Brushing Lacquer. 


The material is so good it keeps 
them coming back to buy it 
over and over again. 

Do you carry Murphy Brush- 
ing Lacquer? If you do not, you 
are overlooking the fastest sell- 
ing item we have ever put out 
in our more than sixty years in 
the paint and varnish business. 

Mail the coupon for color 
card, price list and full infor- 


mation. 


r 





Murphy Varnish Company 
Newark, N. J. 


, : 
Please send me color car@, price list and full information about 
Murphy Brushing Lacquer. | 


NAME 


ADDRESS 











Murph 
BRUSHI oT acquer 


MURPHY VARNISH COMPANY 


NEWARK CHICAGO 


SAN FRANCISCO 


MONTREAL 
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Manufacturers of 
Tires and Accessories— 
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Put Your Products in the 
HARDWARE STORES 


The surest and quickest way to secure distribu- 
tion of your products by the hardware dealer is 
to put your proposition up to him through his 
business paper. Every hardware dealer worthy 
of the name reads Hardware Age to keep posted 
on what manufacturers are offering. 





Your advertising in Hardware Age will be read 
by the type of merchants you wish to interest. It 
will create confidence in you and 1n your product 
—a confidence that means business. 
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Brushes that have the right to bear 
either or both of these famous names 


WHITING’S 
or ADAMS 


on their handles have all the quality, 
all the finish and all the balance of 
perfect tools. Otherwise they would 
not be the first—and often, the 
only choice—of the vast majority 
of painters day in and day out. 


¢) TRADE 


oe 
Se 


| WHITING-ADAMS]lj 
































BOSTON ] 
BRUSH MAKERS FOR I18 YEARS 



































HARDWARE AGE 


The way to 


oreater profits 


im your 
paint department 


HE real profit makers in your paint 
department are the packaged spe- 
cialties that the home owner buys and 


applies himself. 

Such merchandise requires but little shelf room. 
You make the sales easily and quickly. Your prof- 
its are hberal. And the turn-over on your stock 
investment is far quicker than on the ordinary 
paint line. 


These are the qualities that Zapon lac- 
guers alone possess which make them 
just such a specialty: 

1. They are absolutely free from dis- 
agreeable odor and are completely odor- 
less the instant they are dry. 

2. They dry quickly—but not too quickly 
as other lacquers do— which enables the 
amateur to make a good brushirs jun. 
3. Their hiding power is so great that 
in most cases a good job may be had 
with but one coat. 


Think how easily you could sell such finishes 
to your customers. You know they will give satis- 
faction because they make it possible for the user 
to secure the same beautiful finishes that more 
than 4,000 manufacturers get by applying Zapon 
with expensive spraying equipment. 

Let us tell you more about the profit oppor- 
tunity existing in the Zapon line of flowing lac- 
quer finishes. Clip the coupon and mail today 
for information and a sample of Zapon to be 
tested by yourself. 


THE ZAPON COMPANY 


247 Park Ave., New York City 


Branches in principal cities 
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SUDDEN PROFITS 


And Good Profits Are the Lot of the Dealer Who 
Starts Selling Tamms Cold Water Paints 


Inso-Lite 2%4c per Ib. 


Inside Factory White. Whitest and most durable made. 
Outso-Lite ... 4c per |b. 


Exterior cold water white. Whitest and most durable jobbing 
grade made for outside use. 


Stucco-Lite 8'4c per. |b. 


The special pigment powder paint for renovating old stucco and 
finishing new. Either cement or magnesite Stucco. Above 
paints used either with Spray or Brush. Prices f.o.b. Tamms, 
Iu. Above prices on Inso- ite and Outso-Lite are 5 barrel prices 
but to those dealers not now handling our line we will ship a 
trial barrel at above prices. 


TAMMS SILICA COMPANY 
30 N. La Salle St. Chicago 








Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


Se 
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ZAPON 


The recognized standard for 42 years 


THE ZAPON COMPANY, 
247 Park Ave., New York City 


Please send information showing the way to greater 
profits in my paint department. 


More Than Ever Before 


it is essential that you study your Marke 
Name Report carefully and consistently. Every 

important price change in the trade is re- 
corded in these columns weekly. 





Firm name 


Address The MARKET REPORTS as found in 
HARDWARE AGE are the most authen- 
City tic published. 


State Use them as a buying guide. 
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why 
PURE TURPENTINE- 


TURPENTINE is distilled from the sap 
of the Pine Tree and is the most satis- 


factory solvent and thinner for a long- 
oil fossil gum Varnish. It dries partly by the 
absorption of oxygen from the air. In the dry- 
ing of Varnish the film (of vegetable origin) 
thus created, readily combines with the film of 
fossil gum and oil (also of vegetable origin). 
MINERAL SPIRITS (Naphtha, Benzine, 
Kerosene, Gasoline)—all distilled from 
petroleum, evaporate rapidly and com- 
“srt and do not benefit the varnish film. 


ause of their much lower cost they are 
sometimes used as thinners in place of 





Turpentine. 
K ' wh 
now what 

you buy 
orast ‘ _ xe 3 a e ree 7 23% i e —- 
“ geo ‘ 4 aa ‘ Be deaiels wens <: hh rf ro cs Byes 
‘ ? art ee ; 5 rae Z 
i eee es ta: Ue amass yh ee pe eee ee 
hee e Pi 4 ‘ ee % : M . | Hi ine -y ee 8 bad mA ps e ‘3 : A 











July 22, 1926 


HARDWARE AGE 





Star Hack Saws are known the world 
over, being used in every country on the 
globe. They will meet your require- 


ments. 


Tell us of your needs and we will send 


you sample blades. 


“Makers Since 1883” 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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THE Thomas Larson Hardware and 
Electric Co., Eldora, Iowa, says: 
“Eveready Columbia Dry Batteries 
have been a great asset to our busi- 
ness, because they are nationally 
advertised, which assists us in selling 
them. Their quality is such that, 
when sold, the customer is satisfied. 
Your window display material 
enables us to tie in very nicely with 





the Eveready Columbia advertising.” 

Eveready Columbia Dry Batteries 
are'noted for the satisfaction they 
give both the user and the dealer. 
Order from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 


New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 








tteries 


-they last longer 


Dry Ba 





“A great asset to our business” 
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mony of profits in paint and con- 





vincing evidence that the retail 





hardware merchant is well quali- 
fied to handle tHis line. 
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“8B eautiful Forged Iron Hardware 
Now within Reach of All ~~ 


HE makers of 

the famous 

McKinney 
Hinges have answered 
the call for reasonably 
priced Forged Iron Hardware. 
Few other products have re- 
ceived such a universal wel- 
come. Architects have been 
profuse in their congratula- 
tions. Builders have filed their 
names with us to be continu- 
ally posted on every available 
item. The outstanding job- 
bers have put through extensive stock orders. 
Builders’ Hardware departments have booked 
many orders even before they had received their 
samples. And most significant of all, thousands 
of consumers are writing for the Forged Iron 
Brochure and the names of merchants who sell 


MCKINNEY 
FORGED IRON 
HARDWARE 


The authentic beauty of McKinney 
Iron, the practical knowledge of hardware- 
application which was its birthright and the 
thorough advertising and merchandising be- 
hind it have made this product a sensation in 


Forged 


the hardware field. 


MAIL THIS 





ee neem 


The unretouched photo- 
graphs of three delightful 
pieces of the Etruscan design 
give tangible evidence of the 
beauty of line and texture em- 
bodied in each unit. 

The obviating of all forged 
iron application difficulties by 
correct design has made the 
McKinney pieces favorites with builder and 
architect. The completeness of the line fur- 
nishes another very definite asset. 

To be without representative samples of 
McKinney Forged Iron Hardware in your 
display room is to risk the loss of a lucra- 
Full-page advertisements in 


tive business. 


The Saturday Evening Post, House & Gar- 


den, House Beautiful, plus the building and 
architectural papers are sending buyers to 
the merchants who realize 
the call for this Forged Iron 
Hardware is great—and 
still growing. 

Use the coupon if you 
have not received full in- 
formation on McKinney 
l‘orged Iron Hardware. 





COUPON 





Please send catalog entitled 


Name 





Forge Division, McKinney Manuracturinc Company, Pittsburgh, Pa. 
“Forged Iron Hardware by McKinney”’ to 








tle PM eee ae 





F July 22, 1926 


| 


— 


i! 


j 


fl 
| 


| 


{ 











Romance and 
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The Rights of 
the Majority 
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PROMINENT churchman recently remarked that the Age of Jazz in America 
had about reached its peak. 


Perhaps ‘it has; we don’t profess to know. As a matter of fact, we are not so 
much interested in that phase of the matter as we are in the fact that the speaker 
recognizes that we have been passing through a jazz age. Most of our merchan- 
disers—if we judge them by their stores, their stocks and their advertising— 
haven’t as yet come to a realization of that fact. 


It is acknowledged that to be successful the merchant must talk the language 
of those he serves. This applies with equal force to his advertising, since adver- 
tising is one method by which he talks to his customers, present and prospective. 
He must understand and appreciate their method of living and their line of 
thought, adapting his business to them instead of attempting to adapt them to his 
business. Otherwise he makes selling a complicated problem instead of a simple 
one. 


A noted economist says that most people think superficially; few fundamentally. 
Today the head of the family thinks in terms of making his income serve the 
family needs. Talk to him on the basis of economy. The housewife thinks in 
terms of her home and her children. Talk to her on that basis. 


But—the daughter thinks of social prestige, freedom, greater activity indoors 
and out, and eventually a happy marriage. And—the son thinks in terms of get- 
up and go; of travel, speed, adventure. 


The son and daughter are customers of both today and tomorrow, and they 
are not yet ready to understand a language which deals only with economy or 
home. 


They are living in an age of Romance and Jazz, and are taking a lot of older 
people with them. Perhaps that’s one reason,why the new methods of such 
modern merchandisers as the chain stores are winning success today. 


We must adapt ourselves to conditions. So long as Romance and Jazz exist, 
merchants must recognize their existence just as they recognize economy and 
thrift. Merchandising is merely catering to needs and whims of humanity. There 
is no fixed status. When moods change business also changes. 


HERE is a subway strike on in New York. Approximately 700 men are out. 
Meanwhile transportation is more or less crippled, and several millions of peo- 
ple are greatly inconvenienced. 


The Subway Company lost over $32,000 in nickel fares in one day. The 
strikers have lost thousands of dollars in wages. Non-combatants in the form of 
individuals and firms, having no connection with the subway controversy, have lost 
even more through delays, loss of time, taxi fares, disrupted organizations, etc. 


We do not attempt to say who is right—the men or the company. We only 
wonder how long it will be before somebody recognizes the rights of the majority 
—the millions who depend upon the subways for transportation to and from their 
work? 
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The S. D. Hubbard Co., Jacksonville, Fla., concentrates its paint merchandising efforts on the consumers and goes 


directly after the building owners and the contractors. 


Note the paint rack to the right of the above picture, de- 


signed to hold over 600 gallons of paint 


Selling Paint in Jacksonville 


Florida firm shifts its paint department from rear of the store 


to front of the main salesroom with exceptional 


results—Annual paint sales about $40,000 


Florida? We asked a number of retailers the 

above question, and the reply was unanimous: 
“T’ll say we do.” Also we might add that investigation 
bears out their statement. Jacksonville hardware 
dealers do sell paint in large quantities, and the sales 
are made along sound merchandising lines. 

One of the first stores we visited in the “Gate City” 
of Florida was that of the S. D. Hubbard Company, 
and we found paint on display in the windows as well 
as in the well arranged interior. We asked for the man 
in charge of the Paint Department, and some one intro- 
duced us to a keen, business-like individual who ans- 
wered to the name of McGowan. The rest was easy. 
McGowan knows his business, and talks of paint success 
with the real old-fashioned enthusiasm. 

“We sort of drifted with the tide for several years,” 
he said in reply to my question: “How’s the paint busi- 
ness?” “Then we had a hunch that we were not getting 
all we should get out of our paint stock and paint 
efforts,”” he continued. “You see the paint stock had 
been kept toward the rear of the store, where the cus- 
tomers almost had to hunt for it, in order to find it. 
Our first move therefore was to shift that stock to the 
front of the main salesroom, and arrange it into a 
really forceful display. 

“We did it, and from that moment our paint sales 
began to climb. In fact they have more than doubled 
since the change, and the increase has been largely of 
a cash nature. We turn our paint stock now on an 


1D: hardware stores sell paint in Jacksonville, 


average of five times a year, and our annual paint 
sales are around $40,000.” 


“What plans and policies do you use in building up 
paint sales?” we queried. ‘Well,’ he replied, “first and 
foremost we concentrate our efforts on the paint con- 
sumers. We go directly after the business of the 
building owners and the contractors. 

“Then we watch our records, and make sure that we 
always have a fairly complete stock. We believe that 
about the worst thing that can happen to a paint depart- 
ment is to be out of staple colors and sizes when the 
good jobs appear.” 

“How many colors do you carry?” we asked. ““Twenty- 
six at present,” he replied. ‘Formerly we carried forty- 
eight, but a practical check-up proved that twenty-two 
of them were not needed in our stock. We dropped to 
twenty-six and used the money to carry better stocks 
of the fast selling colors. 

“Do you advertise the paint department?” we queried. 
“Yes, indeed” he answered. “We use the regular 
methods and we also make it a point to send out all the 
circulars and other advertising material furnished by 
the manufacturer. We figure that the paint makers 
are paying good money for the best advertising brains 
they can buy, and we aim to cash in on their efforts. 
We circularize the auto owners also, and do a good 
business on auto paints, etc. ‘And by the way’ we get 
a lot of good paint pointers out of HARDWARB AGE, and 
we use them too.” 

As we started to leave, he called our attention to a 
well designed paint rack, situated at the end of the 
paint wrapping counter (part of this rack shown in 
the illustration which accompanies this article). It 
holds over 600 gallons of paint and helps to sell it. 
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Brush displays of 
the type tlustrated 
at the right have 
proved an effective 
means of stimulat- 
ing sales for the 
Canton Hardware 
Co., Canton, Ohio. 
Note the paint 
counter display of 
the Mackay - New- 
comb Co., Boston, 
Mass., shown in 
the circle below 
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must be sold and that market, instead of developing 

of themselves, must be created. The truth of this 
-assertion is demonstrated by the great impetus to the 
use of paint and varnish that has resulted from the 
unremitting activities of the Save the Surface Cam- 
paign. The slogan, “Save the Surface and you Save 
All,” is so logical and irrefutable that it has brought 
home to householders everywhere the economy of paint- 
ing in time. It means money well invested to say 
nothing of the saving from deterioration as the result 
of exposure to the elements. 

Many hardware merchants in even the smaller com- 
munities easily sell from $10,000 to $40,000 worth of 
paint yearly. It wou!d be a very small town that would 
not need more than $5,000 worth of paint during the 
year. This amount of paint can easily be tripled, pro- 
vided the local hardware merchants energetically spread 
the gospel of paint among householders. 


[ is axiomatic to say that the average human being 


Demonstrations Pay 


A very enthusiastic advocate of the greater use of 
paint is the Warranch Hardware & Paint Co., of Nor- 
folk, Va. This company carries « stock valued at $5,000 
and this is turned three times annually through pro- 
gressive merchandising methods. Demonstrations, win- 
‘dow displays and advertising turn the trick for this pro- 
gressive Norfolk concern. 

This company has always insisted that only first qual- 
ity products will build up sales year after year. It is 
very emphatic on this point and will rfot bid for jobs 
against paint that it is of inferior quality because of 
the unfavorable reaction that is bound to result in the 
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‘“Tell-em-How’’ Methods 
Sell Paint and Brushes 


long run. The company believes in carrying a rea- 
sonable amount of stock and ordering frequently. 

In speaking of its successful paint department a 
member of the firm said in an interview: 

“A good window trim is one of the best advertising 
mediums we have. This form of advertising will give 
much better results if a merchant is selling a complete 
line of some well known brand of paint, as it connects 
the store up with the manufacturer’s advertising. A 
good window trim also makes a store stand out as a 
little different from the rest, and gives it considerable 
advertising value even to those who are not interested 
in paint or varnish. 


Newspaper Advertising 


“We do considerable advertising in our local news- 
paper and believe in using small cuts and writing our 
own ads. If it does not involve too much expense, 
we believe in going out to see the party who is a pros- 
pect and showing him the various color combinations, 
and how to apply the paint as well as giving him any 
other information we can. 

“Don’t forget the automobile and boatowners. Right 
now there is a lot of activity along the waterfront and 
on the part of car owners and amateur interior decora- 
tors. Window displays calling attention to these spring- 
time uses of paint should materially help your sale of 
paint, finishes, brushes, etc. A kitchen chair in your 
window, one side of which is painted and the other 
side not, should effectively bring to the attention of 
householders the difference that a little paint will make. 
Try the same stunt with a car fender and the model of a 
boat and watch sales jump.” 
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VERY canoe and boat owner likes to see his craft looking its best. With this in view he will be a 
customer for calking materials, paints, varnish, marine hardware items and boat accessories. The 
man who owns a boat is an outdoors man and will be a prospect for all lines of sporting goods. 
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D. F. Cribbs, a hardware merchant in the little mountain town of New Bethany, Pa., got a standing start in the busi- 
ness some thirty years ago. He is a firm believer in the idea that modern fixtures and modern methods will go a 
long ways in keeping your local trade at home. 


Thirty Years of Hardware from a Standing Start 


Dealer in Mountain Town of New Bethany, Pa., Who Started in a Small 
Way Some 30 Years Ago is now Rated at from $75,000 to 
$100,000 in Commercial Credit Circles 


conventions divided hardware men and their stores 

into two classes, those which are going ahead and 
those which are going backwards, asserting that there 
was no middle ground and that it was impossible for a 
store to stand absolutely still. We perhaps can all recall 
stores that fall into one of these two broad classifica- 
tions, and it is always a pleasure to get a “close-up” 
view of the one that is progressing and see what “makes 
the wheels go ’round.” 

One of the growing kind of hardware men is D. F. 
Cribbs, of New Bethany, a little mountain town in 
Pennsylvania, who got very much of a standing start 
in business just thirty years ago. What he has accom- 
plished in that time can readily be ascertained by 
peeking into Dun’s or Bradstreet’s, where you will find 
him rated as worth “from $75,000 to $100,000 with high 
credit.””’ As Mr. Cribbs says, “My history has been a lot 
of ups and downs, but I am glad there were more “ups” 
than “downs.” Mr. Cribbs bought his store in 1895, 
after a former owner had turned it over to the sheriff, 
at a cost of less than $1500. He now says, “It had 
almost a hopeless look, but I was anxious to get some- 
thing for myself.” 


GS convention at one of the recent state hardware 


Simple Formula 


According to Mr. Cribbs, the formula for his success 
has been rather simple. He has kept down the idea of 
buying in large quantities, turning his stock as often 
as possible; tried to be pleasant to everyone and to give 
the salesmen who called on him all the time he could, 
for he found that they were in a position to give him a 
lot of helpful advice and information. He cultivated his 
competitors, and they are now his best friends. 

Mr. Cribbs has always tried to keep his store clean 
and attractive, but found that it was a hard and endless 


job with the old fixtures, and as the stock increased the 
store looked cluttered in spite of all he could do. So in 
March, 1923, he had installed a complete outfit of Heller 
fixtures, which gave him more room and a better oppor- 
tunity to display his merchandise. 

Unfortunately it is impossible to tell whether the new 
fixtures with the merchandise displays would have in- 
creased the store’s sales or not, for the store is situated 
in the very center of the anthracite coal mining district 
and at almost the same time that the fixtures were in- 
stalled, labor trouble developed in the mines and they 
were closed down for twenty-three months. The fact 
that during this reriod of local depression Mr. Cribbs’ 
business did not fall off convinced him that if matters 
had been normal the re-arranged store would have 
shown a substantial increase. 


Shorter Hours 


One thing that has impressed’ Mr. Cribbs after thirty 
years in the hardware business is the continual shorten- 
ing of business hours. During the first years of his 
proprietorship, he was at the store each day from early 
morning until late at night. Then the store, as did other 
stores, kept open every other night during the week, 
and then even this was dropped, until now Mr. Cribbs 
finds he has plenty of time for his own recreation just 
the same as the business man in the large city and with- 
out sacrificing any opportunity to sell merchandise. 

There is a saying, “No man can serve himself well 
who serves others ill.” The chief application of this 
to the hardware merchant lies in the fact that to 
serve customers poorly means ill success in selling. 
Lack of selling success means the ill serving of the 
boss. It ought to be plain enough that a salesman 
who serves his customers and his boss badly is not 
helping his own case very much. 
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Chop Suey 


By Saunders Norvell 


ULES VERNE, in his book, “AROUND THE 
J WORLD IN EIGHTY DAYS,” tells how the 

traveler thought he had lost his bet by a few 
hours and is then delighted to discover that in travel- 
ing Eastward, he had gained 24 hours in his trip around 
the world and therefore won his bet after all. It was 
too bad, however, when he arrived home to find that 
the gas he had failed to turn off was still burning in 


his apartment! 
” + * 


My date to speak at the Retail Hardware Congress in 
Indianapolis was for 2 p. m., June 23, 1926. I sailed 
from Southampton, England, on the “S. S. Majestic” on 
June 16, 1926. I was due in New York some time dur- 
ing the day of June 22, 1926. As a matter of fact, we 
landed at 1:30 and I caught the 4:50 train on the 
Pennsylvania for Indianapolis the same afternoon. Now, 
the interesting point of this story is that if I had not 
saved 5 hours in time by traveling Eastward, I would 
not have arrived at the convention on time. That 5 
hours saved me. To be exact, the Pennsylvania train 
arrived in Indianapolis at 11:05 instead of 11:16, 10 


minutes ahead of time. 
¥ ot % 


Stop and think of the organization, cooperation and 
system that made it possible for me to cover this 4000 
miles in the greatest comfort without missing connec- 
tion anywhere and to arrive exactly on time. I sat at 
Captain Metcalfe’s table on the ship. I told him of 
my engagement. I told him that I did not wish him 
to make any mistake about being on time. He laughed 
and said that it was simply a question of whether | 
was favored by the Almighty or not. If they had good 
weather, no storms and no fogs, I could count on landing 
Tuesday morning, but the worst danger was the fog 
off the Newfoundland banks. The day before we landed 
was a lovely day. That night the stars shone brightly. 


* - * 


When you land on the pier, the Customs men do not 
go through your baggage until you have assembled 
Sometimes one little hand bag being mis- 
laid will hold you up for an hour or two. Experience 
had taught me a thing or two about landing. Instead 
of getting my trunk ready first, I got it ready last. 
The first trunks are on the bottom of the pile. The last 
trunk goes on top. The last trunk arrives on the dock 
first. So again is Holy Writ verified—‘The first shall 
be last; the last shall be first.”” Then I bribed a steward 
to personally take my hand bags to the letter “N” on 
When I arrived under the letter “N,” I found 
all my baggage there. I quickly got a Customs inspec- 
tor, was promptly O. K.d and rubber-stamped, (my last 
rubber stamp, hoorah!) and was one of the first to leave 
the dock. These may seem like little details, but a great 
deal of time is saved simply by knowing the ropes and 
attending carefully to small arrangements. 


every piece. 


the pier. 


My railroad ticket and my Pullman, surcharge and all, 
had been bought and were waiting for me on my desk. 
I had made train arrangements by wireless from the 
ship the day before landing. Well, well, here was that 
surcharge again. The old Pullman rate to Indianapolis 
was $6. The present rate is $9—$3 surcharge, just 50: 


per cent. 
* %* %* 


The Assistant to the President of The Pullman Com- 
pany has written me a very polite letter in which he 
states that in a recent article I am wrong in regard to. 
the split of the surcharge. He states that The Pullman 
Company does not get any of this surcharge—that it. 
all goes to the railroads. The traveling public do not 
care just how the surcharge is split up. All they care 
about is the fact that they are compelled to pay this 
surcharge. At the dinner in New York, where I heard. 
this surcharge discussed, somebody made the statement. 
that it was divided between The Pullman Company and 
the railroad company on a 50-50 basis. Now this 
evidently is not correct. Allow me herewith to make: 


the correction. 
* * * 


The Assistant to the President of The Pullman Com- 
pany goes on the tell me that the item of $6,000,000 im 
profits of The Pullman Company for 1925 was not 
their share of the surcharge. He said that this item was: 
simply the profits of The Pullman Company from out- 
side investments—subsidiary companies, etc. Well, 
well! It must be nice for a going business to have 
outside investments that bring in $500,000 net every 


month! 
& * * 


Then the A. t. P. o. P. C. goes on to tell me that 
this Pullman surcharge collected from the public 
amounts to the neat sum of $40,000,000 per annum. 
Well, well, well! That is surely a nice little kitty for 
the railroads! 

* % * 

The A. t. P. o. P. C. also tells me that The Pullman: 
Company collects this kitty for the railroad simply 
from a feeling of friendship, good will and affection 
for the railroad companies. They do the collecting 
when the Pullman ticket is sold, but they get nothing 
for this service. They just do it as a labor of love. 
Well, well, well! I am certainly getting filled up with 
information about the surcharge! 

*% * % 


So I wrote a cheerful letter to the A. t. P. o. P. C., 
acknowledging all my mistakes and saying that I would 
correct them in a forthcoming article. Then I made a 
few inquiries about Pullman rates. I numbered these: 
inquiries 1, 2, 3, 4, 5, etc. I was simply a student 
seeking information. Day after day has passed but the 
A. t. P. o. P. C. must be on his vacation because no- 
answer has come back! 
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Seeking information, I also wrote to Senator Joe T. 
Robinson in Washington, asking him certain questions 
about the surcharge. I thought, after his campaign on 
this surcharge, that he would be full up with informa- 
tion. To this letter, I received a courteous reply from 
the Senator stating that he was so busy with other 
matters that just at present he could not devote the 
necessary time to answering my questions. However, 
he gave me the names of some other gentlemen who 
were very well posted on this surcharge matter, and 
I have now written them for further information. 


* * 


In the meantime, the stock of The Pullman Company 
has advanced some 10 points and I am reliably informed 
that in the very near future they will cut a melon. 
The Herald Tribune on June 8, 1926, wrote as follows: 


“PULLMAN MAY CUT MELON. 


Followers of Pullman Company are awaiting 
the meeting of directors, scheduled for July 14, 
at which time it is rumored there is a good chance 
of a stock dividend being declared. Iilman was 
one of the leaders in yesterday’s market, touching 
a new high at 17634, and closing with a net gain 
of 3 points. One Wall Street firm advised its cus- 
tomers it knew of buying in Pullman based upon 
expectation of such a melon. So far, officials have 
given no intimation of what action will be taken.” 


* * * 


Well, well, well! And the A. t. P. o. P. C. wrote me 
in his letter that the $18,000,000 profit of The Pullman 
Company last year was barely 6 per cent on the capital 
invested in the business. We are sorry for them! We 
wonder where their great surplus came from. We won- 
der about these outside investments that pay $500,000 
per month. We wonder at all their generosity to the 
railroads, doing so much work for them for nothing. It 
does seem to us that they should get a little something 
from the railroads for selling the tickets, collecting the 
money, and keeping track of and dividing the cash. It is 
encouraging, however, in this cold-blooded world to 
occasionally see even a corporation willing, from the 
sheer joy of living, to work for nothing! 

» « 

The next time I write an article about the surplus 
of any company, I am going to buy some of their 
stock first. All of us have missed a good deal on 


Pullman. 
X * * 


Then I have before me Messrs. Oliver Brothers’ com- 
parative pricelist of hardware and steel. This price- 
list covers the years from 1912 to 1924. It is interest- 
ing to study these prices. It is interesting, for instance, 
to compare the prices of the early part of 1914 with 
the latter part of 1924. It is interesting to observe 
that in 1925 steel prices and hardware prices on the 
average were just about double what they were in 
1914. This is interesting because it shows how profit- 
able the hardware business must have been. Take, for 
example, an item at $5 per dozen in 1914. If a jobber 
or manufacturer made 20 per ce... ..c¢ made $1 per 
dozen. Now, in 1925, the same item was worth $10 


HARDWARE AGE 31 


per dozen. A profit of 20 per cent means $2 per dozen 
profit, or double the amount of profit made on the item 
in 1914, and the weight and handling of this item ina 
jobbing business would cost just the same. In manu- 
facturing of course there has no doubt been some in- 
crease in labor, also an increase in the cost of raw 
material. However, what we would like to know is, 
just how much increased cost there has been in labor. 
We take it for granted that the raw materials, like 
almost everything else in the hardware and steel lines, 
have doubled in value, 
¥% * * 

So, with these thoughts in our mind, we turn to the 
price of the Common Stock of The United States Steel 
Corporation. It has just touched a record figure. We 
are advised by one of our steel friends that before the 
end of the year they will also cut a melon in The United 
States Steel Corporation. It is gossip of the street that 
there will be a 50 per cent issue of Common Stock to 
present Common Stockholders. Well, well, well! How 
nice all this is! Then we read that The United States 
Steel Corporation have a surplus of $600,000,000. 


* 7 e 


I intended to buy some steel stock before sailing for 
Europe. That was two months ago. Since then it 
has advanced about 20 points. I could have paid all my 
expenses in Europe on U. S. Steel Common if I had not 
been so busy packing up. 


% * *% 


How I do wander around! Here I started out in 
this article to tell about the convention in Indianapolis 
and then I got side-tracked on the Pullman surcharge, 
the advances in the price of hardware and the great 
prosperity of The United States Steel Corporation. 
Nevertheless, these side remarks may show what line 
of thinking and what line of facts led up to some of 
the remarks I made in my speech at Indianapolis. 


* % * 


That convention of the retail hardware men in Indian- 
apolis in many respects was one of the most remarkable 
conventions I ever attended. Of course, going there as 
a speaker and making an address, possibly gave me a 
somewhat different slant on the convention from that 
of my fellow trade paper reporters. I have carefully 
read their reports of this convention and I am impressed 
with the fact that some of the things that they saw and 
that impressed them are entirely different from some 
of the things that I saw and that impressed me. Pos- 
sibly some of my impressions may be worth while to 
record, just because they are different from some of the 
impressions of the cheerful and active young reporters 
for the trade press who danced around in the sunshine 
in front of the hotel taking pictures of the various dele- 
gates. Some of these pictures, reproduced in the trade 
press, do remind me of pictures on passports. 


* a * 


I had a very dear friend who attended a convention. 
I had always had a deep admiration fer him, but a 
trade paper man took his photograph and reproduced it 
in one of the trade papers. When I gazed at this photo- 
graph, I realized that I had been mistaken about my 
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friend all these years! I thought he was a man of 
the highest standards of business integrity. I con- 
sidered him a man of great intelligence. He had a 
charming, friendly smile but when I looked at this 
photograph, I realized that I had been seeing him in 
the past wearing a mask, as it were. This photograph 
brought out his real character. I realized with pro- 
found sorrow that my old friend was not only a boot- 
legger, but a porch climber, not to say a safe blower! 
I hope his wife and family never see that picture!! 


% % % 


I am led to these remarks because I have just seen 
O’Neill’s very original play, “THE GREAT GOD 
BROWN.” It is a strange conception of life. All the 
characters have masks. They put them on and take 
them off on various occasions. A friend of mine took 
his sweetheart to see this play. They had been pro- 
gressing very nicely at dinner before the theater, but 
when she saw this play, she decided that she did not 
understand his real character. She did not know 
whether he was wearing a mask or not. She suspected 
the mask and when she departed for the seashore, there 
was a wide breach between them. 


% % % 


This just goes to show that one should be careful 
about plays! After you have bought $8 worth of 
orchids, spent $10 for a nice little dinner for two and 
everything is lovely, it must be a hard run of luck to 
go to a play and have some terrible character on the 
stage look just like yourself, possibly saying and doing 
the same things you do! My friend said that when the 
play started, his charming friend leaned with her shoul- 
der gently against his. At the end of the first act she 
leaned the other way and, he said, with a sigh, she 
never leaned back! Their party at her hotel was 
formal. His name was mud. O’Neill and his masks 
had finished him! 


*% % 


Let us see, where were we? Oh, yes, I have just 
decided to postpone my observations at the Hardware 
Congress in Indianapolis to my next article. It is 
hardly fair to mix up my impressions of this very un: 
usual convention with Pullman surcharges and United 
States Steel surplus. 

: % * * 

Thinking of The United States Steel Corporation re- 
minds me of money and thinking of money: reminds me 
that in England when you draw English bank notes 
out of the bank, they take down your name and the 
number of every bank note over £5 that is paid out to 
you. In this country it is generally supposed that when 
cash is used, there is no trace of the transaction, but 
in England, with everybody taking down the numbers 
of their bank notes, a person mighf as well sign a check 
and be through with it. 


* * 


I am also reminded that in France, when you open a 
bank account, you never get your checks back. A 
French bank will give you a statement and the number 
of checks you have drawn, but they keep the checks 
as their vouchers. I believe the French law is that the 
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checks are not to be returned until after a period of 
30 years. It must require some storage space in a 
French bank to take care of canceled checks. 


* ¥* * 


Another friend of mine went to Paris and spent his 
money quite indiscriminately. He passed around 
numerous checks. He supposed of course he could get 
them back. ‘‘Now’—he remarked to me, as he sipped 
his café noir—“just think of those checks of mine 
stored away in that bank! If those checks ever came 
to life, they would certainly make some interesting 
gossip back in Main Street!” 


% * ¥% 


I must tell a little story about the decline in the value 
of the franc. The last I saw of the franc, it was worth 
2\,c. I met a rich American in Paris who has lived 
there many years. I said to him—‘“Say, old man, when 
are you coming back to New York?” “Not for some 
time”—he replied. “But what is the great attraction 
in Paris?”—I asked. “Well, you see’—he answered— 
“with the franc as low as it is, a man can live a double 
life in Paris at the same price you pay for a single 
life in New York.” Well, well, well! And this man 
has just got stacks of Steel Common put away in his 


little iron box! 
* ¥* oa 


He told me years ago that he bought Steel Common 
and then quit work. He has not only drawn liberal 
dividends ever since, but his stock today is worth about 
four times what he paid for it and before the end of 
the year, he will get a 50 per cent Common Stock 
dividend unless Judge Gary changes his mind! It cer- 
tainly does come easy to some people! I am being 
more and more impressed with the fact that it is not 
the man who gets up earliest in the morning and who 
works the longest hours who clips the greatest number 
of coupons! 

* * * 

Napoleon said that the strategy of warfare was 
simply a question of position. I sometimes wonder, 
when I think of the various lines of business, if this is 
not just as true of business. I mean that a well bal- 
anced, well protected, profitable business, where the 
profit is carefully guarded in every direction by Gov- 
ernment protection and by a gentlemanly considera- 
tion for each other between competitors, is like an army 
sitting comfortably on a hill, with its artillery dominat- 
ing the enemy lying below in an exposed valley. 


% % % 


I am sure, when we stop to think about it, that all 
of us are very much impressed with the gentlemanly 
and friendly way in which The Pullman Company 
collect the 50 per cent surcharge, keep all the books 
and turn the money over to the railroads without charg- 
ing them a cent for the service. Such gentlemanly 
consideration between friends should be a guiding light 
and an example to all of us. I wonder whom I can help 
at considerable expense and trouble to myself without 
any reward?? I am an idealist. I am thrilled by the 
idealism of The Pullman Company and I wish to get 
in their class!!! 








EGET? ENOL: te a 6 a pee = ' 
tease SrA een See. es oe ae a ae ty OS TE MDL a BY Pas & 
~ 2 < ayes t Fe pS é Mens oienve yin Cade ga BF fe Ry br. ee Feat ed Ne ae 





























July 22, 1926 





HARDWARE AGE 





33 





— 


Twice each year Barker, Rose & Clinton Co., Elmira, N. Y., holds a paint demonstration, in which the aid of factory 
experts is enlisted. The above picture shows a group of customers gathered at one of these demonstrations 


Complete Stock and Expert Advice 
Turns $1,000 Paint Stock Six Times 


Southern New York Firm Makes Selling of Paint a Strictly “Over the 
Counter” Proposition and as Evidence of Its Success in This 
Line It Has Been Doing So for the Past 60 Years 


tive who would show results in any hardware 

line. As paint department manager for Barker, 
Rose & Clinton Co., Elmira, N. Y., he is doing a real job 
in a real way. This department inventories at about 
$10,000 and enjoys a complete stock turnover six times 
a year, which means once every two months. 

Located in the store basement, there is ample room 
for careful stock display, demonstrations, special dis- 
plays and a complete set of color paddles and other sell- 
ing helps. 

“Keep a full line of paints, window glass, putty, 
putty knives, paint remover, brushes, paint materials, 
and have at least one practical painter in the depart- 
ment,” advises Mr. Seager. He says, “We have six men 
in the basement. One was formerly a master painter. 
He is our pinch hitter whenever we have a. customer 
with a particularly difficult paint problem; this man 
sets him right, selects the necessary materials and 
equipment, advises how to prepare the surface, cautions 
the customer on any phases which may require special 
attention and invites further inquiry by phune or call 
should the work not progress properly. 

“Practically all of our basement salesmen can replace 


( : EORGE B. SEAGER is a merchandising execu- 


a broken auto windshield or install windows in homes. 
This is a very activeand profitable phase of our work. 

“We sell paint strictly as merchandise over the coun- 
ter, and our success with this line runs back 60 years. 
Today most of our local painter-contractors are easily 
sold on prepared paints. Having a practical painter 
here who has used both hand mixed and ready mixed, the 
contractors have faith in, his recommendations. 

“Our intensive paint newspaper advertising is run 
from March to September inclusive, with generous 
space used steadily. In this advertising we feature our 
ability and willingness to. offer intelligent advice on 
painting and you would be surprised at the amount of 
advice service we give out each day. 

“Twice each year we hold a paint demonstration. 
Last year it ran three weeks, and this year one month. 
We enlist the aid of a factory expert and broadcast the 
fact that we are giving painting hints and answering 
special painting problems during store hours. We reg- 
ister as many visitors as possible during the demonstra- 
tion. Last vear we attracted 3,000 people, and were able 
to get the names and addresses of 2000 for our mailing 
list. The demonstrations are held in the spring and fall. 

“A brush sale is made with practically all paint sales. 
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We ask if the customer has a suitable brush at home, 
emphasizing the word ‘suitable.’ Nine times out of ten 
the brush at home is not suitable or in good shape, so 
we urge the purchase of a new brush, selecting the 
proper one for the job and telling the customer that 
the slight additional investment will enable a more 
complete realization on the time and money invested 
in painting.” 

Pointing to an auto fender, half rusted and half 
painted, the paint manager said, “That simple display 
idea sells many cans of auto enamels. Few motorists 
realize that the rusty fenders and rusty bodies can eas- 
ily be given a new coat with such a lustre. It is neces- 
sary to show these fellows just how to do the job. 

“From March to the end of August the paint depart- 
ment has one window display in at all times. Kenneth 
Levengood, our window trimmer, changes the display 
each week, and we find our paint window displays our 
biggest and most productive advertising for this line. 

“In back of my desk you will find a series of pigeon 
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holes loaded with color cards, sales literature and other 
material furnished by the manufacturer. We distribute 
our literature carefully and do not believe it advisable 
to have such costly material sprawled all over the de- 
partment. We are not stingy with literature, but merely 
careful, believing it best to hand out circulars where 
they will do the most good.”’ 

Mr. Seager also said he believed the dealer in the 
smaller cities could increase his paint business con- 
siderably by soliciting the farmers, who would also be 
in the market for implements, tools and other hard- 


ware. 





The trouble with business today is that too many 
clever people are trying to make it complicated instead 


of simple. 


There’s more money in seeing how early you can get 
up in the morning than in how late you can stay out at 


night. 





Plain Windsor Chairs Boost Paint Sales 


> 


INDSOR chairs have been very popular for the 
past two years. Each spring and summer they 
become more popular for kitchen use and for 


The usual 
type is a heavy enameled chair finished in one or two 


use on verandas and with breakfast nooks. 


bright colors. The market for this type of chair is 
found in country homes, apartments and regular sub- 
urban homes. 

Purchased all ready for use, these chairs are fairly 
expensive, but when bought plain and painted at home 
the buyer saves about 60 per cent and has the oppor- 
tunity to make his own color combinations. 

Edward Ferguson, president of the Manhattan and 
Bronx Hardware Association and proprietor of the 
Tremont Hardware Co., New York City, realized that 
the popularity of Windsor chairs offered a paint mer- 
chandising outlet. He found he could sell the white 
chairs for about $2.00 and furnish the necessary paint 
for about 60 cents and suitable brush for 30 cents. 


With about two dozen plain Windsor chairs in stock 
Ed went after this trade. Herb Farr, the Tremont 
window trimmer, made up this window display showing 
the plain chairs and offering two or three color com- 
bination suggestions. He included a complete display of 
the proper enamels, the right kind of brushes, and em- 
bellished the display with some window cards showing 
Windsor chairs in use, women painting these chairs, and 
invited people to come in for further information. 

The idea was advertised in the Bronx paper and 
people soon came in for paint to fix over old chairs and 
for a complete outfit of chairs, paint and brush. Two or 
three who bought paint for their kitchen were so en- 
thused that they bought paint for the walls and ceiling. 

While it is quite likely that the sale of paint for this 
purpose may have only a fair volume, it is one more 
indication that the successful hardware merchant may 
easily increase his volume and profits by lining up with 
current fads requiring some of his merchandise. 
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| YPICAL Barker, Rose & Clinton 

Co. paint window displays shown 
on top and bottom. In the circle is a 
glimpse of the company’s paint depart- 
ment with Manager George B. Seager 
standing in the aisle. To his left is 
the demonstration auto fender men- 

tioned in the story. 
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The Contest Winner 


Being the Story of a Man Who Just Naturally Enjoyed Playing Games Better 
Than Doing Anything Else in the World—And So When He Fell Heir 
to a Hardware Store He Finally Learned to Play the Game— 
Read the Story and Yow ll Discover Some Things You 
May Never Have Thought of Before 


By Russel Wilmot 
Part 1 


tory game of bridge. 

It was noon hour at the rope factory where 
C. S. worked, and the men who lived some distance 
away ate as rapidly as possible, with little thought of 
their selections and combinations so as to have time 
enough for a game of bridge before they went back to 
their various duties. 

The office people had a room by themselves on one 
side where they ate, and this was never crowded enough 
so but what they could use the tables when they were 
done with their meal. 

C. S. was in the Bookkeeping Department, and only 
that morning the manager had informed him that one 
month hence would terminate the need of his services 
with the company. They were putting in a couple of 


C S. JENKS had just concluded a very satisfac- 
~ 


recently patented and highly developed machines which 
would attend automatically to many of the details of 


the work. This would eliminate two men, and C. 8S. 
was one of them. 

He shrugged his shoulders and audibly wondered 
what he would do next, but being young and not given 
to borrowing trouble, he wasn’t doing any worrying on 
that subject. He was the champion bridge player of 
the crowd, anyway, and as he sat back in his chair, it 
flashed upon him that it wasn’t any particular fun to 
play with this group anyway—for he nearly always 
beat them. 

W ondering 


The day had been a cloudy one and the sun struggled 
through the none-too-clean windows of the cafeteria 
dining-room, making the whole place look dingy and 
sordid. The smells of mingled foods were not particu- 
larly appetizing, and today onions predominated, and 
C. S. hated onions. The clash and clatter of dishes, the 
babble of many voices, the sound of a yelping dog out- 
side, and the crying of a child somewhere, all forced 
themselves upon the consciousness of C. S. He had 
eaten something which didn’t altogether agree with 
him. It had been either too sweet or too sour, he 
couldn’t remember which, and the acrid taste of the 
relish he had eaten puckered his lips. 

The bridge triumph didn’t stimulate him particu- 
larly. No, C. S. was not worrying—but still under- 
neath and in the back of his consciousness, he was 
wondering, what next? 

He hadn’t said anything to the other fellows that he 
was getting through, although Sam Burns was in the 
same boat, and he didn’t know whether Sam had told or 
not. 


Then Fate, in the form of a telegraph messenger, 
appeared in a blue suit with brass buttons. The mes- 
senger looked about uncertainly. 

“IT was told,” he quavered, “that C. S. Jenks was in 
here. I have a telegram for him.” 

C. S. was more than surprised. Telegrams were not 
usual in his life, and so it was a minute before he put 
out his hand and claimed the dispatch. He had to read 
the message the second time before he grasped its 
tidings. It was brief but to the point; 

YOUR UNCLE SAMUEL MAITLAND DIED LAST 
NIGHT PERIOD FUNERAL MONDAY MORNING 
AT 10 O'CLOCK PERIOD AS ONE OF HIS 
HEIRS YOU ARE REQUESTED TO BE PRESEN 
AT THE READING OF THE WILL IMMEDIATEL 
FOLLOWING THE FUNERAL. 

AMOS BROWN, ATTORNEY AT LAW 


C. S. had never expected a penny from his Uncle 
Samuel, and even now he didn’t believe that the old man 
had very much to leave anyway. But one never could 
tell, and as long as Mr. Lash, the manager, was right 
there and one of the bridge players, he handed the mes- 
sage to him without a word. 

“Under the circumstances, I think you better go,” 
the manager said in an undertone. “I'll fix a leave of 
absence for you.” 

C. S. covered those two hundred miles in an uncer- 
tain frame of mind. He played solitaire part of the 
time, and bought a puzzle from the train butcher which 
took two perfectly good hours to solve. Occasionally 
he did some real thinking. If he could only know how 
much Uncle Samuel was leaving him, he do so some 
planning for the future. 

There was one thing which did trouble him—and it 
was the thought of Mabel. Mabel and he had been 
planning to get married in the spring, but if he lost 
his job and didn’t get hold of anything else reason- 
ably promising, it might not be such an easy matter 
as he had thought. 

As he journeyed into the rockier and rougher part 
of the country, he was forced to wonder more than 
once, why his Uncle Samuel or anyone else could con- 
tent themselves living in any such a God-forsaken ter- 
ritory. Nothing doing for him in any such a life! He 
wanted movies, and*a good golf links, and a bathing 
beach for the summer, and a chance to meet his friends 
and to have some fun with them. 

Yet somehow or other, he was impressed by the busi- 
ness-like appearance of the new and attractive little 
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station at Oakmount. The only time he had ever been 
there was some ten years before, and the old station 
and its surroundings were unlovely to remember. 

The people in the little town were all friendly, and 
it was perfectly obvious that his Uncle Samuel had 
been highly respected and that his loss would be keenly 
felt. There were a good many speculations as to who 
would take over the Maitland Hardware Store. There 
were three hardware establishments in Oakmount but 
one of them didn’t amount to much. The Maitland 
store was easily the leader. 

The funeral was conducted from the home of the pas- 
tor of the church which Samuel Maitland had attended, 
for the old man was a bachelor and had always lived 
in a boarding house. There were two funeral parlors, 
but the minister had quietly taken matters into his 
own hands. 

“He was my friend,” the good man said, “and this 
is the last thing I can do for him.” 

It struck C. S. as odd, for in the city from which he 
had come, this close and intimate touch would not have 
been likely to manifest itself. 

It was in the minister’s rather shabby but comfort- 
able parlor that the will was read, and C. S. was more 
than surprised at the amount his uncle had left and his 
directions as to the disposal of it. Everything was 
divided among his few relatives with the exception of 
some small bequests to friends. 
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The rather peculiar plan was ordered of dividing the 
rest, residue, and remainder into three lots of approxi- 
mately equal value. These lots of property were to be 
briefly described on separate slips of paper and put 
into three unmarked envelopes. Then the three en- 
velopes were to be put into a hat and his three nearest 
of kin, a cousin and two nephews of whom C. 8S. was 
one, were to draw in the order of their ages. C. S. 
being the youngest, came last, and the Maitland Hard- 
ware Store fell to him! - 

The idea of the drawing had particularly appealed 
to C. S., for he had a sporting chance he thought, of 
getting the bank account. But when the hardware store 
fell to him, a feeling of dismay overcame him, for by 
the terms of the will, the man who drew the hardware 
store must stay and run it, or that piece of property 
automatically reverted to a more distant relative who 
had signified his willingness to continue the business 
under the name of Maitland, if the nearer heirs re- 
fused to do so. 

C. S. sort of felt he was between the devil and the 
deep sea. He didn’t want to stay here, and yet he had 
nowhere else to go. By the terms of the will, he was 
obliged to retain and operate the establishment for a 
period of ten years at least. C. S. decided there was 
nothing else to do. 





(To be continued) 
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This is the original Douglas Condition Map, in use more than thirty years for business purposes. 
differences in the condition of the growing crops and of the principal industries. 


It portrays regional 
The striking differences in shadings of 


sections lying side by side result from differences in weather conditions; also from differences in the condition of the 


industries which are the principal source of income to the population. 


At present, conditions as a whole are so sound 


that it is reasonable to expect a large volume of trade as the crops are harvested and marketed, supplying their cus- 
tomary stimulus to all other industries. —Business Bulletin, La Salle Extension University. 
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Every farmer must protect his potato crop at this time of the year, and consequently he will be a good customer 
for spray materials 


Seasonable Profits in Spray Materials 


By Arthur H. Van Voris 


tunity for quick profits to those hardware dealers 
located in the smaller towns with a rural trade. 

This profit will be found in the sale of spray materials 
and spraying equipment. 

Many items in the hardware stock call for a balance 
of merchandising judgment on the part of the dealer 
—that is, he must say to himself. 

“Will this or that article prove to be a fair seller 
for me?” 

And then, there is another class of merchandise which 
creates a positive demand for itself on account of its 
very nature. 

Spray materials come in this latter class. 

Man plants the crops. 

The Creator smiles on his efforts with rain, sunshine 
and warm, growing weather. 

But to whom shall we attribute such unfriendly pests 
as bugs, insects, worms and blights? 

Anyhow, these pests put in their annual appearance 
and with due regularity wage their destructive war 
upon plant and vegetable life. 

‘If their onslaught is neglected by the farmer a few 
short days will see the ruin of a perfectly good potato 
crop, for example. But, if with wisdom and foresight, 
he watches for the coming of these destroyers, he can 
easily prepare himself to set up a counter attack—and 
a very successful one at that. 

Display and offer your insecticides and spray ma- 
terials NOW. 

This is the busy time—for potato bugs and blight. 
Keep this material in plain sight-on your counter and 
in at least a portion of your store window, so farmer 
folk can see it as they enter or pass by your store. 

Unquestionably, a mere mention or suggestion will 
bring you numerous sales, for, what farmer would take 


T HE very present moment offers an excellent oppor- 


a chance on losing a valuable crop after nursing it along 
through the early stages, just from an indifferent 
attitude toward the spraying season? 

In order to insure a reasonable certainty of not losing 
sales, you will probably find it advisable to stock a little 
assortment of these spray materials—thus giving a 
choice of both dry and paste form. 

In the dry form, you will find Paris Green, Arsenate 
of Lead, Bordeaux Mixture, and in the paste form one 
of the good sellers is Pyroz. 

A combination spray material like the last mentioned 
has the advantage of being both an insecticide and a 
blight preventive. 

These are facts worth knowing when it comes to 
selling, the materials over your counter. 

Suggest their sale to every farmer who comes to your 
store. 

To give you an immediate outlook on the sales possi- 
bilities in most localities, the following list briefly 
indicates the present growing crops that need attention 
and protection against bugs, insects and blight: 

potatoes cucumbers beans 
cantaloupes strawberries grapes 
quinces squashes peppers 
gooseberries raspberries blackberries 

Now for your sprayers. 

First, you can sell a certain reasonable number of 
“dusters” for application of such dry powder bug- 
deaths as Slug Shot (not previously listed). 

Then, for sprayers, the farmer with any definite 
acreage of potatoes will at least use a shoulder spray 
(galvanized compressed air tank, sprayer and shoulder 
strap) and many of them will find it more economical 
as to expenditure of time to rig up a barrel spray (see 
illustration) which can be moved down along the rows 
very easily if mounted on a wheel base. 
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Practice STROKES 




































Show Card Writing for the Beginner 


By Joseph Bertram Jowitt 


types of letters for quick show card writing with 

the brush. Beginners at lettering in the old 
school were up against a stiff proposition in comparison 
to the easy method employed in teaching today. 

What is known as “single-stroke Red Sable show 
card brushes,” were practically unknown when the 
writer first started his apprenticeship. Camels hair 
and Red Sable quill brushes were used, which when wet 
came to a fine point. A beginners practice work con- 
sisted of outlining each letter with a pencil in skeleton 
formation and then filling-in the center of each letter 
with a solid color using little short strokes being care- 
ful not to go outside the outline. This method was 
tedious, slow and sometimes discouraging the use of 
japan and oil colors making it even still more difficult. 


(ke Roman Alphabet is the most used of all other 


Day of Opportunity 


Today is the day of opportunity. Everything is being 
done to help those who are willing and anxious to im- 
prove themselves and become more independent finan- 
cially. 

The. single-stroke Red Sable show card brush to- 
gether with modern show card water color paint or ink, 
has placed the knack of show card writing within the 
reach of the average energetic hardware clerk. 

The term “single stroke” may be explained as fol- 
lows: 

The hairs of a Red Sable single stroke brush after 
being dipped three-quarters their length in the ink and 
flattened out on a piece of card will make a uniform 
perfect stroke the exact thickness of the brush you 


select, each stroke used in making a letter being a fin- 
ished terminal. For instance in making the capital 
letter “A,” at the top of alphabet plate illustrated here- 
with, stroke No. 1 is a slanting stroke and is made by 
first flattening out the brush and then turning it side- 
ways by rolling the ferrule between the thumb and first 
finger. (The thumb and first two fingers should be well 
down on handle of brush in much the same position as 
in holding a pencil or fountain pen). Stroke No. 1 the 
thin stroke is made by just touching the surface with- 
out using any pressure. In making stroke No. 2, the 
point or edge of brush is placed almost broadside on 
the surface and brought down in one sweep, from top 
guide line to a fraction of an inch of the bottom guide 
line, this stroke being the exact width of the brush. 
The sharp points of the flat brush are then used to make 
the spurs or “serifs,” which finish off strokes Nos. 1 and 
No. 2. Stroke No. 3 the center stroke is made with the 
flat point of the brush in the same direction you would 
draw a straight horizontal line. 


Remove the Brush 


In making the capital letter “B,”’ stroke No. 1 is made 
with the flat point of the brush square in front of you 
at the top line and brought down in one sweep the 
width of brush to bottom line. (Always remember to 
remove brush before touching the bottom guide line 
as each stroke must be finished off with spurs). Stroke 
No. 2 and No. 3 in the letter “B,” are loop strokes and 
are made by starting with the flat point of brush at top 
and by very lightly pressing brush until the thickest 
part of stroke is reached, then gradually release pres- 
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sure bringing stroke to a fine terminal as at start. 
The letter “C,” is made in just three single strokes, 
No. 1 being the basic stroke, stroke No. 2 at top and 
No. 3 at the bottom finish off this letter. The letter 
“PD,” requires but three single strokes. Strokes No. 1 
in letters “E” and “F,”’ are made with the full width 
of brush the thin strokes are made with the point of the 
brush well flattened out following the direction of ar- 
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rows. The letter “G” and “C,” are not far apart in 
similarity, stroke No. 3 changes the “C” into “G.” 

When making the lower-case letters the beginner 
should draw four guide lines so that the letters which 
extend above and below the body guide lines will be 
of equal height. The lower-case letters should extend 
not more than two-thirds above and below. 

The Practice Strokes shown on bottom of plate are 
most important for a beginner to concentrate on as 
they embody all the basic strokes of the letters shown. 
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These exercises should be the first move on the part of 
student when starting to practice. 

Three different sizes of Red Sable single stroke 
brushes were used by the writer in lettering the alpha- 
bet letters and cards. A No. 12, brush for the larg- 
er letters; No. 10 and No. 6 for the smaller letters. 
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The height of the letters “A” to “G” were 2!» in., the 
width 2 in. 

The border around cards and the shading of letters 
was done with a light gray tint keeping about 1‘ in. 
away from the edge of letters. Use the same size brush 
for shading as you do for the lettering. 

Appropriate pictures enhance the appearance and are 
great compelling sales arguments if neatly pasted on a 


show card. 
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Economies in Hardware Trucking 


Suggestions for the Retailer 


By Carl Bohen 


delivery which are heavier though not bulkier 
than many lines of retail business. For this 
reason the dealer’s truck is very apt to be overloaded 
upon frequent occasions, especially when he is forced 
to make special and speedy delivery on builders’ stuff. 
Fifty per cent overload on the average light retail 
hardware truck is too much; 15 per cent is plenty. 
Much depends upon the character of the load in light 
trucks; weight alone isn’t the only factor. Its distri- 
bution counts very much and that is why the average 
hardware retailer will find it profitable to limit his man 
to 15 and not more than 20 per cent overload with care 
in load distribution. Any greater overload, regardless 
of rating, will result in extra rapid depreciation owing 
to the nature of hardware merchandise. 


[Te hardware business often demands loads for 


Trucks Suffer From Speeding 


The heavier the light retail truck load and the speed- 
ier its pace, the sooner it will have to be replaced. The 
wearing down before its time is a slow but sure proc- 
ess—slow as far as the naked eye is concerned only. 

It is possible to speed with light delivery trucks upon 
occasion, say with a load of millinery or shoes; but 
hardware of any kind furnishes the kind of poorly dis- 
tributed bulk that is hardest of all on trucks and espe- 
cially light trucks on bad streets. 


Importance of Centralized Weight 


In loading light trucks, the trade should strive to 
get proper balance as improper distribution throws the 
lines of the truck out of gear and hastens the ravages 
of wear and tear. Even an unevenly distributed light 
load will have the same effect to some degree and to a 
serious degree if repeated from day to day. 

Most dealers see their drivers and wagon boys throw 
goods into the light truck without any regard for its 
position on the truck springs and chassis. No matter 
how small the load, the habit of getting it properly cen- 
tered on the truck bed is one that pays. 

No one thing puts a light truck out of business 
sooner than driving over rough city streets at fast 
speed with all of a good sized load on the extreme rear 
end of the truck. 


What to Tell Your Drivers 
Dealers will do well to give their drivers this infor- 
mation and require them to remember it: 

1. Light truck tire depreciation on rough 
roads is greater at five miles an hour than de- 
preciation on smooth roads at forty miles an 
hour. 

2. Make all of your time up on smooth 
road stretches, especially when you have a 
heavy load. 


3. Good roads though less direct are faster 
roads on routes and save depreciation costs. 


Dealers with more than one light truck will find a 
simple cost of operation system of great advantage in 
arriving at correct delivery costs and on estimating 
truck depreciation. Drivers often object to making 
these reports but their prejudices may be easily over- 
come and once they begin it, there is little complaint. 

Here is a daily report card I worked out for a chain 
store in the trade not long ago: 





Drivers’ Daily Report Card 


en ore e824 DB ODED OPEC EB OO ee OSC Gee COSCSSCRMOCHEBeswsvVeeresss 


Bi. oon: 192 

ea hn 6 be ao: ee cal aie eng ie wi ee ee 

Truck No. ..... 

Daily Mileage..... Daily gas consumption..... Gals. 

Daily oil consumption...... pts. 

Delay through trouble...........cc.ceccceees hours. 

Character of trouble. ....ccccrcccccccccvececcccces 

Cost of repairs or adjustment $... Cost of parts$... 

Repairs made by .....ccccccccccccccccccccesescses 

UD WN Beko ccnde cd wecesneneeccesscdsccccweees 
Price paid for gas...... per gal. 
Price paid for oil...... per gal. 
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How Dealers Shouid Judge Drivers 


My contact with the trade, both with small and large 
dealers has shown that they are too prone to judge 
each driver of a light truck by the same rule. Failure 
is often made in seeing a difference between the route 
covered by Truck Driver No. 1 and No. 2. Perform- 
ances of light delivery trucks in the trade should be 
judged only with all the facts at hand. Hence the re- 
port I have given above. 

Those in the trade who have had the most experience 
with light trucks are ready to judge each truck’s per- 
formance by the particular conditions it has to face on 
its routing. 

This is only fair. 

What Can You Operate Trucks For? 

I have often been asked this question by dealers who 
either know or don’t know what their own costs are. 

I doubt whether the average light delivery truck in 
the trade, covering normal routings can be opérated 
for less than 35 cents per mile. 


(Continued on page 79) 
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The attractiveness and effectiveness of Lambert’s hardware store starts at the sidewalk line with his windows. B 
the ‘‘C-type’’ of store front there are 46 lineal feet of display windows (the store has only a 30 foot frontage). 
windows measure 3 by 16 feet, while the “island” window in the center is 8 feet across and 5 feet deep. 
is provided in the base of the island window, so that an outside demonstration 
appliances is possible 


watt lamps equipped with No. 10 X-ray reflectors. An electric openin 


of electric 
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the use of what is sometimes called 
he arcade is 16 feet deep, the side 
he three windows are lighted by 22 100- 


Lambert’s—A New Hardware Store 
With a Dry Goods Ancestry 


Ambition of Kankakee, Illinois, Merchant to Own a Distinctive Hardware Store Is 
Realized in Fixtures and Arrangement Furnished by W. C. Heller & Co. 


OSSIBLY scientists would tell us that Phillip T. 
Lambert’s new hardware store at Kankakee is 
just another example of the influence of environ- 

ment over heredity or something of the sort. For Mr. 
Lambert is a dry goods merchant by early training and 
a hardware merchant by choice. His place of business 
is very different from the ordinary conception of the 
average hardware store and many of his ideas can be 
traced back to a dry goods ancestory. 

Mr. Lambert first came to Kankakee 32 years ago, 
having just finished school, and secured his first posi- 
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The influence of Mr. Lambert's early dry goods training is particularly noticeable in his window displays. 





tion in a dry goods store. In those days clerks were 
plentiful and salaries low and in order to get a job 
at all, young Lambert was obliged to start work at no 
salary so that he “could learn how to clerk.” After 
working a month on this basis he was given $5 for his 
efforts and placed on the regular pay roll at $2.50 per 
week. When he had completed 12 years employment 
with the dry goods firm, he realized one of his earliest 
embitions of owning his own business by opening a 
hardware store in partnership with Fred Marcotte, 
whose interests he later purchased. 
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In fact he now has an arrangement with a 


young man employed by a large local dry goods store to trim his windows at regular intervals. As a result, the hardware store windows are especially 
attractive, artistic and at the same time simple. 


They do not have the faults so common in most hardware windows—overcrowding and the display of 
unrelated merchandise 
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Three 8 foot floor cases, electrically lighted and placed in a U formation, stand in the center of the store just inside of the front entrance. 


HARDWARE AGE 








The wall 


cases, which occupy about two-thirds of the space on the left hand side of the store, are also electrically lighted and contain, from the front, first sporting 


goods, fancy ware, kitchen ware, bat 


Another ambition of Mr. Lambert’s was to own a 
really distinctive hardware store and for the past ten 
years he has worked and planned toward that end. 
However, the war, local conditions and the death of 
his landlord all tended to force a postponement of his 
plans and it was only a month or so ago that he achieved 
his second ambition and moved into a new store that is 
the “last word” in modern and convenient store equip- 
ment. 

The new store has a frontage of 30 feet and is 108 
feet deep, including the arcade entrance. Mr. Lambert 
planned carefully the interior arrangement of the store 
with the assistance of W. C. Heller and Company, who 
made the fixtures, with the result that the place is a 
model for compactness and convenience. The fixtures 


room fixtures, brushes, and then paint, on open shelving, takes up the remaining third of the wall 


themselves are finished in a rich grey with the wall 
cases, show cases and display lined with a _ reddish 
orange, the combination adding materially to the light- 
ness and effectiveness of the store’s appearance. All 
of the cases are equipped with electric lights which add 
to the general attractiveness of the store and at the 
same time display the merchandise to better advantage. 
There are over 3000 items sampled on the display doors. 

On the day that the new store opened, Mr. Lambert 
was the guest of honor at a noon-day luncheon given by 
the other business men of town. From 3 o’clock in the 
afternoon until 10 at night, he held a reception in his 
store to which he had mailed 3500 invitations. Over 
2500 people visited the place during these hours, most 
of them registering and all of them receiving souvenirs. 
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wrapping counters. 


Directly back of the floor cases is the cash register, flanked on either side b These counters have shallow oe in the front on 
are the rolls of wrapping paper and string. i 


which is comeyee a variety of small package items and underneath in bac A battery of display tables, set 

in three parallel rows back of the wrapping counters, contain the bulk of the kitchen ware stock and miscellaneous merchandise. Back of the tables 

along the rear wall is the nail counter, measuring 9 feet long, 3 feet wide and 29 inches high, but through a careful arrangement of drawers on the 

front and bins in back, it holds 67 kinds and sizes of nails. Just back of the nail counter is a small alcove, the walls of which serve as a steel goods 
rack, while a bolt case containing 400 bins stands in the center 
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Just to the right of the front entrance is a wide stairway leading down to a basement salesroom, 28 by 44 feet, 
The balance of the right hand wall is occupied by wall cases containing tools and builders’ 
are seven display boards laid flat and which shove back into the case, giving the 


ironers, refrigerators, are displayed. 
extreme rear is the screw case on which just above the “ledge” 
appearance of drawers when closed. 
drawers divided into compartments, arranged .above the samples. 


in Mr. 


On these display boards are sampled over 1000 screws of various kinds and sizes. 
The entire fixture occupies only 103 inches of wall space, while the same screw stock 


Lambert's old store took up 28 feet of wall 
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where the larger items, stoves, washers, 
hardware. At the 


The stock is contained in 231 








Combating 


rloritied Peddler’ 


Competition 


By Hamp Williams 


HERE is a lot being said about the house-to-house 

peddler and how best to combat that competition. 

One of the best solutions of this problem is out- 
lined by Jacob Miller’s Sons Company, Philadelphia, in 
booklet form entitled “The House-to-House Canvasser 
and how Retailers Can Successfully Combat His Com- 
petition.” If we would follow out the instructions it 
would go a long way to help us get rid of the canvasser 
and the same well directed efforts would assist us in 
meeting chain store and mail order competition. 

There is one thing certain. We must employ up-to- 
date methods of doing business and show the people 
that it is to their advantage to trade with us or to at 
least give us an opportunity to sell them; then if we 
fall down that is our bad luck. 

I recently got on to a plan that is not bad. Every 
man doing business in Hot Springs is more or less de- 
pendent upon the others, the people who live here, 
people who make their living in Hot Springs. A 
woman whose husband is in the shoe business rang up 
her dentist and said: “I understand you buy your 
shoes in St. Louis. If everybody in Hot Springs did 
that my husband would go out of business and we could 
not make the money to pay you for our work. Here- 
after I will have my work done by a dentist who buys his 
shoes in Hot Springs.” A clothing man called up his 
doctor and said: “I understand you order your cloth- 
ing from Chicago. I have never had the pleasure of 
showing you my line of clothing which is very com- 
plete and if we havpen not to have exactly what you 


want we could get it for you. We are here all the time 


to make good any representation or statement we make. 
There happens to be other physicians in our city who 
do buy their clothing in Hot Springs and hereafter I 
will patronize another doctor.” A woman rang my wife 
over the phone and said: “By-the-way, I understand 
you went to Little Rock last week and bought about 
$300 worth of dry goods and ladies’ ready-to-wear. My 
husband carries a very complete stock of the very goods 
you bought and if at any time he happens not to have 
exactly what you desire he can get for you anything 
in that line from New York, or for that matter from 
Paris, France, if there is nothing in this country good 
enough for you.” She continued by saying, “We have 
been debating in our minds whether we would buy a 
Lincoln car sold by your husband or a Cadillac sold by 
his competitor and after finding out what we did about 
you going away from home to buy your goods I guess 
we will buy a Cadillac.” 

If we had to account to each other for our buying 
out of town we would at least try to keep it a secret 
instead of boasting how cheap we bought and how our 
local merchant tried to hold us up, etc.; killing the goose 
that lays the golden egg. If all our Club members, 
men and women, would give their support to home in- 
stitutions and severely criticize anyone buying outside 
our own towns it would cause people to think, and if 
they think they will not do it. I buy out of town 
because I have a right to, but if I lose the sale of a 
Lincoln car and a few Fords because I do it, I may 
change my mind and conclude that it is better for my 
business not to do so. 
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A Portable Window Background 


By W. S. Hall 
Displayman for Idaho Hardware & Plumbing Co., 


E have just installed the background fixture 
shown with this article. Two of the displays 
constitute our contribution to the recent Na- 

tional Baseball Week Contest. While we were unsuc- 
cessful in winning either of the eight cash prizes, our 
displays headed the list of honorable mention. 

Up to the time of installing this portable background 
fixture our main display window was open backed ex- 
cept for a mirror faced backing eighteen inches high. 
This, in fact, was of less real display value than 
nothing. 

In the past, all our worthwhile displays, several of 
which have appeared in HARDWARE AGE, involved con- 
struction of a temporary background. This was neces- 
sary because no display worthy of the name can pos- 
sibly be set up in an open backed window. 

Continually constructing or patching up a temporary 
background became very unsatisfactory, saying nothing 
of the expense and ultimate waste. The store manage- 
ment being opposed to boxing or closing in the window, 
we decided upon a compromise agreeable all around. 


Ltd., Boise, SEs 


The result of this compromise is shown especially well 
in our Uncle Sam display. 

In the plan we extended the left end of our original 
window back thirty inches giving better depth. This 
placed our background on a much milder angle with 
Main Street. But since this is a corner window some 
angle is an advantage by accommodating a sight range 
down Main Street as well as across. By taking out a 
half dozen screws this background fixture may be re- 
moved, swung around or faced about. The opposite 
side of fixture is a duplicate in design but is finished 
in a different color scheme. 

The fixture is 10 ft. long by 7 ft. 6 in. high in center. 
Entrance to window is on the right of fixture, there 
being 18 in. between end of fixture and the plate glass 
which extends. on down the side street window. The 
panels are made of three and five ply veneer and the 
general] construction is very substantial. The oval panel 
is removable by taking out the molding. This feature, 
while adding to the cost, is very desirable, as it enables 
one to use substitute ovals for special occasions. 
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The Uncle Sam display was worked up with an oval 
panel made of wall board. This panel was sized, var- 
nished and finished in flat finish oil wall paint—ivory 
and grays—to match the fixture. The Uncle Sam figure 
and balance of design is done in show card colors. 
When ready to discard such a design just turn the hose 
on, then dry and renew. 

We aim to make both sides of this panel work at 
once. In this case, while Uncle Sam is working with 
the paint display in the window the fishing scenic will 
be at work from the store interior side of fixture, 
and vice versa. 

We are now working up a set of appropriate scenics 
to use in the two upright end panels. The idea expressed 
by the scenics to be suggestive in line with merchandise 
shown. For the sake of perfect balance in display pho- 
tographs we will add a right wing matching the one on 
left. However, this will not remain in place steadily 
as same would obstruct the fine view the background 
commands down Main Street. 


The Floor Slab 


The sloping floor slab or plateau is in two parts. The 
joint line showing about midway back in the Uncle Sam 
display. This fixture is made of wall board nailed to a 
frame work made of one by twos. This makes a rever- 
sible plateau that is very adaptable. A set of beveled 
support blocks were provided upon which the slab is 
placed to present the sloping effect as shown. The tilted 
position is used for many types of merchandise, and 
when in this fashion the observer views the goods, 
easier, clearer better—thus gaining better impressions. 

Other methods as the setting calls for are both sec- 
tions flat on the window floor; sear section slightly el- 
evated, front section either sloping or flat; both sec- 
tions drawn forward close to the plate glass, leaving 
room for a row of pedestals at rear in front of back- 
ground, etc. 

The rear section is 32 in. wide by 6 ft. long at rear 
edge and 9 ft. at front edge, the end being formed by a 
suitable curve. 

The front section is 9 ft. long by 4 ft. wide in center 
and describes a sweeping curve as shown. The ma- 
terials used give a thickness of about 214 in. Our slabs 


SF \ s NATION, | 
Baseball Week 








The same background fixture used with a window dis- 
play of baseball equipment by the Idaho Hardware & 
Plumbing Co., Boise, Idaho 
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The temporary background display fixture of the 
Idaho Hardware & Plumbing Co., used in connection 
with a display of fishing tackle 


are well made and when in place one’s weight may be 
rested here or there upon them as in reaching or placing 
goods. Slabs were finished with the idea of “giving the 
goods all the say.” One side is flat ivory, mottletoned 
slightly with gray, the other side flat gray mottled 
slightly in gold. 

Light, Color, Action 


Now, with the addition of proper equipment to pro- 
vide appropriate light, color and action as the setting 
calls for, we are equipped with an ideal layout to in- 
stall really effective displays—displays bearing maxi- 
mum results. 

The subjects of light, color and action as regards win- 
dow display each deserve thorough discussion. This we 
will not attempt here. However, let us touch upon it. 
The lighting scheme used with our Uncle Sam display 
may be of interest. General display lighted with amber, 
ruby flood on the oval panel, white spotlights on the 
sign “It’s National Baseball Week” and the picture of 
the Nation’s Capitol. Lighted in this way the display 
proved a strong attraction. 

What is the trend of these elements, light, color and 
action, in the affairs of modern life? Is their presence, 
popularity and attraction waxing or waning? Everyone 
knows they are daily gaining ground, becoming more 
apparent and everywhere influencing human affairs. 

Striking examples of the prominence, universal favor 
and attractive value of color is demonstrated by its 
universal use in national advertising, wearing apparel, 
in the movies, and decorations of all sorts. And on 
every hand action-motion-speed are becoming an insep- 
arable part of life. This is evidenced by modern trans- 


portation. 
Get Aboard 


So it behooves us as merchants and display men to 
get on the band wagon. We must properly employ the 
agencies of LIGHT, COLOR and ACTION, and thus 
tune in our displays, psychologically speaking, to the 
pulse of modern civilization, the beat of which is now 
gaged by these patent engines of popular attraction. 

Let us now examine the results of certain careful 
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From Plumbi ng Shop to Hardware Store 





An exterior view of the store building of the Harris 


Hardware Co., Washington, N.C. The firm owns the 
entire building, which fronts on Main Street and runs 
through to Water Street in the rear 


are contained in the history and growth of 
many of the great industrial enterprises that 
have started out in a small and obscure way. 

This is true of Henry Ford, Thomas Edison and 
dozens of others. The careers of such men furnish 
more interesting reading than any novel that the 
fiction writer could possibly prepare. 

In every community there are one or more enter- 
prises that have had a similar growth, although 
not, of course, on quite so elaborate a scale as 
those mentioned above. Look about you in your 
own particular town and you'll find some business 
that started out with nothing but grit and determi- 
nation and that today is one of the biggest assets 
in your community. 


é an of the greatest romances of the nation 


Started in Small Fashion 


A business of this type is found in the Harris 
Hardware Company, of Washington, N. C. Wash- 
ington enjoys the distinction of being the first post 
office in the country to be named for the immortal 
George. It is generally regarded as one of the most 
progressive cities of the State and it recently started 
a publicity campaign that has brought it to the 
attention of millions of people in all parts of the 
country. It is a city surrounded by rich agricul- 
tural territory. Located on the Pamlico river, the 
town also does a big fish and oyster business. The 


In 1903 the Harris Hardware Co., Washington, 
N. C., was a small plumbing shop—Today 


it owns a large three story brick building on 
Main Street, an adjacent warehouse and 
several other warehouses in the city 


Harris Hardware Company is one of the biggest 
business enterprises in that part of the State. 

In 1903 it was a small plumbing shop. Today 
it does a business of nearly a million dollars a 
year. 

In 1903 it occupied a small and rickety wooden 
building. Today it owns its large three-story brick 
building on Main street, an adjacent warehouse and 
several other warehouses in town. 

In 1903 the capital stock and surplus were $5,000. 
Today they are over $250,000. 

In 1903 the entire stock of the store probably 
could have been placed comfortably inside a large 
dry goods box. Today it carries as complete a stock 
of hardware as can be found in any town in the 
United States the size of Washington. 

A steady and healthy growth, in keeping with 
the general progress and development of this sec- 
tion. 

The firm was organized as the J. H. Harris 
Plumbing & Supply Company in the fall of 1903 
as a plumbing firm, with J. H. Harris as manager. 
Mr. Harris, or Captain Harris as he is better known 
throughout North Carolina, is now the efficient 
officer of Beaufort county. The other incorporators 
were C. F. Bland, Judge Stephen C. Bragaw and 
J. B. Respass. 

Efficient Officers 


The present Harris Hardware Company, as was 
stated above, started with a capital of $5,000 and 
purchased the stock of plumbing supplies and good 
will of the plumbing business conducted at that 
time by Captain Harris. The officers of the new 
company were George T. Leach, president; J. H. 
Harris, vice-president and general manager; J. B. 
Respass, secretary; and C. F. Bland, treasurer. 

The capital stock was increased in the fall of 
1904 to $7,000. Frank W. Cox, who is now general 
manager of the Eureka Lumber Company, succeeded 
John B. Respass, secretary of this firm, in 1905. 
Mr. Cox was also elected manager of the concern 
the same year, succeeding J. H. Harris. He, in 
turn, was succeeded as manager by C. F. Bland 
in 1906, Captain Harris still retaining his interest 
and remaining secretary until 1910. 

The firm showed a steady and consistent growth. 
It opened up a hardware department in about 1906 
with J. M. Robinson as manager of this department. 
The present manager, Charles A. Flynn, associated 
himself with the business in 1909 and was elected 
treasurer of the firm in 1910, and also succeeded 
C. F. Bland as manager in 1916. Mr. Bland severed 





48 HARDWARE AGE 





July 22, 1926 





The above picture, which is typical of the entire interior of the Harris Hardware Co. store at Washington, N. C., 
shows the modern and up-to-date methods for displaying merchandise used by the firm, including segregated de- 
partments. A store of this type is bound to grow 


his connection with the firm to move to the western 
part of the State. 

The present vice-president, T. R. Hodges, was 
elected to office in 1919, and the present secretary, 
J. M. Hodges, was elected in 1910, George T. Leach 
remaining president of the firm from the date of 
incorporation until his death in 1922. J. M. Har- 
rington, who is now assistant treasurer and assist- 
ant manager, also became associated with the firm 
in 1919. E. L. Roebuck, who is assistant secretary, 
went with the Harris Hardware Company in 1919. 


A Good Store Spirit 


The personnel of the store, including every mem- 
ber, is interested in its welfare and its progress. 
The spirit displayed is unusually good. Store meet- 
ings are frequent, at which various matters pertain- 
ing to the welfare of the business are taken up and 
discussed. 

At its outset the Harris Hardware Company occu- 
pied a small wooden building on West Main street 
where the E. Peterson Company now stands. They 
moved to the Blount Building on Main street about 
1905 and remained there until 1910, when they 
bought the land and built the building now occupied 
by them on Main street. They own and occupy this 
entire building on Main street, running through to 
Water street, facing both streets. And they also 
own and occupy the buildings on Water street at 
Pamlico River. 

The main building and eight warehouses give the 
firm a floor space of approximately 40,000 sq. ft. 

In recent years the Harris Hardware Company 
has handled considerable road material, having fur- 
nished the State and county all the cement used in 
the concrete road and bridges between Washington 


and Williamston, a distance of 22 miles. They have 
also furnished cement, stone, gravel and sand for 
numerous other road construction jobs in this sec- 
tion. 

Large Floor Space 


The trade area of the store occupies a wide area. 
In addition to the retail end of the business, they do 
a tremendous wholesale business, covering the entire 
eastern section of the State. In addition to this their 
plumbing department has handled some very large 
contracts, having installed the first water system in 
the towns of Morehead City and Mount Olive and 
other towns in this section. 

The, advancement of Eastern Carolina has been a 
substantial one, and so has the advancement of the 
Harris Hardware Company. And so, too, has been 
the advancement of the various men who have con- 
nected themselves with this enterprise. Starting 
out in a small way, it moved forward steadily, mak- 
ing sure of each step before that step was taken. 
It enjoys at present a very high rating and is known 
throughout the entire State. 





Discharges 


A successful hardware merchant, long in the busi- 
ness, said the other day, “I never discharged a man 
in my life. They have all discharged themselves.” 
In effect that is what usually happens. Occasionally 
business conditions compel a merchant to reduce his 
force at a time when every salesman is doing satis- 
factory work, but even then, the men who are let go 
are those who are in some way inferior to the others. 
The man who loses his job has only his own weakness 
to blame somewhere along the line. 
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Recommendations 


By Frank Mappes—Store Engineer 
PART III 


practice are two vastly different things. After 

trying in a desultory way to effect the changes 
advocated in the plan, but making very little headway, 
they gave up the effort as futile and beyond them, and 
then definitely put it up to me. Having numerous 
engagements before me I found it necessary to cancel 
most of them in order to devote the greater part of my 
time over a period of six months in supervising and 
putting into effect the plan to which I had given a 
great deal of study and time. 

The results more than justified my trouble, the busi- 
ness for the first time in several years showing a profit, 
which resulted in a handsome dividend to the stock- 
holders, and a bonus to employees. 

It was not necessary to change the personnel of the 
store; however, several whose authority was curtailed, 
resigned shortly after the adoption of the plan. This 
caused quite a shift in placing responsibilities, but the 
change was in reality beneficial, because some of the 
most promising were promoted, and the enthusiasm 
of these youngsters went far toward helping the busi- 
ness go over the top. Never, at any time during the 
period of reconstruction was there any promise of a 
bonus made; yet the fact remains that much of the 
success was laid at the door of the enthusiastic support 
of the employees with very few exceptions. A resolu- 
tion presented to the board of directors to distribute 
a part of the money in bank to every and all employees 
in the shape of bonuses was unanimously adopted. 


Unbelievable 


An amusing incident occurred when the firm of 
auditors, who, for five years previously had reported 
a loss each year, could not believe their figures; they 
stayed late into the night trying to discover their error, 
but finally conceded the fact that the business had been 
put on a paying basis within less than one year, and that 
the profits were represented in the shape of a bank 
balance, and not in an overstock. 

At the time of assuming supervision the accounts 
payable were in excess of the accounts receivable, and 
had a bank balance to the amount of $30,000. It was 
found advisable to borrow $10,000 to immediately pay 
the most pressing debts. Superhuman efforts to make 
collections, and putting the brakes on the buying re- 
sulted in wiping out the total amount, and enabled 
them in less than five months to discount every invoice; 
and they have been doing it ever since without borrow- 


Poreerice’ a plan on paper, and putting it into 





EDITOR’S NOTE.—In the last chapter of this interest- 
ing series, published in the July 8 issue of HARDWARE AGE, 
Mr. Mappes gave an interesting account of the machinery 
necessary for the profitable operation of a retail store, 
citing the usual and common duties of each member of a 
retail organization. He also outlined the plausible loca- 
tion of each store department. This chapter deals with 
putting his plan into practice. Subsequent articles to 
appear in coming issues of HARDWARE AGE will deal with 
the various other phases of store management. Watch for 
them and read them. 


ing one dollar. Modesty forbids me to take too much 
credit for this, but during the entire period I kept 
my thumb on the pulse of the sick business, and knew 
every detail of its treatment and convalescence. 

By advertising some of the overstocks and dead 
stocks in HARDWARE AGE much of this merchandise was 
turned into money. This was one of the surest ways, 
next to collecting outstanding accounts, of getting 
money to pay bills. By limiting the commitments for 
goods to 50 per cent of the sales, with high pressure 
collection methods enabled the auditors the next year 
to draw up a statement, which, in a tabloid form, was 
something like the following dealing in round numbers: 


er eae $120,000.00 
Se ee 100,000.00 
Sold dead stock (not inventoried)... 3,000.00 
Accounts payable Dec, 31........... 500.00 
Accounts receivable Dec. 31......... 15,000.00 
Cash on hand and bank balance, Dec. 

idan ties Re ee as cawwednn 28,000.00 


This condition made it possible to declare a dividend, 
the first in several years. 

(It might not be out of place at this point to restate 
the fact that this business has since been able to dis- 
count all bills without borrowing a dollar, and has 
always a substantial bank balance to meet obligations 
before they are made.) 

Of course, in revolutionizing a business, it must, 
like a political revolution, begin at the top; so, be- 
cause the board of directors deputized the manager with 
a mantle of almost unlimited authority, it was neces- 
sary to begin with him. It must not be overlooked 
that behind all the activities I had to loom up as the 
ever-present deciding factor, whose supreme authority 
was not unlike that of, Judge K. M. Landis of baseball 
fame. 

Coordination 


There had never been any close coordination between 
collections and disbursements, because none of the 
buyers were aware of the difficulties encountered in 
meeting obligations, and those in charge of the finances 
never knew when they would be confronted with large 
accounts to pay, for which no provision had been made. 
It was therefore imperative that the first thing to do 
was to bring these two most important factors together. 

The assistant manager, who was scheduled to take 
over the general buying having resigned, his position 
was eliminated, so it devolved upon the manager to 
take over this important function in addition to his 
regular duties, part of which was to function as mer- 
chandise manager. In his capacity as executive, he was 
kept informed at all times of the state of the finances, 
having at hand each day at the close of business a report 
of the receipts and disbursements, and after the period 
of financial stress also a report of bank balance and 
cash on hand. 

In this manner he kept informed so as to enable him 
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to keep the finances and merchandise in their relative 
positions through contact with both. 

Every business is operated on that basis, no matter 
how large or how small; but, the small fellow lets him- 
self be led by instinct, rather than by rule and root. 

The budget was simply an arbitrary amount de- 
termined by the previous month’s sales, and because it 
was planned to reduce the inventory, 50 per cent of 
the amount of the previous month’s sales was used as 
a basis. Of course it was not always possible to limit 
the commitments to the predetermined amounts, yet it 
was always close enough to it to cause a material 
reduction in the inventory at the end of the year. 

The next, and probably most important influence for 
success was the appointment of the bookkeeper to the 
position of credit manager. In the capacity of book- 
keeper, all the years of accumulated records were al- 
ways at fingers’ ends, and therefore every charge sale 
had to be O. K.’d before the goods went out. This 
prevented many undesirable accounts from being 
entered on the books. 

It had always been the custom to have a shut-off list 
for the convenience of the sales people, but they more 
often forgot to look these lists over, or did not do so 
at the time of making the sale because they hesitated 
to do so in the presence of the customer. Therefore 
even that precaution did not always prevent goods 
from being charged to undesirable risks. 

The credit manager, also acting as office manager, 
was the executive of the financial and auditing depart- 
ment. 

Autographic Recorders 


Cash sales were for many years handled with a nine- 
drawer cash register; inasmuch as there were about 
fourteen people using the nine drawers, it can be 
readily seen that the possibilities for errors were un- 
limited. As the organization already consisted of a 
cashier whose duty it was to accept receipts on account, 
it was not a great step to include cash sales as well; 
therefore she was moved from the general office to the 
center of the store where a cashier’s cage was pro- 
vided. This, for people who desired to pay accounts, 
proved an easy method of access to the cashier, and was 
in a convenient place for the cash register which was 
operated only by the cashier. 

Cash sales were recorded on autographic registers 
conveniently placed. These slips were presented to- 
gether with the money at the cashier’s window, who 
recorded the sale on the cash register, and made change. 

This method has entirely eliminated errors, and has 
reduced the time for checking up cash sales to less than 
10 per cent of the time formerly consumed. Here also, 
was a source of prevention of sales to undesirable credit 
customers. 

Charge sales were also recorded on autographic regis- 
ters, which are much larger than those used for cash 
sales, thus preventing the possibility of taking one for 
the other. 

The sales person making a charge sale, before wrap- 
ping the goods or permitting the customer to leave, 
presented the charge ticket at the cashier’s window. 
These tickets were handled in duplicated form. The 
cashier stamped an O. K. on both the original and the 
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duplicate; the duplicate being O. K.’d, it was handed 
with the goods to the customer. 

The cashier, being at all times informed of the state 
of accounts, felt no compunction in declining to O. K. 
an undesirable account, or one which had reached the 
limits placed upon it by the credit manager. This 
method eliminated much of the hazard of a credit sys- 
tem and took the sting of refusal from the sales people. 
It also provided better contact with the account and 
the accountant, and thereby better understanding. An 
inner phone keeps the cashier and credit manager in 
close communication. 

This method of close harmony of sales and accounts 
could not but result in a better control by which to 
prevent bad accounts. Salespeople often protested 
against the almost autocratic decisions of the credit 
department, but as the finances steadily improved under 
the conditions, no real criticisms could be made, because 
all was done with a view in mind which might be ex- 
pressed—“better be safe than sorry.” 

It was much more difficult to organize the buying 
forces. Each clerk coming in contact with glib-tongued 
salesmen considers it an affront when he is not per- 
mitted to place an order, so in order to placate them and 
not throw a wet blanket on their enthusiasm, many of 
the difficulties that were being overcome were explained 
to them, and being thus confided in, made them feel 
their own responsibilities. 

In the beginning, many orders had to be slashed and 
cut by the acting merchandise manager. After a few 
months every one of the department heads entered into 
the spirit of the thing. This almost entirely wiped out 
the tendency to overbuy, and of buying parallel lines. 
The budget, being ever before the manager increased 
his caution to the point that frequently before signing 
an order he personally examined the stock to verify the 
needs of replenishment. 


How Many to Order 


By a careful perusal of the periodic notations of stock 
on hand of each item in a line, it could be easily de- 
termined just how many to order each time. 

Seasonal requirements of course, had to be taken 
into consideration, but where it had been customary in 
the past to try to anticipate all the requirements for 
the season by advance buying, the new rule permitted 
only of ordering sufficient quantities to get a good 
start, then ordering often in reasonable quantities so 
that the constant flow of incoming goods kept the in- 
ventory of that particular line always at a good average. 
There is no possibility of making an inflexible rule 
that will meet all situations, but in the main the rule 
worked so satisfactorily that Stock Control Records 
such as have been described in previous articles were 
put into operation with practically every line in the 
store, so that in about six months no guess work rule 
of thumb methods were used in buying. 

As the paint department was the first to be put 
into the stock control records, I will endeavor to show 
just how the desired results were obtained. 

Shortly after Jan. 1, a shipment of about $6,000 
worth of paint was placed in the warehouse, which, 
with the amount carried over from the previous year, 
brought the inventory to about $10,000. This produced 

(To be continued) 
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tracts. 


Mr. Edison thinks. 


Colleges teach men much more than 
A lot of graduates 
have been offered “major league” con- 














There once was a young man, named 
Pete, 
Who always looked tidy and neat— 
But he bought an auto 
When he hadn’t ought to 
And now there aren’t shoes on his feet. 





Stude—Say, gimme a ticket to Tulsa. 

Agent—Here ya are, change at Okla- 
homa City. 

Stude—No ya don’t, I’ll take the 
change now.—QOkla. Whirlwind. 


oe 





A farmer’s wife shipped a crate of 
eggs to a wholesale house in the city, 
but before doing so she wrate on one 
of them: “I got two cents for this 
egg, what did you pay for it?” And 
she added her name and address. A 
year later she received an answer. It 
was written on the highly embellished 
stationery of an actor. “My dear 
madam,” wrote he, “while playing the 
part of Hamlet in the Far West re- 
cently I received your egg for nothing.” 





Mandy—‘“You-all reminds me of one 
of them flying machines.” 

Rastus—“How-cum, woman, how- 
cum? ’Cause I is such a high flyer?” 

Mandy—“No sah, cullud man; it’s 
jest ’cause you ain’t no use on earth.” 





Son—“Our garage man’s got a bet- 
ter radio set than ours, Mama.” 
Mother—“What makes you 

that, dear?” 
Son—“He said he knew he’d get hell 
when he went home tonight.” 


think 





He mixed his beans with honey, 
He’d done it all his life, 

Not because he liked it, 
But to keep them on his knife. 





Kind old gentleman: “Did ’ums 
break ’um little dolly?” 


Sweet Child: “Yes. Why the hell 


do they make the damn things so 
fragile, anyway?” 


Ma Flea—‘Where did little Horace 


Flea go?” 


Pa Flea—‘“Oh, he just went off on a 


bat.”—Yale Record. 
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Deadeye: 
How come?” 
Dick: “Well, 





he stuck his 
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“You say Joe got killed? 


head in 


that saloon and hollered fire.” 


Deadeye: 
Dick: “They did.” 


“Then what?” 


—Amherst Lord Jeff. 





He: 
gration of souls? 
It: No; I hold with 


Do you believe in the transmi- 


philostrates that 


the element of chance enters into the 


oedipus complex. 


—Yale Record. 








“The furnace ish out.” 


[st Drunk: 
2nd Toper: “‘S’impossible. 
door ish locked.” 


The cellar 


Cop on Shore—I’m going to arrest 
you when you come out of here. 

Man in Water—Ha, ha! I’m not com- 
ing out. I’m committing suicide. 


“Papa’s not much of a florist is he?” 

“Why not, dear?” 

“*Cause I heard him say that he 
buried all his money in real estate and 
never got a ‘bloomin’ cent.” 


“To what do you attribute your in- 
debtedness?”’ 

“Oh, it’s owing to a great many 
things.” 


“Percival,” said the American school- 
teacher, “why are you so late?” 

“I went with papa to a lynching 
party,” and we stayed until the last 
man was hung.” 

The teacher 
hanged, Percival!” 


(severely): “Was 


“Mother, I don’t believe they really 
do make sausage out of little doggies.” 

“T am very glad you feel that way, 
Jamey.” 

“Yes, mother, I bit Toto’s ear just 
before luncheon, and it doesn’t taste 
at all like this.” 

—Harvard Lampoon. 


He: “Do you want to marry a one- 
eyed man?” 

She: “No; why?” 

He: “Then let me carry your um- 
brella.”’ 





“T hope you’ll dance with me to- 
night, Mr. Jones.” 
“Oh, rather! I hope you don’t think 
I came here merely for pleasure!” 
—Tit-Bits, London. 
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How may colors be combined to give 
S. B., Brooklyn, N. Y. 


Question: 
other colors? 
Yellow 


Answer: Yellow and blue produce green. 
and red produce orange. Red and blue produce pur- 
ple. Yellow and black produce olive. Yellow, black 


White and black produce 
gray. White and blue produce light blue. White and 
red produce pink. Blue and red produce violet. 
White, black and red produce lavender. On an orange 
card do lettering in either black or dark blue with 
white shading or border. On a brown card, letter in 
either white, cream or light blue. On a red card let- 
ter in white and shade the lettering with black. On 
a light green card do lettering in either dark green, 
white or blue. Underline the lettering with white. 
On a dark blue card letter in either white, light blue 
or cream; underline lettering in red or orange. (Un- 
derlining means to draw a stripe under each line of 
lettering.) On a light yellow background lettering 
looks best if done in dark blue, with red or white 


underlining. 


and red produce brown. 


Question: Have you any figures showing the num- 
ber of wholesalers handling toys and radio appa- 


ratus? 


Answer: According to a survey undertaken some 
time ago by the Hardware Age Verified List, more 
than 225 wholesalers out of 769 handle toys, while 219 
out of the same total handle radio apparatus. 


Question: Will you kindly explain why the cone 
type of speaker, which is claimed to enjoy an un- 
rivalled reputation for truthful reproduction, gives 
notably inferior results on some standard receivers? 
R. M., San Francisco, Cal. 


Answer: The reason for the _ relatively poorer 
quality of the cone-type speaker as compared with the 
horn type when used on some receivers, is the fault of 
the receiver and not the speaker. The cone-type speaker 
reproduces faithfully at practically all useful frequen- 
cies, and emphasizes any inherent distortion that may 
be present in the amplifier. The standard receivers on 
which your cone-speaker was tested undoubtedly em- 
ploved two stages of transformer coupling. Now this 
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method of coupling is entirely satisfactory when a horn 
is used for the reason that this type of loudspeaker is 
more efficient at certain frequencies than at others and 
is built to offset the defects of the amplifier. In other 
words, satisfactory quality is obtained through one 
distortion offsetting another. The cone-speaker is dis- 
tortionless and therefore cannot offset the defects of 
the amplifier, and its virtues are only appreciated on 
distortionless sets intended for its use. 


Question: What is the purpose of a “blocking con- 
denser’? R. J., Berkeley, Cal. 


Answer: A small condenser inserted in a circuit for 
the purpose of stopping low frequency and direct cur- 
rent, but which will pass high frequency currents. This 
is also called a “stopping” condenser. 


Have you any statistics showing the 


Question: 
Wm. McG., To- 


number of radios on farms today? 
ledo, Ohio. 


Answer: There are radio sets today on 284,053 
farms in the United States, according to the Depart- 
ment,of Commerce. This means that approximately 
one in every twenty-two farmers owns a set. Farm 
radio operation is most common at present in the Mid- 
dle West and least common in the Southeast. An ex- 
amination of exact figures shows that there are more 
radio sets on farms in Illinois than in any other State, 
the number being 27,434, or about one-tenth of the 
total. New York farms come next with 24,620 sets, 
and lowa farms third with 23,645 sets. Nevada has 
the fewest radio sets on farms, the number being only 
154. Nevada, however, has fewer farms than almost 
any other State in the Union. 

The radio, needless to say, has proven a great boon 
to agricultural sections. Farmers and their families 
in isolated sections can now keep in close and constant 
touch with the world. They can listen to the best of 
music and other entertainment. But best of all, since 
many broadcasting stations include in the programs 
regular reports on conditions in the various grain, pro- 
duce and live stock markets, farmers can now keep in 
intimate contact with the prices of and demand for the 
goods which they produce. 
































July 22, 1926 


Members of Brooklyn 
Hardware Association 


Enjoy Annual Outing 


Affair Held at Hall’s Chop 
House, Centerport, L. L., 
Attracts Over Two Hun- 
dred Persons 


In spite of a rainy day about 200 
hardware men enjoyed the annual auto- 
mobile outing of the Brooklyn Hard- 
ware Association, held Thursday, July 
15, at Hall’s Chop House, Centerport, 
L. I. Al Cornell, president of the Met- 
ropolitan Hardware Association and 
chairman of the Brooklyn association’s 
entertainment committee, handled the 
details of the outing in the usual ef- 
ficient and genial manner. 

Cars and guests assembled at La- 
fayette and Fulton Streets, Brooklyn, at 
9 a. m., and started for Centerport at 
9.30, with Mr. Cornell leading the way 
over a new route. The ride is about 50 
miles. Shortly after the caravan’s ar- 
rival the crowd sat down to enjoy Hall’s 
famous shore dinner, which offset the 
mad effects of the rain completely. 

Intermittent rain prevented the usual 
baseball game and field sports, but 
failed to dampen the spirit of the party. 

Among the active executives of local 
associations the following were pres- 
ent: R. J. Atkinson, vice-president, Na- 
tional Retail Hardware Association; Al 
Cornell, president, Metropolitan Hard- 
ware Association; H. A. Vogt; who suc- 
ceeded Edward F. Daily as president of 
the Brooklyn association (both were 
present); Robert Pearsall, secretary; 
Henry F. Bond, treasurer, Hand H. 
Geissler, vice-president of the Brook- 
lyn association; Fred Horn, director, 
New York State Association; Edward 
Ferguson, president, Manhattan-Bronx 
association; A. Shimmel, treasurer, 
Metropolitan association; Al. Birken- 
meier, Jr., president, North Jersey as- 
sociation and his faithful sidekick, 
Morris Miller; Matt Ludlow, past pres- 
ident, N. R. H. A.; George Brennan, 
Brooklyn association’s attorney; Chief 
Booster Robert Taylor and Junior Chief 
Booster Charles Pincus, with about 
twenty-two members of the Hardware 
Boosters; G. Duncan MacLeod, enter- 
tainment chairman, Manhattan-Bronx 
association, and Charles Bruhns, past 
president of Manhattan-Bronx and Met- 
ropolitan associations. 





Henry C. Litchfield Dies 


Henry C. Litchfield, a retired Boston 
hardware merchant, died Tuesday, July 
13, at his summer home in Dighton, 
Mass., at the age of seventy-nine. Dur- 
ing the past nineteen years Mr. Litch- 
field made his winter home at the 
Parker House, Boston. He was a na- 
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Edward F. Daily 


E. F. Daily Is Now Manager 


of Scarsdale Hardware Store 


Edward F. Daily has assumed his 
duties as manager of the hardware 
store operated by the Scarsdale Supply 
Co., Searsdale, N. Y. Mr. Daily has 
been in the hardware business fifteen 
years, having been associated with A. 
N. Nelson & Co., Brooklyn, N. Y., for 
that time. When he resigned from the 
Brooklyn firm he was secretary and 
manager of the business. 

Mr. Daily has been very active in 
local retail hardware association work, 
having been vice-president and presi- 
dent of the Brooklyn Hardware Associa- 
tion. He resigned the latter office when 
he moved to Scarsdale, but has become 
an active member of the Westchester 
Retail Hardware Dealers’ Association. 

He is succeeded at A. N. Nelson & 
Co. by Robert Hammond, who has 
quickly become an active member of the 
Brooklyn Hardware Association. 





Graybar Electric Co. 
Opens Asheville Branch 


Announcement is made by the New 
York executive offices of the Graybar 
Electric Co. of a new branch office and 
warehouse of the company at Asheville, 
N. C. The new branch is located in a 
two-story building at Commerce and 
Buncombe Streets. 

The new Asheville branch has 4900 
square feet of floor space and consti- 
tutes the fifty-seventh distributing 
branch of the company. A complete 
line of Graybar and Western Electric 
products are carried in stock. 





Western Retail Hardware 


Firm Changes Ownership 


George F. Brust and Philip Van 
Meter, owners of the Standard Hard- 
ward & Supply Co., have taken over the 
business of the Bloomer Hardware & 
Implement Co. at Holyrood, Kan. 

Messrs. Brust and Van Meter plan to 
enlarge their lines and extend their ac- 
tivities. The Bloomer establishment 





tive of Lewiston, Me. 





will be continued. 
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Industrial Survey of 
New England Started 
by Dept. of Commerce 


Survey Is Result of Requests by 
Commercial Interests in the 
Six Northern States—New 
England Council to Assist 


Complying with requests from the 
business interests of New England, and 
particularly from the New England 
Council, representing industrial and 
commercial interests in six Northeast- 
ern States, the Department of Com- 
merce has inaugurated a marketing and 
industrial survey of that whole area 
with the cooperation and assistance of 
the council. 

Trade trends affecting the production 
and distribution of merchandise will be 
studied and analyzed by the depart- 
ment with particular emphasis on as- 
certaining where the New England 
products* are now being sold and 
whether they are being distributed in 
their own New England market as in- 
tensively as possible. More basic in- 
formation for gauging the present and 
potential marketing possibilities of the 
area will also be collected for the ben- 
efit of national distributors. Facts 
concerning the strength and character 
of the New England marketing area 
as reflected by local industry, commerce 
and agriculture, subsidiary trade areas, 
purchasing habits, buying power, pro- 
portions of different nationalities, in- 
comes, occupations and other trends of 
consumer buying habits will be com- 
piled. A thorough examination of all 
New England industries will be made 
with the idea of analyzing their present 
difficulties in the methods of manufac- 
turing or of marketing their products. 
Examination will be made of many of 
the methods used, including the ques- 
tion of high production costs. The 
question of keeping up employment 
steadily in place of permitting seasonal 
occupations to have the usual disinte- 
grating results will receive attention. 

The survey is one of a series made 
and contemplated by the department 
with a view to eliminating waste in in- 
dustry. A. Heath Onthank, a graduate 
of Harvard College and Harvard Busi- 
ness School and Chief of the Depart- 
ment’s Domestic Commerce Division, 
will supervise the work. John M. 
Hager, who has had wide experience in 
both the domestic and foreign field in 
actual market analysis and economic 








survey work, will cooperate with Mr. 
Onthank for the New England survey 
in an advisory capacity. In the opinion 
of Mr. Onthank the value of the New 
England survey will be enhanced by the 
inclusion of information on many in- 
tangible factors of trade which remain 
undisclosed in a purely statistical anal- 
ysis. 
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Cronk & Carrier Co. 
Buys Plant of the 
G. A. Swineford Co. 


Important Industrial Transaction | 


Merges Two Manufacturers of 
Garden Tools, Hay Carriers 
and Implements 


An industrial transaction of note in 
the trade has been announced with the 
purchase of the plant and assets of the 
G. A. Swineford Co., Canton, Ohio, by 
the Cronk & Carrier Mfg. Co., Mon- 
tour Falls, N. Y., both manufacturers 
of garden implements, hay carriers and 
snow shovels. 

Fayette Nims, president and sales 
manager of Cronk & Carrier, will di- 
vide his time in the future between the 
Canton, Ohio, plant and the Montour 
Falls, N. Y., plant. 

The Cronk & Carrier Co. is inter- 
nationally known in the manufacture 
of garden tools and hardware special- 
ties, and as the Swineford Co. manu- 
factures garden tools, hay carriers, 
snow shovels and other implements, 
the two businesses will merge easily. 

It is the plan to continue to operate 
the Canton plant with practically the 
same personnel as in the past, and the 
product manufactured here will con- 
tinue to bear the name Swineford and 
the Canton address, although Montour 
Falls is to be the headquarters where 
all purchasing and invoicing will be 
done. 

J. H. Hughes, president of the 
Swineford Co., retires as head of the 
company, but other officials will con- 
tinue, according to Mr. Nims. F. A. 
Schmidt will continue as secretary. 





Nixon Elected Sec’y-Treas. 
Window Glass Cutters League 


Harry D. Nixon, of Charleston, W. 
Va., was elected by a large majority 
for secretary-treasurer of the Window 
Glass Cutters’ League of America on 
the second ballot in the election for the 
national offices of that organization. 
He assumed the duties of his respec- 
tive office on Saturday, July 3, 1926. 


Radio Manufacturer Says 
Hardware Jobber Is Logical 
Outlet for Radio Products 


An indication that the hardware job- 
ber is a logical outlet for radio and 
radio products is evidenced by the con- 
nections made A-C Electrical Mfg. Co., 
Dayton, Ohio. 

This firm has secured some of the 
largest and best known hardware job- 
bers in the country—under contracts 
that give the jobbers exclusive terri- 
tory for their operations. Among the 


most prominent of the jobbers handling 
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W. W. Sanderson 


the A-C radio line at this time are in- 
cluded the Albany Hardware and Iron 
Co., Albany, N. Y.; Barber & Ross, 
Washington, D. C.; Theodore M. Green 
& Co., Oklahoma City, Okla.; Orgill 
Brothers, Memphis, Tenn.; Schwa- 
bacher Hardware Co., Seattle, Wash.; 
Supple-Biddle Hardware Co., Philadel- 
phia, and the Hagar Hardware and 
Paint Co., Burlington, Vt. 





Former Remington Arms 
General Manager Dies 


Colonel Watson C. Squire, several 
decades ago treasurer and_ general 
manager of the Remington Arms Co., 
died in Seattle, Wash., recently at the 
age of 88. 

Colonel Squire was Governor of the 
territory of Washington from 1884 to 
1889, and was one of the first United 
States Senators from the State of 
Washington. 

In April, 1861, Colonel ‘Squire en- 
listed as a private in Company F of 
the 19th New York Volunteer Infantry, 
and in 1863 attained the rank of colo- 
nel. After the civil war he became 
connected with the Remington Arms 
Co. and traveled extensively abroad for 
several years before becoming treas- 
urer and general manager. In 1868 
Colonel Squire married Ida, daughter 
of Philo Remington. In 1879 he re- 
moved to Seattle and was active in the 
business life of Seattle and Washing- 
ton until the time of his death. 





Sparklet Syphon Bottle to Be 
Distributed by Three Jobbers 


Sparklets, Inc., 19 West 44th Street, 
New York City, announces that its 
Sparklet Syphon Bottle will be distrib- 
uted by the following hardware job- 
bers: Richmond Hardware Co., Rich- 
mond, Va.; Beck & Gregg Hardware 
Co., Atlanta, Ga.; and the Geo. Worth- 
ington Co., Cleveland, Ohio. 
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| William W. Sanderson, 


General Sales Mer., 


Carborundum Co., Dies 


Connected with Company in Vari- 


ous Capacities Since 1901— 
Passes Away in Stratford, 
Ont., July 6 


William Walsh Sanderson, general 


sales manager of the Carborundum Co., 


Niagara Falls, N. Y., died at the home 
of his mother in Stratford, Ont., July 6, 


following a long illness, at the age of 
| forty-six years. 


He was born in Brantford, Ont., mov- 
ing with his parents to Stratford when 
a young child. He entered the employ 
of the Carborundum Co. in September, 
1901, as a clerk in the order and billing 
departments. 

In 1904 Mr. Sanderson was appointed 
to the sales staff and for many years 
directed the firm’s sales in the South. 
In 1909 he was made district manager 
in the Pittsburgh territory and for ten 
years was in charge of the warehouse, 
office and sales force of the company in 
that city. 

Following the appointment of George 
R. Rayner to the vice-presidency of 
the Carborundum Co. in 1910, Mr. 
Sanderson was made general sales man- 
ager. 

“Bill” Sanderson, as he was aftfec- 
tionately known, had a host of friends 
throughout the country. His genial 
personality, his keen zest in life and 
living, and his spirit of progressiveness 
in business made him one of the promi- 
nent figures in the abrasive industry. 

Mr. Sanderson is survived by his 
widow, two daughters, his mother, five 
sisters and a brother. 





C. L. Wade, Wire Fence Sales 
Agent, Pittsburgh Steel Co. 


C. L. Wade has been appointed sales 
agent and S. P. Buffum assistant man- 
ager of wire fence department, Pitts- 
burgh Steel Co., with headquarters in 
the company’s general offices in Pitts- 
burgh. Mr. Wade has been with the 
company since 1910 and since 1919 
after a year in the army he has been 
in the sales department. From 1922 
until 1925 he was attached to the Chi- 
cago office as jobbing and manufac- 
turing representative and then went 
to the St. Louis office in the same 
capacity. 

Mr. Buffum started with the Ameri- 
can Steel & Wire Co., in 1909 at Wor- 
cester, Mass., later going to its Pitts- 
burgh office and still later to Phila- 
He joined the Pittsburgh 
Steel Co. in January, 1919, as a sales- 
man covering the retail trade in 
Nebraska. He has represented the 
company among retail trade in the 
Philadelphia district since 1922. 
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Problem of Store 
Multiplicity Before 


Chamber of Commerce 


Civic Development Department of 
National Chamber of Com- 
merce Says Condition Arises 
from Zoning Regulations 


The multiplicity of stores, many of 
which it is claimed are not needed and 
sooner or later join the ranks of the 
business failures whose demise is 
marked by the “to let” sign, is one of 
the problems with which, according to 
the Civic Development Department of 
the Chamber of Commerce of the 
United States, many cities are now 
struggling. It arises as a phase of 
zoning. 

“In several cities,” says the Cham- 
ber, “zoning authorities are studying 
this problem and coming to tentative 
conclusions as to how large a propor- 
tion of the street frontage in a given 
area should be allocated to business. 
The problem is the same as that of the 
retailers, wholesalers and manufactur- 
ers who are concerned over ignorant 
competition and _ business failures. 
But the different angle from which it 
is approached should provide a valu- 
able means of checking results. 

“In one large city of the northwest, 
for example, it is believed that sub- 
business centers, outside the downtown 
area, should have not more than 2 per 
cent of the street frontage of a given 
area. Studies made in the Los Angeles 
metropolitan district indicate that re- 
tail business will occupy only about 5 
per cent of an area though from 11 to 
18 per cent has been allocated to it by 
the zoning regulations. 

“The basic question is, of course, 
how many families it takes to support 
a store. The answer, naturally, varies 
with the kind of store.” 





J. G. Jennings Reelected 
Head of Lamson 
& Sessions Co. 


Several changes in the organization 
of the Lamson & Sessions Co., Cleve- 
land, manufacturer of bolts, nuts and 
rivets, were made at a meeting of the 
board of directors June 25, these re- 
sulting from the recent merger of the 
Kirk-Latty Mfg. Co., with the Lamson 
& Sessions Co. 

J. G. Jennings was reelected presi- 
dent, George S. Case, who has been 
treasurer and factory manager, was 
elected vice-president and chairman of 
their executive committee. I. L. Jen- 
nings, who has been secretary and 
sales manager, was named vice-presi- 
dent and director of sales. Fred H. 


McIsaac, who was president of the 
Kirk-Latty Mfg. Co., was made secre- 
tary and treasurer. 


Charles H. Long- 
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Implement Dealers’ Conven- 
tion Dates Are Changed 


The dates for the _ twenty- 
seventh annual convention of the 
National Federation of Imple- 
ment Dealers’ Association have 
been changed from Oct. 27, 28 
and 29 to Oct. 20, 21 and 22. 

The convention will be held in 
Chicago and headquarters will be 
established at the Hotel Sherman 
in that city. 

The change was deemed neces- 
sary on account of the change in 
dates of the convention of the 
National Association of Farm 
Equipment Manufacturers. 











field, who has been sales manager of 
the Kirk-Latty company, was named as 
sales manager. Roy H. Smith, who has 
been vice-president and manager of the 
company’s Kent, Ohio, plant, was 
named vice-president and director of 
factory operations of the company’s 
three plants. 

The Kirk-Latty Mfg. Co. will retain 
its corporate existence and for the 
present its plant will be operated under 
its old name. The offices of the Lam- 
son & Sessions Co. will be moved July 6 
to the Kirk-Latty plant. 


ee eee 


Unusual Dealer’s Want-Book 
Distributed by Tritch 


Tritch Hardware Co., Denver, Colo., 
hardware jobber, has recently distrib- 
uted a novel want book for its dealers. 
The new Tritch book is a combination 
want book and order blank book. Each 
page has a yellow duplicate so that the 
dealer may keep a carbon copy of his 
order. The carbon paper is furnished. 
When a page of “wants” is completed 
it may be torn out and folded into a 
regular small size business envelope, 
sealed, stamped and mailed to the 
Tritch Hardware Co. This unusual 
combination book should save the deal- 
er’s time in that he need only write his 
wants once and not have to copy them 
onto an order blank. 





John F. Cook Dies 


John F. Cook, president and treas- 
urer Asa C. Cook Screw Mfg. Co., Hart- 
ford, Conn., died at his home in that 
city, Monday, July 5, of heart trouble. 
He was born in Hartford, April 11, 
1854, the son of the late Asa S. and 
Mary Jane Cook. After attending 
school he entered business with his 
father, after whose death he was active 
head of the business. Mr. Cook was a 
charter member of the Hartford lodge 
of Elks, a member of the Knickerbocker 
Club of New York, the New York Ath- 
letic Club, Manhattan Athletic Club, 
Hartford Gun Club and American So- 
ciety of Mechanical Engineers. 

















Honorary Degree of 


Doctor of Laws for 
F, L. Maytag 





Founder of the Maytag Co., New- 
ton, Iowa, Honored by Presi- 
dent Guise of Parsons Col- 
lege at Commencement 


Fk, L. Maytag, chairman of the board 
of directors and founder of the Maytag 
Co., manufacturer of washing ma- 
chines, Newton, Iowa, was recently pre- 
sented with the honorary degree of 
doctor of laws by President Guise of 
Parsons College at the annual com- 
mencement of the college. 


Mr. Maytag was presented by Dr. L. 
B. Turner of the Parsons College 
faculty, who said in part: 

“Mr. President, it gives me great 
pleasure to present to you today on 
the unanimous recommendation of the 
board of trustees, for the degree of 
doctor of laws, the name of the -Hon. 
Frederick Louis Maytag. 


“Mr. Maytag was born in Cook 
County, Illinois, July 14, 1857, and 
came with his parents to Iowa at the 
early age of ten years. Thus he has 
been identified with this State for 
nearly sixty years. Denied the home 
benefits of a college education, Mr. 
Maytag is an outstanding example of 
a self-made man. He has long been 
a thorough-going student of history, 
politics and economics. He has given 
many years of his exceedingly busy 
life to the highest welfare of his city, 
community, and State. He has been 
a member of the State Senate for ten 
years. He served all through the 
twenty-ninth, thirtieth, thirty-first, 
thirty-second and thirty-third sessions 
of the highest legislative body in this 
commonwealth. His colleagues and 
others say that through all these years 
his advice was eagerly sought on all 
questions dealing with the highest wel- 
fare of this illustrious commonwealth. 


“In later years, Mr. Maytag has 
made a unique record in the manufac- 
turing world. Today his name is a 
household word in every village, com- 
munity and city in the United States, 
and we could almost say, throughout 
the whole civilized world. Today we 
are not only honoring Mr. Maytag in 
presenting him with the degree of doc- 
tor of laws, but we are honoring the 
college in having this highest type of 
American business man receive it.” 


Recognition of Mr. Maytag’s broad 
experience and practical education by 
one of the leading colleges of the State 
comes as a particularly fitting climax 
to his life, which has been spent in re- 
search and study in the manufacturing 
field. Parsons College now has one of 
the greatest organizers and business 
men of the country as an alumnus. 
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Many Vital Topics Discussed at General 
Sales Conference of Stanley Works 


Representatives of Stanley Organization from All Parts of the United 
States and Canada Gather at Home Office in New Britain, 
Conn., June 28-July 2, for Annual Conference 


ISCUSSION of advertising plans as now in operation was an 
enthusiastic feature of the General Sales Conference of the 
Stanley Works, held at the New Britain, Conn., plant of the com- 
pany June 28 to July 2. The sessions were to have ended on July 1, 
but those present found so much business before them for discus- 
sion that the conference was held over another day. 
The meeting was voted a success from every standpoint and many 
interesting points were brought up by those present. Of special 
interest was a presentation of new tools by the men of the Stanley 


Rule and Level Plant. 

The conference opened on June 28 with an introductory talk by 
President C. F. Bennett, followed by some pertinent remarks on ad- 
vertising methods by’ Mr. Giles of the Blackman Co. Presentation 
and discussion of 1926 plans were made by C. E. Nelson, advertising 
manager and a tentative program for 1927 was outlined by F. R. 
Gilpatric. 
of these prizes were handsome silver 
dishes. The Knickers Handicap prize 
was captured by Lee Warren, head of 
the Stanley Rule and Level Plant Pro- 
duction Department. 

The big banquet, held on the evening 
of June 30 at the Shuttle Meadow 
Club in honor of the salesmen, proved 
a distinct success. A number of hu- 
morous songs were rendered in honor 
of Harry Libe of the Chicago office; 
A. E. Duncan, New York manager; E. 
R. Swift, Chicago manager; and S. 
McClelland of the New Britain divi- 
sion. 

The following men attended the gen- 
eral sales conference: 

From the Chicago office: E. R. Swift, 
Harry Libe, Jos. McHugh, J. E. O’Brien, 
P. T. Gibbons, Gus Warnhoff, D. J. 
Smith, Arthur MacSpedon. 

From the New York office: A. E. 
Duncan, R. S. Cornell, R. L. Neill, Roy 
Schmidt, Chas. Pincus, Henry Drentlau. 

From the New Britain Division— 
Hardware: R. W. Chamberlain, S. Mc- 
Clelland, A. H. Dury, Frank E. Mar- 
vin, Jack Kiely, Robert Shailer, B. Ball, 
A. Gustafson, Jean Hart, G. Coholan. 

From the New Britain Division— 


Following the sessions on June 29, 
which included talks by M. A. Coe on 
New Tools; Changes in Specifications, 
by S. W. Parsons; Cultivation of the 
School and Factory Trade, by E. A. 
Cherry; and practical uses of Tools, by 
F, J. Gross. 

Following the sessions on June 29, 
which included addresses and talks on 
various topics of vital importance by 
James W. Mathews, R. M. Parsons, P. 
C. Platt, B. J. Grogan and G. H. Story, 
all of the salesmen and office force of 
the company enjoyed a general out- 
ing and picnic at the Stanley Works’ 
“Rainbow Park,” the site on which the 
million dollar power plant of the firm is 
located. Sports of all kinds were en- 
joyed during the afternoon, with danc- 
ing in the evening. 

On Wednesday afternoon the annual 
golf tournament took place, following a 
morning sales conference, in which 
practically every salesman was entered. 
The prize, offered by the president, C. 
F. Bennett, for the lowest net score 
was won by C. E. Nelson, advertising 
manager. The vice-president’s prize 
was won by W. M. Hellyar, who trav- | 
els the Empire State territory. Both | 
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Tools: R. M. Parsons, B. J. Grogan, E. 
A. Cherry, Paul Seelye, S. Hazelwood, 
M. W. Hellyer, James Mathews. 

From the Southern Division: James 
Hutchinson, L. S. Pickup, P. F. Giffin, 
J. D. Wyman, Geo. Hildebrandt. 

From the Los Angeles office: L. M. 
Knouse. 


From the San Francisco office: S. A. 
Elkins. 

From the Seattle office: Bruce Find- 
lay. 


From the New York Export Depart- 
ment: E. H. Hart, A. W. Peck, Yale 
Stevens, Paul Arajo, Robert De La 
Concha, H. P. Caceres, E. P. Wells. Jose 
Andrade, C. O. Grandstrand, H. I. 
Bishop. 

From the Canadian office: P. D. Mar- 
tin. 

From the Auxiliary Department: P. 
C. Platt, Irving Dyer, Geo. Liefield, 
Vincent Hart, H. Corridan, T. E. Knox, 
John Kirby, Robert Booth, W. A. Stoll, 
K. Hartman, L. Armstrong; B. R. 
Tower, G. Wootten, W. J. O’Brien. 

From the New Britain office: C. F. 
Bennett, president; J. E. Stone, general 
sales manager; F. R. Gilpatric, sales 
promotion manager; P. B. Stanley, vice- 
president, in charge of Stanley Rule 
& Level Plant; W. H. Hart, vice-presi- 
ident, in charge of Hardware Plant; P. 
F. King, S. W. Parsons, W. R. Fletcher, 
C. E. Nelson, F. J. Gross, Ed. Schade, 
Chris Bodmer, Mr. Mandel, B. J. 
Walker, Gerard Story, B. Wheeler, Fred 
Schadt, L. S. Howe, Frank Conlon, 
Henry Blackman, P. F. Siegrist, F. O. 
Miller, B. J. Hubert, R. Simpson, E. W. 
Pelton, Jack Whitteker. 





Two Sales Representatives 
Appointed by All-American 


The All-American Radio Corp., 4201 
Belmont Ave., Chicago, Ill., announces 
the appointment of McDonough Broth- 
ers, 716 Glenn Bldg., Atlanta, Ga., as 
sales representatives of All-American 
Radio products for the States of 
Florida, Georgia, Tennessee, Alabama, 
South Carolina and North Carolina, 
effective July 1. 

The firm also announces the appoint- 
ment of the George Hamburger Co., 
1715 California St., Denver, Colo., as 
sales representatives for its products 
in Colorado, Wyoming and New 
Mexico, effective June 15. 





Sales representatives of the Stanley Works, New Britain, Conn., in attendance at the General Sales Conference of 
that organization in New Britain, June 28—July 2. 
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Movement Under Way for Renewal of Price 
Maintenance Legislation in Next Congress 


gaged in a campaign looking to the renewal of such legislation | 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


at the next session of Congress with the hope that it will be 
enacted into law. One of the movements under way was announced 
last week by C. H. Waterbury, an official of the Lehn & Fink Prod- 
ucts Co., New York, manufacturer of toilet preparations, to mem- 
bers of the House Committee on Interstate and Foreign Commerce. 
He told the Committee that his company is expending approximately 
$50,000 in an effort to secure a workable, comprehensive plan where- 


by price maintenance can be made effective. 


A statement issued 


through a news bureau says that the money is to be devoted to a 
campaign to stimulate thought among interested trades which will 
develop a method for overcoming price cutting practices for which 
prizes of $10,000 are to be offered. 


The plan will be submitted for deci- 
sion to the following: Senator Arthur 
Capper of Kansas; Dr. Frank T. Stone, 
Washington, president of the National 
Association of Retail Druggists; G. 
Barret Moxley, Indianapolis, former 
president of the National Wholesale 
Druggists’ Association; A. W. Shaw, 
Chicago, publisher of System Magazine; 
Nelson B. Gaskill, former member of 
the Federal Trade Commission; Pro- 
fessor Melvin T. Copeland, Harvard 
University; Herbert J. Tily, president 
of the National Retail Dry Goods Asso- 
ciation, and Mrs. J. Borden Harriman 
of the National Consumers’ League. 

The suggestions received as a result 
of the contest, coming from members of 
all industries affected by the price-cut- 
ting problem, will be submitted to the 
Committee on Interstate and Foreign 
Commerce for consideration next ses- 
sion when price maintenance legislation 
again comes up. The bill introduced 
last session by Representative Kelly of 
Pennsylvania and Senator Capper was 
the subject of lengthy hearings before 
the committee, at which many divergent 
opinions, both as to the desirability of 
price maintenance and the manner in 
which it could be effected, were ex- 
pressed. 

“Our chief concern,” declared Mr. 
Waterbury, in advising members of the 
committee of the contest, “is the main- 
tenance of a financially solvent market 
for our products and willing distributors 
to whom the consuming public may 
readily turn at convenient points 
throughout the country and obtain our 
products as and when they want them 
at reasonable prices.” 





The American Automobile Associa- 
tion thinks it unlikely that the average 
saving of $11 for every buyer of auto- 
mobiles, resulting from the elimination 
of the 2 per cent excise tax, will be put 











back into the car in the form of some 
accessory or efficiency device. 

“This course is regarded as unlikely 
in a vast majority of cases, because 
the 1926 automobile, almost regardless 
of price, is being put on the market 
fully equipped with all the fitments that 
contribute to the convenience and 
safety of driving,” says a statement 
issued by the association. The associa- 
tion suggests that the saving, amount- 
ing to a total of $44,000,000, be put into 
organization, presumably the A. A. A. 
itself, which quite properly points out 
that it was a strong force in bringing 
about elimination of the tax. 





Twenty of Ontario’s leading depart- 
ment stores have merged under the 
name of “Canadian Department 
Stores,” according to a report from As- 
sistant Trade Commissioner Thomas R. 
Wilson, Ottawa, received by the Hard- 
ware Section, Iron and Steel Division, 
Department of Commerce. These stores 
are all in cities outside of Toronto and 
form one of the largest merchandizing 
forces in Canada. The annual turnover 
of these stores is estimated at $10,000,- 
000. One of the principal reasons given 
for the merger is the economies ef- 
fected in buying. It is calculated that 
from 15 to 30 per cent will be saved 
in this way. Other economies are ex- 
pected in merchandizing by the installa- 
tion of more modern equipment, the 
carrying of more varied stocks and the 
maintaining of a central warehousing 
organization which will enable quicker 
distribution. Names of the stores en- 
tering the merger may be obtained di- 
rect from the Hardware Section in 
Washington or through the cooperative 
offices of the Bureau of Foreign and 
Domestic Commerce. 





The foreign trade of the United 
States in cutlery has assumed consid- 











' erable proportions in recent years, and 
| exports of this class of goods, which 


SG saged in ac of price maintenance legislation are actively en- | 


averaged $4,700,000 annually in 1922 
and 1923, rose to $9,250,000 in 1924 and 
$13,100,000 in 1925, according to the 
Iron and Steel Division of the Depart- 
ment of Commerce. These figures in- 
clude safety razors and blades, which 
comprise the bulk of the trade; scissors’ 
and shears, table and kitchen cutlery 
and other cutlery and parts. In 1925 
approximately two-thirds of the total 
value of exports of cutlery represented 
safety razor blades, and over one-tenth 
was safety razors. Europe was by far 
the leading consumer of American 
safety razors and blades and the United 
Kingdom and the Irish Free States re- 
ceived 7237 dozens of the 7383 dozens 
of scissors and shears sent to Europe; 
33,443 dozen pieces of cutlery for table 
and kitchen use, out of a total of 42,- 
211 dozen sent to Europe, and $284,- 
271 worth of other cutlery and parts 
of a total of $358,579 sent to Europe. 

Class freight rates on tinware in 
carloads from Chicago, Rockford, and 
Waukegan, IIl.; Milwaukee, Wis., and 
points taking the same rates to Bur- 
lington and Keokuk, Iowa, were found 
not unreasonable in a recent decision 
issued by the Interstate Commerce 
Commission. The Commission, how- 
ever, found that the maintenance of 
lower commodity rates from the same 
points to St. Louis, Mo., and Quincy, 
Ill., would subject Burlington and 
Keokuk to undue prejudice and disad- 
vantage and give to St. Louis and 
Quincy undue preference and advan- 
tage. No order was entered, but the 
Commission said “it is expected that 
the defendants will maintain rates on 
tinware, in carloads, from the points 
of origin * *° * to Burlington and 
Keokuk no higher than the contempo- 
raneous rates on the same commodity 
from these points of origin to St. Louis 
and Quincy.” 

Ornamental pearl-handled penknives. 
designed to be worn on the person, are 
not to be construed as cutlery when 
imported into the United States but 
considered as jewelry and dutiable as 
such, according to a ruling just made 
through Assistant Secretary of the 
Treasury L. C. Andrews. Classifica- 
tion of this article varied as between 
the Appraiser at Cleveland and the 
Appraiser at New York, the latter 
fixing a duty of 80 per cent under 
paragraph 1428 and the former a duty 
of 50 per cent under paragraph 354 
of the tariff act, the second named 
paragraph concerning cutlery. 
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Tire Bolt Price List With Discounts 


off list. 


EXPLANATION—List prices are in accordance with latest revision of 1923. 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On 5/16 inch Bay State tire bolts, 2 inches in length, let us assume that you wish to sell at 33% 
inch column and run along it until you were under the 33% off list discount, which 
Should you on the same number have a quantity order, you could 


You would find the 
in this case would be 98—your selling price. 
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Knowing your cost on these sizes 
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quote 40 or 50 off list by the same method. In this case the quotations would be 88 and 74 respectively. List 
prices are per 100. 
TIRE BOLTS TIRE BOLTS 
BAY STATE Eagle Philadelphia 
(5/16 inch diameter) 5/16 Inch Diameter 
| | | DISCOUNTS : DISCOUNTS 
| Length | last | cS | Length List | - — - ; oe aot pa ae 
| | 5 | 10 20 | 25 | 20% 40 | 50 60 | 5 | 10 | 20 25 | 3344 | 40 50 60 
| 4 | m0] 133 | 126] 112} 105] 94] 84] 70) 56 | 115 | 270| 257| 243] 216| 203/ 180| 162| 135| 108 
} 1M 140} 133 | 126] 112) 105] 94] 84) 70! 56 1% | 285) o71| 257) 228) 214 | 190/ 171] 143 ary 
| 2 | 7] 140 | 133 / us} i] 98 | 88} 74/ 50° 2 | 305] 200, 275| 244) 220/| 204] 183] 153] 122 
| rh | 154 | 147 | 139 | 124] 115 | 103 | 93 | 77 | 61 2% «| (320 | 304 | 288 | 256) 240 217 | 192 | 160 | 128 
ge | 161 | 153] 145 29 | 121 | 108} 97 | 81 | 64 2 335 | 319 | 302 | 269 | 252 | 225. 201 | 168 134 
2 | 168] so | ase] 1a5| 120] 12] i) el or| | 2% | am | axa| m5) 290 | 6a | 23) 20 | 175 | 0 
: 175 | 167 | 158] 140} 132] 117 | 105) 88] 70 P 365 | 347 | 329 | 293 | 274 | 244 | 219 | 183 | 16 
31, ik2 | 173 | 164 | 146) 137] 122 / 09 |) On | 73 314 380 | 361 | 342; 304| 285 | 254/| 228| 190| 152 
st, | wol aso! 170} 52] 141] 126] 113) 95] 76 3hy 395 | 276 | 356| 316 | 297 | 264] 237] 198 | 158 
3, | 196] 187 | 177 | 157] 47] 131} 118 98 | 73 | | 3% | 410| 390| 369| 328 $08 | 273 | 246 | 205 | 164 
1 | 203] 193 | 183 | 163 | iss} 136] 122] 102} 81 | | 4 | 425| 404] 383| 340| 319| 284 | 255| 213 | 170 
414 210 | 199] 189 | is | 158} 140] 126 | 105 | 84 4% | 440 | 418 | 396 | 352 330! 287! 264! 220 | 176 
4! | 7 | 207 | 196 | 174 | 163 145 | 130 | 109° 4 87 J 4% (| 455 | 432 | 410° 64, 342. 304.) 273 | 228 | “182. 
43, 224 | 213 | 202} 180] 168] 149 | 134} 112) 90° | 4% | 470 | 447 | 433 | 376 | 353 313 | 282 | 235 | 188 
f 231 | 220 | 208 | 185 | 174 | 154 | 139 | 116 | 92 | 5 190 | 466 481) 392) 368 | 327 | 204 | 245 | 196 
TIRE BOLTS TIRE BOLTS 
Eagle Philadelphia BAY STATE 
14 Inch Diameter (14 inch diameter ) 
| | DISCOUNTS | DISCOUNTS 
| Length List | ) ) _~_————,-—_—— Length List , _ | 
| | 5 | w | 2 | 25 | 33%] 40 | 50 | 60 | >» | 10 | 20 | 2 | 333g | 40 | 50 | 60 | 
| 1M 190 | ast | a71| ase] 143] 127] 108 | 95| 7 | | 1% | o5| o| 96! 76! 72] 64] 57 | 48 | 38 | 
| 1k 200 | 190| 180] 160| 150] 134] 120] 100 | 80 | 14% | 8S | 91] 86] 76| 72| 64| 57] 48] 38 
| 1% =| 215] 205] 194] 173] 162 | 144. | 129 | 108 | 86 1% | 1000| 95| 90| 80| 75| 67| 60 | 50| 40 
| 2 | 225! 214| 203| 181{| 170] 150] 135 | 113! 90. 2 | 105 | ‘100| 95! 85 79 | 70 | 63 53 | 42. 
| 2M | 240 | 228] 216] 192] 180] 160 144 | 120 | 06 2M | 110 | 105 | 99 | 88 | 83 | 74 | 66 | 55 | 4 
| 4 | 250] 238] 225] 209) 188] 167] 150] 125] 100 21s 115} 109| 194) 92, 86| 77| 69, s8| 46 
| 2% 265 | 252| 239] 212] 199! 177| 159) 133] 106 | 2% | 120! 114] 108| 96| 9| 80| 72 60 | 43 
3 | as| am | em | am | aor ase] tes toe fo) [8 aes | me | nis 00 a ew | ze || 
| 3% | 290] 276] 261] 232] 218] 194] 174] 145 | 116 | 3% | 130) 124] 117| 104! 98! 87] 78 65 | 52 
| 3! 300 | 285 | 270] 240] 225] 200] 180| 150. 120 | 34% | 135 | 129 | 122, 108 101 90| 80° 68 | St 
| 3% 315 a 281 | 252] 2371 210| 189| 158| 126 | “3% =| 140] 133] 126) 112| 105|/ 94] 84] 70] 56 
i 4 | 325] 309 | 203 | 260] 244] 217] 195 163 | x 3 ie ee | 145 | 138 | 121 | 416 | 109) 90! 87 | 73| 58 
! | Vea aes iad eS SS, ee = | : 
NEXT WEEK TAPPED NUTS—THEN MACHINE SCREWS 
In next week’s issue of HARDWARE AGE we will present three charts on tapped nuts show- 
ing common discounts in use for this line. Starting with the issue of Aug. 5, we will pub- 
lish weekly installments on machine screw prices. The tapped nut charts and machine 
screw charts will be a valuable addition to your supply of bolt price charts with discounts. 
Copyrighted 1926 by Hardware Age 
This is the fourteenth installment of a complete series of bolt prices to be published weekly. 
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General Market News 








Current Volume Compares Favorably ' 


1. S. World Trade Share Now 
15.6 Per Cent 


With Business ot Same Period 1925) The share of the United States in 


with the business done during the same period of 1925. Sum- 


| rith the. sales volume at the present time compares favorably 


mer lines are fairly active and the demand for staple items is 
consistent though not heavy. At this time of the year vacations affect 
the markets somewhat, contributing to what is termed a summer lull. 
The lateness of the spring is thought responsible for the continuation 
of a fairly heavy demand on garden hose, certain steel goods and paints. 


Prices are steady. 


There are practically no important changes re- 


ported by jobbers in the various centers. 


Collections are reported as fair. 


General Business Is Fair in 
Twin Cities Area 


Business in general over the North- 
west tributary to the Twin Cities is 
in fair condition. As usual at this time 
of year, there seems to be a lull in buy- 
ing. This is due, perhaps, to the vaca- 
tion season, when many people are 
away from their regular routine. Tour- 
ist trade is excellent, with prospects 
of heavy tourist traffic all the rest of 
the summer. Crops are looking much 
improved, and general canditions in- 
dicate a fairly good fall business. 





Germany Makes Wire Cloth 
to U. S. Specifications 


German manufacturers have recently 
entered still another field with the pro- 
duction of products to United States 
specifications. Makers of wire cloth 
have, in the past, made the usual soft 
mosquito screen and other painted wire 
cloth in the various sizes of interna- 
tional numbers, such as 23-I, 23-III, 
23-V, 36-I, 36-III, etc. This type of net- 
ting is sold in large quantities to India, 
Africa and China. The extra or “dia- 
mond” hard wire cloth produced in the 
United States has not hitherto been 
manufactured in Germany. Recently 
production of this type, made to United 
States specifications, was begun and 
large export orders have been booked. 
The netting is offered to consumers as 
“American style” wire netting and the 
best known brands at present are “Dia- 
mond” and “Bear.” Prices are under- 
stood to be about 5 per cent under the 
best offers made by American manu- 
facturers. 

On June 22, an agreement was con- 
cluded between the German Wire Net- 
ting Association and British, French 
and Belgian manufacturers of wire net- 
ting, for the purpose of price regulation 
and general selling practice. The agree- 
ment establishes the following dis- 
counts from the British standard ex- 
port list: Lots of 1000 reels or more, 
81 per cent off list; 500 reels or more, 








80% per cent off; less than 500 reels, 
80 per cent off list. For small reels 
of 25 yd. or 25 meters, there is an extra 
of 3d. per reel. There are many mills 
in Germany, Austria and Czechoslo- 
vakia not included in this agreement, so 
that complete control of the situation 
is not expected. Negotiations are under 
way with most of these outside mills, 
however, and should they join, as seems 
possible, a further reduction of dis- 
counts by about 1 per cent is expected. 


i eee eee 


Basic Materials Markets 


Price tendencies in finished products 
being the reflection of conditions in the 
raw material market we present a few 
opinions obtained from reliable sources 
on the following basic products: 

Rosin—Prices have been steady and 
it is believed there is little chance of 
any price reaction on rosin. 

Shellac—Large buyers report they 
are buying now on basis of current re- 
quirements, maintaining that while 
there may be no declines there is no 
evidence of likely advance. 

Zinc—Large buyers say that further 
declines are possible. Demand is light 
and buyers are not buying much in ad- 
vance of current requirements. 

Turps—Volume is fair with many 
factors advocating buying now for fu- 
ture requirements covering two or 
three months. 


Lawn Mower Prices Re- 
aflirmed in Boston 


Manufacturers of lawn mowers have 
announced that 1926 prices are reaf- 
firmed for 1927. The stability of prices 
for mowers is very favorably com- 
mented upon in the Boston trade. Job- 
bers announce a change is coming, prob- 
ably an advance, in prices on digging 
shovels, but full details have not been 
worked out. Sheet zinc has been ad- 
vanced 4c. a pound. Otherwise no im- 
portant price changes are reported by 
jobbers. 





the combined trade of fifty-five coun- 
tries, representing nine-tenths of the 
world’s commerce, increased from 12.9 
per cent in 1913 to 15.6 per cent in 
925. 


Aggregate merchandise transactions 
of fifty-five countries during 1925 
reached a total of $58,500,000,000, as 
against $51,600,000,000 during 1924 and 
$37,000,000,000 in 1913, according to a 
report compiled at the Department of 
Commerce and issued July 15. This re- 
port, the department says, indicates an 
increase in world trade last year of 
13.6 per cent over 1924 and 54.3 per 
cent over 1913. 

The increase over 1924, according to 
the department, is believed to be due 
in part to a real increase in the volume 
of trade, but partly to price advances. 
The increase in trade over 1913, how- 
ever, is said to be due almost wholly 
to higher prices. 

The total trade of the fifty-three 
countries represents about nine-tenths 
of the entire world trade. Aggregate 
exports of these countries increased 
$3,113,000,000, as compared with 1924, 
or by 12.4 per cent. Nine countries 
show increases of more than a hun- 
dred million each. These countries, 
named in the order of the amount of 
increases, were Germany, British Ma- 
laya, United Kingdom, United States, 
British India, Canada, Japan, Australia 
and Italy. 


U.S. Building Awards 


Total $67.996,000 


Large construction contracts let in 
the, United States in the past week 
were valued at $67,996,000, the total 
being virtually the same as in the pre- 
ceding week, The New York Commer- 
cial reports. In the corresponding week 
a year ago the value of contracts let 
was $64,039,000. The minimum costs 
observed are $15,000 on public works, 
$40,000 for industrial projects, and 
$150,000 for commercial buildings, in- 
cluding large residential operations. 
The heaviest single week’s operations 
so far this year occurred early in 
March when the total involved was 
$86,642,000. 

The money value of contracts let 
from Jan. 1 to date totaled $1,558,506,- 
000, which compares with $1,268,- 
350,000 in the same time last year. 
The value of private work contracted 
for so far this year is $965,033,000 and 
public work $593,474,000. 





Friction Tube Reduction 
Effective July | 


Effective July 1 the Plymouth Rub- 
ber Co., Inc., Canton, Mass., announces 
reductions on its Slipknot Friction 
tape. 
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Retail Hardware Sales Irregular 
New York Prices Fairly Steady 


ETAIL hardware sales have been irregular in the New York 
territory during the past week. The Brooklyn outing and | 
two days of heavy rain affected business, which is reported 

as easing off slightly, during this period. Suburban stores have en- 
joyed a steady demand for garden hose, paints, staple lines and 


some steel goods. 


Prices have been fairly steady with no important changes an- 
nounced during the week by local jobbers. 

The transit strike has not affected the hardware trade particu- 
larly as far as can be learned, but those stores catering to the gar- 
ment industry have felt some loss of business due to labor dis- 


turbances. 


Linseed Oil Advances; 
Market Opinion Divided 


Card prices dated July 16 show an 
advance of 7/10 cent on linseed oil for 
the New York territory. Current card 
prices are: Linseed oil in lots of less 
than 5 bbls., 13.0 cents per Ib.; in lots 
of 5 bbls. or more, 12.6 cents per Ib., 
and Calcutta linseed oil in bbls., 15.7 
cents per lb. Boiled oil is 4.10 cents 
extra per lb., double boiled oil is 5.10 
cents extra per lb. and oil in half bbls. 
is 7.10 cents per lb. additional. 

Opinion is divided on the future mar- 
ket of linseed oil. Some factors point 
to the rising flaxseed markets 
Buenos Aires, Duluth, Winnipeg and 
Hull and predict stronger prices on oil. 
These say that present day prices are 
very attractive. 

Other factors maintain that further 
declines will come due to extra heavy 
stocks of oil. 


New 


Nail Business Steady; 
York Price Is $3.35 


Steady business is reported for wire 
nails. The price of $3.35 prevails 
throughout the metropolitan district. 
Local stocks are ample. The rumor of 
an advance heard consistently a month 
ago does not seem likely at the present 
time. 


Garden Hose Very Active 
Throughout N. Y. District 


The very active demand for garden 
hose continues. Jobbers and dealers 
both report that this is one of their 
most active items. Prices are uniform, 
and stocks apparently adequate. The 
sale of rubber hose has been good 
among contractors, as well as among 
house owners. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

tubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 60 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in 50 ft. 





of 


| Screws 








lengths, 14c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per ft 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, lic. per ft. 

Nozzles, Standard, heavy, $6 per 
dozen, less 5 per cent. Competitive 
grade, 14%c. each, less 5 per cent in 
dozen lots. 

Star, molded, in 25 ft. lengths, 
12%c. per ft., in 50 ft. lengths, 11%c. 
per ft. Zulu, smooth, in 25 ft. lengths, 
12%4c. per ft., in 50 ft. lengths, 11%c. 
per ft. 


Consistent Demand Reported 
for Staple Lines 


Staples such as bolts and nuts and 
are quite active in the New 
York market. Prices are steady, and 
stocks are apparently satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Bolts and Nuts 


Machine bolts, % by 4 and smaller, 


40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

‘ommon carriage bolts, % by 6 
and smaller, 40 off list, larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off ligt. 

Lag screws, 50 and 7% off list 

Screws 

Discounts on Wood screws: Iron 

Bright, Flat Head, 77% per cent; 


Round and Oval Head, 
Iron Blued, Round Head, 
Brass, Flat Head, 75 per 


Iron Bright, 
75 per cent; 
75 per cent; 


cent; Brass, Round and Oval Head, 
72% per cent. 
These apply to revised 


discounts 
list of June 24, 1922 
EX TRAS—20-10-10-5 per cent. 


Sash Cord Demand Good: 


Price Range Continues 


The demand for sash cord continues 
to be very active in the New York 
wholesale hardware market. There is 
some variance in prices offered as the 
competition is fairly keen for this busi- 
ness. The opinion has been freely ex- 
pressed that present costs do not jus- 
tify current wholesale prices; the job- 
bers feeling that their margin is too 
light, due to the competition. Building 
activity continues in volume, though 
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there is a reported falling off on new 
contracts. 


JOBBERS’ a aoe em TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sash Cord. — Samson Spot, No. 8 to 
No. 12, 65%c. to 66c. per Ib.; Phoenix 
same numbers, 36c. per lb.: Sachem, 
same numbers, 3lc. per Ib., and 
Aetna, No. 8, 26%c. to 27c. per lb. 

No. 7 is le. per Ib. higher, and No. 
6 is sc. per Ib. higher. 


N. Y. Rope Sales Fair; First 
Grade 24 Cents 


New York sales on manila rope are 
only fair at the present time. July- 
August prices are first grade manila, 
24 cents; second grade 22 cents and 
hardware grade 20 cents. Twine sales 
are running light at the present time. 
Local stocks are considered satisfac- 
tory. 


Preserving Goods Active 


With New York Trade 


Mason jars, jelly strainers, preserv- 
ing kettles, jar rubbers, bottle cappers, 
cold pack outfits, and kindred equip- 
ment for use in preserving foods for 
the winter months have been very ac- 
tive during the past week. Retail sales 
are coming along in fair volume. Job- 
bers have already received a large por- 
tion of their share of this business and 


_ report some very good sales. 





| 





Wine Press Demand Fair; 
August Volume Expected 


It is generally felt that there will 
be a good demand for wine presses dur- 
ing the latter part of August, particu- 
larly in up-State towns located in the 
grape country. Prices are not expected 
to change. Stocks are ample. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Boss line of wine presses, No. 1, 
$6.70: No. 2, $7.50; No. see $10; No. 

3, $12.75, and No. 4, $16.2 all prices 

are each. 

Same with hinged tub, No. 1, a 80: 

No. 2, $8.60; No. 2%, $11.15; No. 3, 

$14, and No. 4, $17.30; all prices are 

each. 


Boss Handy Crusher, $6 each. 


Mild Interest Is Shown for 


Snow Shovel Futures 


Future orders received on snow 
shovels have been light. Interest is 
only mild at the present time. The 
wholesalers do not expect any price 
changes on this line. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Snow shovels, steel, long handled, 
$4.50 per doz.; D handled, $5.25 per 


doz.: galvanized, 21% in. wide blade, 
$11.40 per doz. Spring steel, wide 
blade, $10.80 per doz. Ames, long 


handled, $10.50 per doz. 

Iron pushers, curved blade, 18 in., 
$12 per doz.; curved blade, 24 in., 
$13.80 per doz. 

Boy’s snow shovels, $2.20 per doz. 
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HARDWARE AGE 


Seasonal [tems Active in Pittsburgh 


Territory—Collections Reported Good 


good it could be better. 


(Pittsburgh office of HARDWARE AGE) 


The weather has not been altogether 


T is rather commonly stated that while hardware business is 


favorable to the retail distribution of a good many articles sea- 
sonal to this time of year and repeat orders in such lines as screen 
wire cloth, screen doors and windows, and electric fans have not 
amounted to much. Lack of the usual good business in these lines is 
reflected in the business of the first half of the year which with most 


jobbers was slightly less than in the same period last year. 


A sur- 


prising fact in the semi-annual check-ups, however, is that the de- 
crease in sales was not greater in view of the backwardness of the 
spring which shortened the sales’ period on a number of spring 
items. Baskets for fruit and vegetables, camping supplies and bever- 
age and preserving equipment stand out as the active goods at pres- 


ent. 


Haying tools are doing fairly well and a demand for lawn 


sprinklers is good, while wire products are moving from jobbers’ 
stocks steadily even if the individual sales are small. 

Important price changes are few. The outstanding one is a re- 
duction of 25c. a gallon in ready mixed paint, this being necessary 
to stimulate sales which have not been up to last year’s average. 
New price lists on automobile tires and tubes have been issued by 


local jobbers and show declines from 6 to 20 per cent. 


A good de- 


mand for tires and tubes since the reduction in price makes it ap- 


parent to a good many retailers were waiting for the cut. 


Collec- 


tions are still fairly good in this district. 


AUTOMOBILE ACCESSORIES.—Job- 
bers still report business as very quiet. 
There have been no important price 
changes. 


Prices from jobbers’ stocks, 
Pittsburgh, follow: 

Spark Plugs.—A. C., lots of 10 to 
90, 53c. each; lots of 100 or more, 50c.; 
A. C. No. 1075 for Ford cars, lots of 
10 to 90, 36c. each; lots of 100 or 
more, 34c. 

Lamps.—21-candle power, 6-8 volt, 
list price 35c. each; 3-candle power, 
6-8 volt, list price 18c. each, subject 
to a discount of 30 per cent in lots of 
less than 50, and 40 per cent for lots 
of 50 or more. 

Speedometers.—A. C. for Ford cars, 
list price, $10 each. 

Tire Gages.—Schraeder, high pres- 
sure, lots of less than 10, $1 each; 
lots of 10 or more, 95c.; balloon tire, 
lots of less than 10, $1.13; lots of 10 
or more, $1.08: U. S. Standard, lots 
of less than 10, $1.10; lots of 10 or 
more, $1. 

Alcohol.—In barrel lots, 38c. to 4lc. 
per gal. 

Motor Oil.—Vacuum Oil Co., in 10 
gal. steel drums, with faucet, grades 
A. E. and Arctic, $10.50 list; B, $13.70 
list, less 25 per cent. 

Motor Meters.—Standard makes, 
los of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Business in tires and tubes has been 
rather brisk since the price reductions 
were announced a week ago. The ex- 


f.o.b. 











pectation was pretty common with the 
expiration of the price guarantee on 
July 1 prices would be marked down 
and retailers naturally restricted their 
purchases. There has been a steady 
strong demand for rebates on tires 
purchased in the past thirty days, but 
the report is that none will be granted. 


Dealers’ prices for those makes of 
tires and tubes handled by the hard- 
ware trade follow: 


HIGH PRESSURE TIRES 
A 





oe —\ 
Size Heavy Duty Truck 
TG RP ee $8.75 er 
327 8. eae cans eae 
30x 3%Cl. extra size 10.50 Pepe 
fe fF Ber 12.85 pair’ 
ee rcecieece 14.35 ae 
cf ee 15.95 ee 
SE Wi a aie o's 644 bw ode 17.45 suite 
> eee? 18.20 a aube 
ee ee pad 19.45 Ter 
I etal bea wees ang 23.45 28.75 
33 x 41 ba 6-e deka alee 29.45 
CO Ee 31.25 
CE hot eeceee hws ee 26.60 cows 
A ie 
6. ace oe ee eal 35.50 
ee 39.25 
IS ie dk at wllide aici ast tellin _ 41.50 
I ae Tick tii en eo 35.50 42.75 
NI, + ie. wads Cw genie pas 59.65 
0 ae — 65.25 
2 4 SP er ee 81.85 
ae ren eres 91.65 
ee eee 129.25 
Tubes 
Tan Gray 
Tubes Tubes 
Single Single 
Size Price Price 
eo ia a cig ee $1.95 $1.55 
ee fT 1.75 
P<. ¢éveasheheves 2.55 2.15 
. - aces sen geee hes 2.95 2.45 
SE ee 2.55 











Tan Gray 
‘Tubes Tubes 
Single Single 
Size Price Price 
TS cee reas 3.15 2.60 
See SO 2.70 
ar: Y 
i ee ee F 3.70 
| SE ee, 
ees SO 
EEE GE ee 4.15 
| pee 4.25 
I a oN es a 4.55 
Nae a ee eae 4.65 
i SE RE eS 4.80 
I i ae St is 6.25 
ee iis Ce de we 8.70 
iri i diab at 10.60 
I Sit eiaal tac ol reece oe ih 11.80 
a i 15.15 


Balloon Tires 
To fit 19 in., 20 in., 21 in., 22 in., 


23 in. Rims. Gray 
Size Ply Casings Tubes 

27 x 4.40-19 in. 4 $11.25 $2.25 
29 x 4.40-21 in. 4 11.45 2.35 
29 x 4.75-20 in. 4 15.00 2.85 
30 x 4.75-21 in. 4 15.75 2.95 
29 x 4.95-20 in 4 16.35 2.95 
30 x 4.95-21 in 4 16.95 3.00 
31 x 4.95-22 in 4 17.95 3.05 
30 x 5.25-20 in 4 18.25 3.20 
31 x 5.25-21in 4 18.85 3.30 
30 x 5.77-20 in 6 27.15 3.75 
32 x 5.77-22 in 6 28.75 3.90 
33 x 5.77-23 in 6 29.90 4.00 
32 x 6.00-20 in 6 27.50 4.10 
33 x 6.20-21 in 6 28.75 4.35 
33 x 6.20-21 in. 6 34.10 4.85 
33 x 6.75-21 in. 6 36.75 5.35 
34 x 7.30-20 in. 6 41.65 6.10 


BASKETS.—Continued good demand is 
noted for bushel fruit and vegetable 
baskets. Jobbers quote oak baskets 
$6.50 per doz. and elm baskets $2 per 
doz. 


BATTERIES.—There is a very steady 
demand for radio batteries and flash- 
light batteries are doing as well as they 
usually do at this time of year. Prices 
show no change. 


Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 

° Broken Unit 

Packages Packages 

Are oer .05 $0.97 
a i a ies oat 1.22 1.14 
OE 1.32 1.22 
tk, oi in an as 6d 1.40 1.30 
cL a 2.62 2.44 
a i a aig a 2.62 2.44 
Si. ae oa 3.33 3.00 
ON ea 42 .39 
> a a 40 35 


No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 

Flashlight.—No. 935, 9%c. each; No. 
950, 101%c.; No. 790, 22c.; No. 705, 
2114c.; No. 750, 18c.; No. 751, 24c. 

ie Shot.—No. 1461, $1.70; No. 1662, 
-ov. 


BEVERAGE AND PRESERVING 
SUPPLIES.—Jobbers here are finding 
a growing demand for bottles, caps, 
kegs, fruit presses and other items as- 
sociated with putting up beverages and 
preserving fruits. Jobbers quote: 


Bottles and Caps.—Quarts, $9.50 per 
gross; caps, 20c. to 22c. per gross; 
stoppers, $2.25 per dozen; cappers, 
$10.50 per dozen. 

Cherry Stoners.—Brighton, $8.40 per 
doz.; Dandy, $12 per doz.; Enter- 
prise, $16.20 per doz. 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75c. per doz. 

Fruit Presses.—Enterprise, No. 6, 








62 
$6.25 each; Juicy, 3 qt $3.50 each; 
6 qt., $4.30; 12 qt., $6; Brighton, 2 at., 
$3 each; 4 qt., $4.50; 10 qt., $7. 
Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5 gallon ..... $1.20 $1.35 $2.35 
10 gallon ..... 1.65 1.75 2.75 
15 gallon ..... 1.90 2.15 3.10 
20 gallon ..... 2.15 2.30 3.35 


BOLTS, NUTS AND RIVETS.—tThe 
recent prices are holding quite steadily, 
with demand upon jobbers more notable 
for their persistency than size. 


We quote out of jobbers’ stocks as 
follows: 
_. Machine bolts, small rolled threads, 
29 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed, square, tapped, in 5 Ib. 
boxes, % in., $16 per 100; 5/16 in., $14: 


% in., $11; % in., $10; % in., $10; % 
in., $8; % in., $7.50; rivets, small 
agen and tinners, 60 per cent off 
st. 


CAMPING SUPPLIES.—Weather con- 
ditions do not seem to have affected 
automobile touring and camping and 
jobbers still are finding good demand 











for cook stoves and other camping ac- | 


cessories. They quote: 
Cook Stoves. ‘oleman, No. 9, $6.25 


each; No. 2, $8.50; Justrite, No. 161, 
$7.67; No. 252, $5.67; Kampcook, No. 
3, $4.67; No. 4, $7.15; No. 7, $6: No. 
10, $9.75; Sterno. No. 46, $4 dozen: 
canned heat, $1 dozen. 


Vacuum Jugs, Jars and Bottles.— 


Little Brown jugs, 2.25 each: Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 


90c. each; quarts, $1.60 each: all steel, 
pints, $4.75 each; quarts, $5.40 each: 
2 qt., $6.75. 


COW SPRAYS AND SPRAYERS.— 
Business is good in these lines, but there 


has been very little really hot weather | 
and consequently not the necessity for | 


as much spraying of cattle as usual. 
Jobbers quote: 
Sprays.—EZ Bos, % gallon, 
per doz.; 1 gallon, $13.50. 
Sprayers.—Cyclone, $4.50 per doz. 
Glass tank, $5.50. Baby Midget, $2.50. 
GARDEN IMPLEMENTS.—There is a 
good demand for haying forks, and hose 
is selling quite steadily, but other 
items under this heading have passed 
the peak of demand. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 


$8.40 





garden rake, 14-tooth, $9 y 
spading forks, $10.80 . $21 -— ) 
doz.; haying forks, 3-tine, first qual- 


ity, $12.75 per doz. ; 


ra German 3. N 
3-0, $7.20 per doz. af hoe S, No. 


Hose.—In 250-ft. reels. 1 in 0c 
per ft.: % in., 10%c.: % in, fie.: in 
00-ft. lengths, Ye. per ft. higher: 


(jem Spray nozzles, $6 a doz. 
‘ Sprinkling Cans.—4 qt., $6 per doz.: 
so at., $6.60; 8 qt., $7.70: 10 qt., $8.10: 
12 qt., $10; 16 at., $12.60. ) 
. Hose Reels.—Victor, $1.75 each: No 
~, 2.60; Reeleasy, $1.35. . 
Plows.—Geneva, No. 
Leader, No. 2, $3: No. 5, 


ICE CREAM FREEZERS.—tThere is a 


2, $5 each: 
$3. 


CC ttt ti 


| 











very fair demand for ice cream freez- 


ers, although it would probably be very 


much better if the weather was as hot | 


as it usually is at this time of 
Jobbers’ 
Pittsburgh: 


Alaska Freezers.—1 gt... $2.95 e . 
2 qt., $3.45 each; 3 - Per A. oe 
gt., $5 each: 6 qt., $6.30 each: 8 at., 
$8.20 each; 10 qt., $10.75 each: 12 qt., 
14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 qat., 


the year. 
quotations to retailers f.o.b. 
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each; 2 qt., $3.90 each; 3 qt., 
each; 4 qt., .70 each; 6 qt., 
each; 8 qt., $9.35 each; 10 qt., 
. each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each: 6 qt., $19.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are subject 
to a dealers’ discount of 50 per cent. 
Blizzard.—1 qt., 4.65 each; 2 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 qt., 
8 qt., $13; 10 qt., $17; subject to a 
discount of 55 and 7% per cent. 

Lightning.—1 qt., 4.65 each; 2 qt., 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 qt., $10; 
8 qt., $13; 10 qt., $17; 12 qt., 21; sub- 
ject to a discount of 55 per cent. 

Auto-Vacuum Freezers. — No. 1, 
3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—-Bright, galvan- 
ized, tapered, 2 qt., $8 per doz.; same 
size, enameled-galvanized, $10 per 
dozen; 4 qt. size, enameled-galvan- 
ized, $18 per doz.; and 1 qt., size, 
Junior enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1l1 qt., $4: 2 qt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; & qt., $11.10; 10 qt., $14.80; 12 
qt., 16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


qt., 
10; 








Emptys Cuming Back 


AVE you evur sat by the 
railroad track 
& watched the emptys cuming 
back? 
lumburing along with a groan and 
whine— 
smoke strung out in a long gray 
line 
belched frum the panting injun’s 
stack 
. .. just emptys cuming back. 


I have ...and to me the emptys 
seem 

like dreams I sumtimes dream— 

of a girl ...or munney... or 
maybe fame 

my dreams have all returned the 
same, 

swinging along the homebound 
track 
. . « Just emptys cuming back. 


1 Annapolis Log. 








|_LAWN SUPPLIES.—There is a really 
brisk demand for sprinklers, and a few 
mowers are being sold, but other items 
under this heading are moving slowly. 
Jobbers quote: 


Mowers.—Plain bearing, 8 in. 
wheels, 12 in., $5 each; 14 in., $5.25; 
ball bearing, 9 in., wheels 14 in., 
$7.75; 16 in., $8; supreme ball bearing, 
10 in., wheels 14 in., $10.75; 16 in., 
$11.25; 18 in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per dozen; copper 
plated straight or bent spouts, $1.50 
per dozen. 


Rollers.—No. 2 size, $8.50 each: No. 


4, $10; No. 5, $12.50: No. 7, $15. 

Hedge Shears.—-Western, 8 _in., 
$1.25 per pair; 9 in., $1.40; 10 in., 
$1.60; Disston, 8 in., $1.75; 9 in., $1.90; 
10 in., $2; ladies’ shears, Western, 
85c.; Disston, $1.10. 

Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1.15; two 
purpose, $1.30. 


PAINTING SUPPLIES.—A reduction 
of 25c. per gallon has been announced 
_in ready mixed paints. 
has been reasonably good this year 


While business 
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'sales have not been up to the average 
of a year ago, and something had to 
‘be done to stimulate demand. Reduc- 
tion puts prices back where they were a 
year ago and the high cost of raw mo- 
terials forced them to advance. Lin- 
seed oil is down slightly, but turpen- 
time and lead are holding at recent 
prices. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%c. per lb. in 100-Ib. 
lots: 10 per cent less in lots of 500 lb. 
or more and an extra 4 per cent less 
in lots of a ton or more; turpentine, 
99c. per gal, in barrel lots; raw lin- 
seed oil, 12.9c. per lb. in barrel lots. 


LANTERNS.—tThere is a fairly good 
demand for lanterns for use in camps. 
Jobbers have lately been making some 
fair sized shipments. 

Jobbers quote: 

Monarch, $8 per doz.; Junior, $8.50; 

D’lite, $13: Junior Wagon, $17.25. 

SCREEN DOORS AND WINDOWS.— 
There is only a fair demand, because 
usually at this time of year most re- 
quirements have been satisfied. Retail- 
ers do not seem to have entirely dis- 
posed of their initial purchases and 
their repeat orders are rather few. Job- 
bers quote: 


Doors.—Standard makes, 2 ft. 8 in. 
x 6 ft. 8 in. plain walnut stain, $18 
per doz.; varnished natural colors, 

25 





Windows.—Hardwood oiled frame, 
No. 1233, 12 mesh black wire cloth, 


$3.40 per doz.; No. 1533, $3.85; No. 
1833, $4.20; No. 2433, $5; No. 2437, 
$5.50: metal frame, 18 in., $5.50; 24 
in., $6.40. 


SCREEN WIRE CLOTH.—Demand has 
fallen to small proportions, as the sea- 
son’s major requirements are pretty 
well satisfied. Jobbers quote: 
Black, 12 mesh, $1.80 to $1.90 per 
100 sq. ft.; 14 mesh, $2.25. Galva- 
nized, 12 mesh, $2.25. Bronze, 14 
mesh, 5. 
SWINGS.—There is no longer much 
call for lawn swings, but jobbers re- 


port a fair movement of porch swings. 
They quote: 


Lawn, $8 each; porch, hardwood, 
$4 ft. $6 to $8 each; 5 ft., $7 to $10; 6 
8 to 12; springs, 30c. to 40c, per 


ft., 
: per set and 


pair; chains, 45c, to 80c. 
1.85 to $2.25 per 100 ft. 


WIRE PRODUCTS.—A very steady 
movement from jobbers’ stocks still is 
noted in nails and plain and barbed 
wire. Prices are steady. 
We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire: Annealed Galvanized 
2 00 $3.45 











(per 100 Ib.) 
No. 6 to 9 gage.....-.. $3.00 ‘ 
De. DO ca svedoesesssees 3.05 3.50 
: EE sesceveedéebeoee 3.10 3.55 
(Me cc¢cudsusseovnes 3.15 3.65 
rn Te ccuctoue van ewess 3.25 3.80 
i: Mh -pcovedetnseseeee 3.35 4.00 
a Ee egoccceseeoseewe 3.55 4,25 
Die BD .cvteevectaceoss 3.75 4.45 
Barbed wire (per 80-ro spool): 
2-point cattle ...--eeeeereerceees $3.00 
2-point Nog ....---eeeeeeeeerceee 3.20 
4-point cattle ......65--eee er eeee 3.20 
4-point Nog ....---ceeeeeeerreces 3.50 
2-point cattle (special).......--- 2.25 
Field Woven wire fence (per 100 
rods): 
OE i Ce ome ebaeeenceoes sangre $30.00 
1047- : ER ee rT eet 54.75 
tr 
No. 463). se a eee oe eink ae Oren $35.60 
in SE | Co wecstaseessesensees 43.00 
No. 2158 Wahg tara tobe 48.50 
. ence Posts: 
1. enter each 
bo tg ae eb ouwerten 55c. each 
- {eee Arye rts) ts. 65c. each 
Bright nails, base, per keg, $2.95 


to $3 
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Mid-Summer Lull Affects Trade in Chicago— 


Seasonal Goods Active—Prices Unchanged 


(Chicago office of HARDWARE AGE) 


HE usual midsummer lull is beginning to be felt to some ex- 
tent now, although its influence is not so pronounced as it 
might have been had the weather and business been more sea- 


sonable up to this point. 


As a matter of fact the volume of sales 


in the hardware trade is running about even with what it was at 


the same time last year. 


There is a little disposition in some quarters to await more defi- 
nite information regarding crop conditions and as these crop re- 
ports are, in the main, rather optimistic a few more days of season- 
able weather will assure a normal rate of business. 

A slight slowing up in the steel mill operation in the Chicago area 
is noticeable, but it is not enough to materially affect the total out- 


put. 


Statements of the banks show conditions as strong with a steady 


expansion of both loans and deposits. 


AUTOMOBILE ACCESSORIES. 
Sales continue to be good and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 
each 

«Spot Light.—Anderson, No. 3280, 
Jacks.—National Standard, No. 21, 
$1. 20 each. 
; Pumps.—Rose, 1% $$j.in. cylinder, 
1.55. 

Chains.—Non-skid, dozen-pair lots, 
334% per cent discount. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $12.55 each; regular 


cord, $8.60 each; gray inner tubes, 
30 x 3%, $1.80 each; red inner tubes, 
30 x 3%, $2.25 each. 


BOLTS AND NUTS.—Orders are be- 
ing received in a satisfactory volume 
and prices are firm. 


We quote from 
f.o.b. Chicago: Carriage 
thread, 45-5 per cent discount; 
carriage bolts, rolled thread, 50-5 
cent discount; machine bolts, 
thread, 50-5 per cent discount; 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—There is 
a good demand and prices are un- 
changed. 


We quote 
f.o.b. Chicago: 


jobbers’ stocks, 
bolts, cut 
small 
per 
cut 
small 


from jobbers’ stocks, 
3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keved front door sets, $1.65 per set; 
wrought brass bit- keyed front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 
CHAINS.—No change in prices is re- 
ported and the demand is active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: ™ in. proof. coil 
chains, $8.50 per 100 lb.; Henso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.— 


Sales are only fair and prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 


burrs, 45 per cent discount. 





Collections are slightly slower. 





EAVES TROUGH AND CONDUCTOR 
| PIPE.—The demand continues steady 
_and prices are firm. 


jobbers’ stocks, 
gage single bead 
$4.50 per 100 


We quote from 
f.o.b. Chicago: 28 
lap joint gutter, 5 in., 
ft.; corrugated conductor pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 1% 
in., $4 per 100 ft.; corrugated con- 
ductor elbow, 3 in., $1.51 per dozen. 


ELECTRICAL AND RADIO MER- 


CHANDISE. — Vacation demand for 
flash lights and batteries coming in 


nicely. No price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, $7.50 per 1000 
ft.; in 1000 ft. lots, $7.25; No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000 ft. 
lots, $13.65; % in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 


12¢. 


two-piece attachment plugs, 
each; 


each; dry cells, boxes of 50, 32c. 
less than case lots, 36c. each. 


Radio Supplies.—Radio B batteries, 
, $2.62 


No. 766, $1.40 each; No. 767 

each; No. 770, $3.33 each; No. 772, 

$2.62 each; No. 486, $3.85 each. 
Battery Chargers.—Apco line, lots 


of less than 10, $13.50 each, net. 


Loud Speakers.—Western Electric, 
No. 522 $2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—The demand is only 
fair. Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-121%4, $2868 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-14%, $48.98 per 100 rods. 


FILES.—There is a satisfactory vol- 


ume of business. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—The demand is 
stimulated by the vacation season and 
is large for all kinds of tackle. 


GALVANIZED WARE.—One jobber re- 
ports his sales on galvanized ware 
ahead of June, 1925, which is cheerful 
and with stocks generally low, a most 
healthful condition. 


stocks, 


| 














We quote from jobbers’ stocks. 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.35; No. 2, 
$7; No. 3, $8.25; 10 qt., galvanized 
after-made pails, ’ $2.20: 12 qt., $2.45; 
14 qt., $2.75; 5 gallon galvanized oil 
cans, galvanized breast, $7.25 dozen; 
1 bu. galvanized baskets, $6.25 dozen. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales show a _ steady im- 
provement and are good considering 
the late start they had. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, % in., 12%c. 
per ft.; %4 in., 14%c. per ft.; 5 ply, 
g£00d quality, wrapped, % in., 9'%&c. 
per ft.; % in., 1%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 dozen 


Rainbow, 38 in. high, $24 dozen. 


GLASS AND PUTTY.—With manu- 
facturers guaranteeing prices against 
a decline until Aug. 31, there is no 
change jn the general situation. Sales 
are rather light. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 Ib.; commercial 
$3.40 per 100 Ib. 


HATCHETS.—The demand is modes. 
but prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chieago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.; 
medium quality hatchets, No. 2 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLED HAMMERS. — Sales 
quite active and prices are firm. 


We ov jobbers’ 
f.o.b. A tae TE nea, 16 oz. 
nail dozen aydole, 
$12.60 dozen; 10 od machined ham- 
mefs, first quality, $9.20 doz.; Com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8. 


HANDLES, AGRICULTURAL. — The 
demand is holding up in a most satis- 
factory manner and prices are firm. 


are 


quote stocks, 
Chicago: 


hammers, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. -—- Straight- 
chucked and bored, best grade, 4's 
ft., $4.50 doz.; 5 ft., $5.50 doz.; XX, 
4% ft., $4 doz.; 5 ft., $4.80 doz.; X, 
4% ft., $2.40 doz.; 5 ft., $2.80 doz. 


Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 


tg and cap, 4% ft., $7.50 doz.; 

$8.50 doz.; XX bent, with strap, 
rereahs and cap, 4 ft., $5.50 doz.; 4% 
ft., $5.75 doz.: XX, bent, 4% ft., $4.50 
doz.; 5 ft., $5.50 doz.; X, bent, 4% ft., 
$3 doz.: 5 ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4 ft., $4.75 doz.; 4% ft., $5.10 
doz.; XX, bent, 4 ft., $4.15 doz.; 4% 
ft., $4.40 doz.; bent, 4 ft., $2.60 doz.; 
4% ft., $2.95 doz. 


Garden Hoe Handies.——-XX, 4% ft 


$3.45 doz.; X, 4% ft., $2.40 —_ 
Garden Rake Handles.—XX, fi 
$5.25 doz.; X, 5% ft., $3.25 , ae 
Shovel Handiles.—Regular pattern 
CX, 4% ft., $5.90 doz.; X, 4% ft., $3.9 
doz.: D handle, best grade, $7.95 doz, 


X grade, $6 doz. 


Spade Handles.—D 
grade, $7.75 doz.; grade, 


handles, bea 


$6 doz. 
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HANDLES, TOOL.—Prices remain un- 
changed and sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe WHandies.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales are seasonably good 
and prices are firm at the new levels. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: meee a hinges in 
bundles, 4 in., $1. 24; 6 in., 
$1.50; 8 in., $2. Fg 10 he 33. 87 per doz. 
pairs: extra heavy hinges, in bun- 
dies, 4 in., $1.40; 5 in., $1.46; 6 in., 
$1.84; 8 in., $3.14; 10 in., $4.47 per doz. 
pairs. 


ICE CREAM FREEZERS.—tThere is a 
gradual increase in the demand as the 
season advances. 


We 
f.o.b. 
$4.80 
list: 
8 qt., 
qt., 


quote from jobbers’ stocks, 
Cc te White Mountain, 1 qat., 
$5.60 list; 3 qt., 6.75 

° 30 98 list; 6 qt., $10.45 list; 

$13. 40 list; 10 ‘at., $17. 90 list; 12 
$21. 50 list; 15 qt., $25.60 list; 20 
list; 25 at., list. 
' $4 list; 2 at., $4.60 list; 
3 qt., $5.45 list; 4 qt., $6. 80 list; 6 qt., 
$8.60 list: 8 qt., $11.10 list. All the 
above less 50 per cent discount. 
Alaska, 1 qt., $2.95; 2 qt., $3.45 list; 
3 qt., $4.10 list: 4 qt., $4 list; 6 qt., 
$6.30 list: 8 qt., $8. 20 list : 10 qt., $10.75 
list: 12 gt. $14 list; 15 qt., $17 list; 
20 qt., $21.50 list. A discount of 20 
and 10 per cent on all above prices. 
Acme, 2 qt., galv., $8 doz.; 2 at., 
enamel, $10 per doz.; 4 qt., enamel, 
$18 per doz. Above prices are net. 


LAWN MOWERS.—tThere is a slight 
dropping off in the demand. Prices are 
unchanged. 


We quote 
f.o.b. Chicago: 
Lawn Mowers.—16 in. 


from jobbers’ stocks, 


ball bearing, 


o-knife, 11 in. wheels, $12.35 each; 16 
in. ball bearing, 4-knife, ~~, ! in 
wheels, $10 each; 16 in., plain ear 
ing, 4-knife, 10% in. wheels, $8.65 
each; 16 in., ball bearing, 4-knife, 
9 in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 


each; 16 in., ball bearing, 4-knife, 8 
in. wheels, $8 each; 16 in., plain bear- 
ing, 3-knife, 8 in. wheels, $5.85 each. 


NAILS.—The demand is satisfactory 
at the present time. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Common wire and ce- 
ment-coated nails, $3.15 per keg base. 


OIL STOVES.—There is a slight bet- 
terment in the volume of orders being 
received. 

Oil Cook Stoves 
PERFECTION— 


SS FG $17.50 
wae ge 
ee oe Ns oc ceweskean 28.5 
eee 39.50 

Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

PURITAN (Improved Model)— 

XR $17.50 
BPe@. GS BF DUMB. cc cccccccccccee Se 
No. 44 4 burmers................ 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
eee $9.50 
i ee i ek. ois ceeese 17.35 
No. 213 3 burners............... 22.00 
No. 214 4 burmers............... 28.00 
No. 215 5 burners............... 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ .75 

With vitreous enameled stove tops 


and splash backs: 

No. 233 3 DUFMEPS.......cccccess $35.50 

INO. B44 4 DUPMOTB...cccccccccccs 44.50 
Nesco dealers’ discount, 30 and 5 

per cent. 


Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount 30 and 5 per cent. 
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Ovens 


. 211 1 burner plain door...... 93 
. 211G 1 burner glass door.. 


No. 121G 1 burner glass door..-. , 4.90 
No. 112G 2 burners glass door. 6.00 
Pk: Dt sacunnachevnbesteuen sees . 6.15 


Dealers’ discount, on 10 or more, 30 


and 5 per cent; less than 10, 30 per 
cent. 

PURITAN— 
No. 42G 2 burners glass door.. .$5.50 

Dealers’ discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 65 1 burner solid door....... $2.00 
No. 5 1 burner glass door........ 2.15 
No. 010 1 burner solid door...... 3.50 
No. 10 1 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners glass door...... .50 
No. 030 2 burners solid door. 4.90 
No. 30 2 burners glass door...... - 5.20 


Dealers’ discount, 30 and 5 per cent. 


Water Heaters 


Perfection No. 412...... éeeceest $40.00 
Perfection No. 421...........<.- 80.00 

Perfection discount, 30 an per 
cent in lots of 10 or more; less than 


10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND OILS.—Prices show no 
change this week and sales are good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 95c. 
per gal.;: 5 barrel lots, 92c. per gal. 


Linseed Oil.—Boiled, barrel lots, 
5-barrel lots, 95c. per 


cook 


98c. per gal.; 
gal. 

Turpentine.—Barrel lots, 98c. per 
ga 

Denatured Alicohol.— Barrel lots, 
40c. per gal.; steel drums extra, $6, 
returnable. 

White Lead.—100 Ib. kegs, $14; 500 
Ib. lots less 10 per cent; 50 Ib. kegs, 
$7.25: 25 Ib. kegs, $3. 65: 12 Ib. kegs, 
$1.85. 

Shellac.—(4% Ib. cuts) white, $2.60 
per gal.;: orange, $2.30 per gal. 


English Venetian Red.—In barrels, 
3.50 to $6.75 per 100 Ib. 
Tle. 


Dry Paste.—Barrel lots, per 


PYREX WARE.— Sales are rather 


light at present. Prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 
ew Handled Casseroles.—Round, 
622, $12 doz.; No. 623, $14 doz.; 
No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; : 
No. 643, $14 dez. 

Pie Plates.—No. 208, $6 dozen; No. 
209, $7.20 doz. 


N 
No. 
Oval, 


Tea Pots.—2 cup, $20 doz.; 4 cup, 
$24 doz.: 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING PAPER.—There is a good 
active demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square: best grade tale surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Sales have taken a decided in- 
crease since the recent price decline on 
Manila rope. 


* We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands, 22%c. to 23c. per Ib.; No. 


2 manila, 21%c. per Ib.; No. 1 sisal, 
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15%c. No. 2 sisal, 14%c. 


per lb 


SASH CORD.—tThere is an unusually 
good volume of orders*and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 Reatard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 
doz. hanks. 


SASH PULLEYS.—Prices are firm 
and the demand is consistently good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; a 54c. doz. Common 
Sense, 2’ in. c. doz.; barrels, 54c. 
doz.; No. 105, 52c. doz.: barrels, 48c. 

dozen. 


SCREEN DOORS AND WINDOW 
SCREENS.—More seasonable summer 
weather has greatly stimulated sales. 


We quote from jobbers’ stocks, 
f.o.b. ww <3 Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 
2-8 x 6-8, $24. 55 doz.; 


No. 311, 2-8 x 
6-8, $29. 20 doz. Window Screens: No. 
1833, $4.35 doz.; 


No. 2483, $5.20 doz. 
SCREWS.—Prices are firm and sales 


per Ib.; 


are good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 


screws, 771%4-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list: round head brass, 
721%4-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
There is a good volume of sales and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $41 per ~~ 7 lb.; medium, 45-55 
solder, $40 per 0 Ib.: tinners, 40-60 
solder, $39 per M00 Ib.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
—_ No. 4 babbitt metal, $13 per 100 

). 


STEEL SHEETS.—Sales are moderate 
and prices unchanged. 


We quote from jobbers’ stocks, 

f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.; 28-gage 
black sheets, $4.25 per 100 Ib. 


WIRE PRODUCTS.—The demand con- 
tinues active and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, 
nized plain wire, 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ilb.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2) per 100 7, ° 
14-mesh, bronze ‘wire cloth, $5.75 al 
100 sq. ft. 


Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.15 per 100 Sq. ft.; 14-mesh, $2. 55 
per 100 sq. ft.; bronze, 14- mesh, $6 
per _ oe. 3 15-mesh, $6.60 per 100 
Sq. ° 


Galvanized Poultry Netting.—57%-5 
per cent discount; galvanized after- 
made poultry netting, 5214-5 per cent 
discount. 


WRENCHES.—tThere is a satisfactory 
demand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical set, $4; No. 101 Master Service 
Set, $15. 20: No. 202 Heavy Set, $8.80; 
No. 303 Ford Master Service Set, 
$14.85; ay 404 Universal Socket Set, 


$8.75: No. 505B Screw Driver Set, 
$3.40 No. 900 Square Socket Set, 
$3.70. All Snap-On Wrenches less 40 


per cent discount. 
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Hardware Trade Active in New England 
Territory —Retailers’ Stocks Sufficient 


(Boston office of HARDWARE AGE) 


England territory. Contrasted with a month ago, however, 


Snztand tere goods are moving in normal volume in the New 


business is noticeably small, but it always has eased off in 
July and August, consequently the retail and wholesale trade rather 


expects a letdown. 


Then, too, we are in the season of outings and 


vacations as well as early Wednesday closings, all of which contrib- 
ute to the mind and health, but not to the pocketbook. Retail dealers 
in general are optimistic regarding the last six months of 1926, and 
most of them have a well-balanced yet not excessive stock of mer- 


chandise. 


merchandise that will be needed later in the year. 


As a rule, however, they are evincing little interest in 


Speaking of this 


phase of the situation one of the largest local jobbing houses says: 
“There is nothing in the future outlook which would cause any 


apprehension in the retail trade. 


The lack of interest by the retail 


dealer in futures, in our opinion, can be ascribed to a general de- 
sire to personally inspect goods as they are offered. Each year, in 
recent years, there has been a growing tendency in the retail trade 
to keep up with times and new merchandise; a stronger and stronger 


desire to carry the very latest in merchandise. 


Naturally, the re- 


tail dealer this summer is anxious to see if new goods will be avail- 


able and if so, if they meet with approval. 


We feel it is one of the 


healthiest signs of the time for it means to us the retail dealer has 


found himself and is strictly on 


his job. We also feel that when 


he has had opportunity to personally inspect offerings he will buy 
and buy liberally, although, portage, oy." 


BARN DOOR HANGERS.—Retail deal- [ 
ers in quite a few instances have been 
obliged to replenish stocks of barn door 
hangers this month. They are order- 
ing only actual requirements, however. 


We quote from Boston jobbers’ 


stocks: 

Barn Door Hangers.—Topping line, 
Storm King, $9.60 per doz. pair net; 
World’s an $17.28; Safety, $12; 
Tandem, $17.76. 


BATTERIES.—AIl kinds and makes of 
batteries continue to move out of retail 
and jobbing stocks in goodly quantities. 
Sales are well ahead of those for the 
corresponding period last year. A re- 
vival of motorboating has helped ma- 
terially in the sale of certain kinds of 
batteries. 


We quote from Boston jobbers’ 
stocks: 
Batteries.—Columbia dry cell, in 


lots of 60, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell in packages of 50, 
No. 7111, 29c. each net; No. 6, in lots 
of less than 12, 40c. each net; in lots 
of 12 to 50, $35.22 per 100; in larger 
lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net; 8 units to the barrel, 
$1.98 and $2.34 each. 


BITS.—Bits are selling all the time, but 
in limited quantities, say jobbers. 
Taken as a whole, 1926 to date has been 
quite satisfactory so far as bits are con- 
cerned. 


We quote from Boston jobbers’ 
stocks 

Auaue Bits.—Electric 10-16ths, $6.25 
per doz. net; art ye $6.60. Carpen- 


ters’, 8- 16ths 9-16ths, $5.75; 














| 10- l6ths, $6.25; 12-16ths, $7.10. Sets, 
32% quarters, in boxes, $7.40 the set, 

in canvas rolls, $7.50. 

BUILDERS’ HARDWARE.—Building 


in other sections of the country is ahead 
of last year, but in New England it is 
falling behind. The sale of builders’ 
hardware, however, is holding up close 
to 1925 records, indicating retail stocks 
were allowed to drop to small propor- 
tions. 
We 
stocks: 
Hinges. re oy 4 4 strap, 4-in., 
doz. pair net; 5-in., $1.24; 6- in. 
8-in., $2.52; 10- ‘in., $3. 88. 
T, 6-in., $1.84; 8-in., 
$4. 47; 12- in., $6. 50. 
Hasps.—Common hinges, 
single per doz.; 4%-in., 72c.; 
$5c.; safety hasps, with SC re Ws, 
Tic. single per doz.; 4%-in., 
6-in., $2.45. 
Butts.—-3% 
than case lots, 
22%c.; 4x 4, 3 
Garage Door 


quote from Boston jobbers’ 
90c. per 
, $1.51; 
Extra. heavy 
$3.14; 10-in., 
3-in., 62c. 
6-in., 
3-in., 
$1.02: 


x 3%, all kinds, in less 
22%c. per pair; 3 x 3, 
0lec. 


Sets.—Stanley line, 
No. 2505J, $4.50 a set; No. 2510J, $5; 
No. 17763, $2.65; No. 1777J, $6; No 
1778J, $2.20. Holders, No. 1774, $1. 65 
a pair; No. 1773, $3. 

CARVERS.—Carvers have and continue 

to have a good call, thanks to their 

popularity as wedding gifts. 


We quote from Boston jobbers’ 
stocks: 
$1.70 to 


Carvers.—Standard makes, 
7.50 per set net. 
CATTLE LEADERS.—tThe so-called 
country retail dealers continue to nib- 
ble at cattle leaders. Most of them 
carry small supplies and it does not 
take much buying to clean them out, 





which explains why they are in the 


market for fresh goods from time to 
time. 


We quote from Boston jobbers’ 
stocks: 

Cattle Leaders.—Sargents, No. 51. 
$12.42 per 100; No. 52, $13.50. Bull 


rings, 23c. to 25c. each. Bull snaps. 


8ic. each; Ox balls, $7.56 per doz. 
pair. Ox muzzles, six guard, $5.10 per 
single doz. All pric es net. 


CEMENT WORKING TOOLS.—There 
is, perhaps, a slightly better demand 
for cement working tools, report job- 
bers, but most retail dealers are fairly 
well covered on stock. 

We 


quote from Boston jobbers’ 
stocks: 
_ Cement Working Tools.—Edgers, 
(0c. to $1.50 each net; Jointers, 72c. 


to $1.80; angles, 90c. to $1.20; curvers, 


$1.50; gutter tools, $1.20; pointers, 
72c.; beaders, 72c.; brick jointers, 
$2.75. 


CHALK AND CHALK LINES.—AI- 
though a small item with the average 
retail dealer, the turnover in chalk and 
chalk lines has been generally satisfac- 
tory since early spring. 


We quote from Boston jobbers’ 
stocks: 

Chalk Lines.—In 50-ft. balls, 60c. 
per doz. net; in 100-ft. balls, $1.15. 
Twisted, in 100-ft. hanks, $15.50 per 
gZToss. 


Carpenter’s Chalk. a $1.54 per 
gross; red, $1.88; blue, $1.88 


CLIPPERS.—Continued hot weather 
has helped the sale of clippers, accord- 
ing to retail dealers, but most of them 
had a good stock and have been obliged 
to reorder only occasionally. 


We quote from 
stocks: 

Clippers.—Toilet, Plymouth, No. 0, 
$1, each net; No. 00, $1.20; Success, 
No. 0, $1.40; No. 00, $1.60; Mayflower, 
No. 0, $1.10; No. 00, $1.25; American 
Gentleman, No. 00, $2; No. 000, $2. 
Brown & Sharpe narrow plate and 


Boston jobbers’ 


other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent. 


pore ors. —No. 169, $2. 50 each 
ne No. $1.40. Horse clipping 
machines, AND. 1, ball bearing, $14 
each list; discount, 33% per cent. 
Sheep Shearin Machines. — Ball 
bearing, No. 9, $24 each list: dis- 
count, 33% per cent. 
CROQUET SETS.—Most jobbers now 
say they have cleaned up croquet set 
stocks. The season was somewhat be- 
lated in starting, but after the ball was 
rolling it moved along at a fairly rapid 
rate, and the final cleanup of jobbing 
stocks was about on schedule. 
We 
stocks: 
Croquet Sets.—-Standard makes, 5% 
in. mallet, 4-ball, No. 0, $2.38 per set 
net; No. H, $2.75; 8-ball, No. B, $3.38: 
6-in. mallet, 8-ball, No. N, $4: 8-in. 
mallet, 4-ball, No. AAW%, $4.50: No. 
AA, $5.75. 


DRAIN PIPE CLEANERS.—tThere is 
some call for drain pipe cleaners, but 
business is not particularly active. Job- 
bers feel that retail stocks are small and 
that buying will be more active before 
cold weather sets in. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Drain Pipe Cleaner. — Economy 
Plumber cleaner, in 1 Ib. net cans, 


in lots of 3 doz., $2.75 per doz.; in 











66 


lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz.; $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1-lb. net weight cans, $2 per doz. 
in lots of 2 doz. 


Hercules boiler liquid, in 1-qt. cans, 
$3 each; in %& doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 
Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each: and in gal. cans, 
$9 each. 
EGG BOXES.—Poultry raisers con- 


tinue to absorb sizable quantities of egg 


boxes and this fact is reflected in re- | 
_1925, it will be recalled, was a good year 


for grass hooks. 


tail sales. 
We 
—— ~* 
Boxes.—PDaper, 

dle, °%. 50 per 1000. 
EGG CARRIERS.—Retail dealers also 
report a steady movement of egg car- 
riers out of stock, and they feel that 
demand will increase as soon as people 
move back from the country and sea- 
shore to cities, fresh eggs will be 
wanted in cities next fall and winter. 


Egg Carriers.—New model egg 
crates, metal, capacity 1% doz., 8&c. 
each net; 2 doz., $1.05; 3 doz., $1.23; 

1 doz., $1.40; 6 doz., $1.75. Regal, ca- 
pacity 15 eggs, l14c. each net; 30 
eggs, 26c.; 50 eggs, 4i7c.; 100 eggs, 
sic. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 
FANS.—Fans have been going a little 
better, but both retail and jobbing 
houses say business is not as brisk as it 
was in former years, possibly because 
of more active competition from outside 


sources. 


quote from foston = «jobber 


500 to a bun- 


We quote from’ Boston jobbers’ 
stocks: 

Fans.—FElectric, Polar Cub, Junior, 
6-in., in lots of less than 12, 3 
each, net; 12 or more, $2.85; 8-in., 
less than 12, $3.20; 12 or more, $5, 
Senior, oscillating, 10-in., less than 
$6, $7 each; six or more, $6.64; sta- 
tionary, less than six, $4.60; six or 
more, $4.35. 


FREEZERS.—Things are moving along 
in a satisfactory manner in the freezer 
market. Jobbers call attention to the 
fact that retailers, in ordering parts, 
should be sure to specify if they are 
needed for old or new styles of freezers. 

We jobbers’ 
stocks: ; 

Alaska Freezers.—1 «ut., $2.95 each; 
2 at., $3.45 each; 3 qt., $4.10 each; 
{4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—l qt., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each: 4 at.. $5.75 each; 6 qt.. 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 


quote from Boston 


White Mountain Freezers. «t., 
$6.65 each; 3 qt., $6.75 each; 4 qat., 
$8.25 each; 6 qt., $10.45 each; & qt., 
$13.50 each, and 10 qt., $18 each 
These are list prices and are sub- 
ject to a dealer's discount of 50 per 
cent. 

Auto-Vacuum Freezers. — No. l, 
$3.33 net; No. 2, $4 net; No. 3, $5.33 


net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, galv., 
tapered, 2 qt., $8 per dozen, same 
size, enameled-galv., $10 per dozen: 
4 at. size, enameled- galv., $18 per 
dazen, and 1 gt. size, Junior enam- 
eled, $4.80 per dozen. These are net 
prices to dealers. 

Arctic Freezers. 1 at., $4; 2 qt., 

$5.55: 4 at., $6.80: 6 qt 
$11.10; 10 qt., $14.80; 12 
qt., 23.30. These are 

Jobbers quote dealers’ 
off this list. 


$4.60; 3 qt., 
$8.60; 8 qt., 
qt, 
list 
discount 


16.65; 15 
prices. 


of 50 per cent 


| 
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| FRUIT PICKERS.—Retailers are or- 
_ dering fruit pickers a little more freely 


| than heretofore, but jobbers now as- 


 eume most of them have pretty well 


covered their requirements. 


We Boston 
stocks: 

Fruit Pickers.—Peerless, 
without wire-wound socket, 
doz. net; Perfect, No. 327, 


GRASS HOOKS.—Additional sales of 
grass hooks are reported by jobbers. 


jobbers’ 


No. 299, 
$5 ».50 per 
5.50. 


quote from 


| Sales are about on a par with those to 


the corresponding date last year, and 


We quote from boston jobbers’ 
stocks: 

Grass Wooks.—Lawn King, $6.50 
per doz. net; Little Giant, $5.25: Re- 
liance, $3; Brier Edge, $4. 75; Hand 
Made, $4: Perfection, $4.38, 

HAYING TOOLS.— Although many 


complaints are had from all over New 


| England about the lack of moisture, we 
| have just experienced two almost per- 


fect haying weeks, and most every 


| farmer has taken advantage of condi- 
| tions. 


As a result there has been some 
stress buying of various kinds of hay- 
ing tools by retailers who thought they 
were covered on such merchandise. 


We quote from Boston jobbers’ 
stocks: 

Scythes.—Little Giant, 28 to 32-in. 
and 30 to 34-in., $16 per doz. net: 
Clover Leaf, $13.50; bramble, $16.50; 
brush, $16.50. 

Snaths.—Ash, $14.50 per doz. net: 
cherry, $16.75: brush, $16. 


Scythe Stones. — Round English, 
$2.25 per doz. net; Star, $1.35: West 
End red, $1.10: Green Mountain, $9 
per gross; Black Diamond, No. 1, $15; 
Chocolate, No. 1, $1.70 per doz.; Car- 
bonate, No. 188, $1.95; No. 190, $1.95; 
No. 191, $2.34. 

Forks.—Three-type, No. 34, 12-in., 
$10.08 per doz. net; No. 34%, 12-in., 
$10.44; No. 133%, 13-in., No. 
133%, 13-in., $10.80; No. 
$10.92; No. 135, 13-in., $11.76: 4 
13-in., $13.92: No. 12314, 14- in., $11. 04: 
No. 124, 14-in., $11.52: No. 144%, 
14-in., $11. 88. 


LAWN ACCESSORIES.—Manufactur- 
ers of lawn mowers are out with the 
announcement that ruling prices are re- 
affirmed for next season. Jobbers have 
had a very good season on lawn 
mowers, rubber hose, and, in fact, prac- 
tically all lawn accessories. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75. 

Lawn Mowers. — Townsend line, 
Victory, 12-in., $11.16 each net: 14- 
in., $12.40 16-in., a te 18-in 
$14.88; 20-in $16.12; 22-in., $17.36 
24-in., $18.60 Spider, ”42- in. $8.46 
14-in., $9.40; 16-in., 10.34: 18-in 
$11.28; 20-in., $12.22. we 12-in. 
$7.20; 14-in., $8; 16-in., $8.80: 18-in., 
$9.60; 20-in., $10.40. Red Bird, 12-in., 
$6.66; 14-in., $7.40: 16-in., $8.14; 
18-in., $8.88: 20-in., $9.62. 


Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freieht on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long. $13.34 each 
net: 24-in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—-Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Lawn Rakes. — Wood, three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow wood, $6.90: steel, $7.15. Hand- 
made rakes, three steel bows, 24 
teeth, $10 per doz. net: hollow steel 
tube bows, $10. 
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stock Commercial, 
Pointer, 7%c.; 
10c.; Olympia, 
10%c.; Bull Dog, 


Hose.—%-in. 
8%c. per ft.; 
9c. ; Vickson, 
Good Luck, 
Milo, 12c. 

couplings. —Hose, Perfect Clinching, 
$2.25 per doz. net. Hose menders, 
$8.40 per gross. 


RADIO SETS.—Jobbers have not 
worked up much enthusiasm among the 
retail trade, but are confident that busi- 
ness will be brisk as soon as the vaca- 
tion season ends. The lack of interest 
at the moment is believed to be based 
on a desire on the part of the retail 
dealer to wait and see what will be new 
in radio sets. 
We 
stocks: 


Radio Sets.—Amardi, neutrodyne, 
o-tube, $60 each, list; discount 40 per 


14c.; 


quote from Boston jobbers’ 


cent. Crosley, ‘model 4-29, 4-tubes, 
$29 each list; model 5-38, 5- tubes, $38; 
discount 331% per cent. No. RFL 60, 
5-tubes, $60 list; RFL 75, 5-tubes, $75 
list: discount 40 per cent. Thorola, 
5-tube sets, No. 57, $60 each list. 
No. 58, $1.25; No. 59, $185. Discount 
40 per cent. 


4, $25 each 


Speakers.—Thorola, No. 
Discount 


list, No. 9, $20; No. 12, $15. 
40 per cent. 
SHEET LEAD.—Because of the rather 
rapid advance in pig lead the past week 
or two, local jobbers predict higher 
sheet lead prices within the near future, 
but they add they have received no in- 
timations to that effect from manufac- 
turers. 
We 
stocks: 
Sheet Lead.—l6c. a pound hase 
Discount, 20 per cent. 
SHEET ZINC.—Sheet zinc has been 
advanced “4c. a pound. The market, 
therefore, is back on the basis estab- 
lished last March, when prices were 


reduced 4c. 


quote from Boston jobbers’ 


list. 


We quote from’ Boston jobbers’ 
stocks: 

Sheet Zinc.—In 300-lb. casks, $13.75 
per 100 Ib. net; in 200-lb. casks, 
$14; in 100-lb. casks, $14.25; in small 
lots, $14.75. 


SHOVELS.—Jobbers say that a change, 
presumably an advance, in prices for 
digging shovels is in the making, but 
that details have not been worked out. 





Maxwell Edelman Now in 
Business in St. Louis 


Maxwell Edelman, secretary of the 
Lenk Mfg. Co., Boston, Mass., manu- 
facturer of blow torches, has located 
permanently in St. Louis together with 
A. H. Lew. They will represent sev- 
eral manufacturers and will go under 
the firm name of the Lew-Edelman Co., 
with headquarters at 777 Arcade Build- 
ing, St. Louis, Mo. 


To Continue with Apparatus 
Dept. of Westinghouse 


B. Lester, assistant to the industrial 
sales manager, Westinghouse Electric 
& Mfg. Co., recently transferred from 
East Pittsburgh to New York when the 
industrial sales offices were moved to 
that city, will continue to handle resale 
apparatus business. 
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Retail Hardware Trade Good in Cleveland— 


Collections Slowing Down—Prices Firm 


HE hardware trade is moving along at about the normal sum- 
mer pace with a slight falling off in business as compared 
Business with retailers is fair and the retail 
trade is buying what is needed to keep stocks up. However, not 
much future business is coming out, as the retail trade is not tak- 
ing much interest in seasonal merchandise for next winter. 
price reduction on automobile tires and tubes has brought out a 
Jobbers have commenced to take 
They 


with June. 


good volume of tire business. 


orders for radio sets for fall shipment and expect good sales. 
have also started to sell incubators and brooders, this season’s 
prices having been reaffirmed for next year. Shipments of guns and 
shells from jobbers’ stocks for the fall trade have started. Sales 


(Cleveland office of HARDWARE AGE) 


have been fair and some business is still being placed. 


A few price changes are reported, the most important being a re- 
duction of 5 to 12 per cent on paint brushes. 
bends have advanced and sheet steel has declined. Cleveland job- 


bers have not yet placed in effect the advance recently announced 


on shovels, as they have good stocks and for the present will give 


the trade the benefit of the lower prices. 
Collections have slowed down somewhat, not being as good as in 


June. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tires and tubes are again 
moving well, sales having been stimu- 
lated by the recent price decline. Dis- 
tributors believe that present prices 
will be maintained and that retailers 
cannot make a mistake by stocking up. 
Before the price cut buying was from 
hand to mouth, as reductions had been 
looked for. There is quite an active 
demand at present for camp chairs, 
cots and stoves. 


Cleveland jobbers quote Mansfield 
f.o.b. Cleveland, 30 x 3% in. 
$7.95; heavy duty oversize, 
$10.50; 32 x 4 Liberty a 25 
heavy duty oversize, $17 7.45; 34 x ren 
in. heavy duty oversize, $25. 85; bal- 
loon tires, 27 x 4.40, $11.25; 29 x 4.40, 
$11.45; 30 x 5.25, $18. 25; 32 x 6, $27.50; 
32 x 6.20, 31.95: tan tubes, 30 x 3%, 
$2.10; 32 x 4, $3.05; 3 - fs $3.80: 
balloon tire tubes, PS 27 4.40, 
= 25; 29 x 4.40, $2.35; 30 x 5.25, $3.20: 

2x 6, $4 10; 32 x 6.20, $4.6 

3° We quote from Ese stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100 


AXES.—While the market is not ac- 
tive, sales for fall shipment show an 
improvement. 


Jobbers quote f.o.b. ow ae 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15. 50 per 
doz.; double pitted, handles, $24.50 
per ‘doz.; double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 
lots weighting 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BOLTS AND NUTS.—Sales continue 
quite good. Prices are firm at regular 
discounts. 


Jobbers quote f.o.b. Cleveland: 
Large ‘machine bolts, cut threads, 
50 and 10 per cent off list: small 








rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 


list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list; small rivets, 65 and 5 per cent 
off list 


BATTERIES. — Flashlight batteries 
are in good demand and radio batteries 
are moving better than recently. Prices 
are firm and unchanged. 

Jobbers quote f.o.b. Cleveland: 


No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
ots. 

,uveready B batteries, No. 486, 


58 each for unit packages and $3.85 
ate for smaller lots. 

No. 6 ignition type dry cell batter- 
ies, 32c. each. 


BRUSHES.—A price reduction averag- 
ing about 10 per cent has been made 
on China bristle paint brushes, effective 
July 15. The reduction on short brushes 
is about 5 per cent and on long brushes 
about 12 per cent. 


BINDER TWINE.—While some orders 
are still being placed the demand is 
tapering off. 


Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50 24 
gross f.o.b. Cleveland, and $6. 87 4 
f.o.b. Chicago or Auburn, N. Y. 


COOKERS.—Jobbers report that sales 
of steam cookers have been heavier this 


season than for several years. The 
demand is still active. 

Jobbers quote No. 20 Conserve 
cookers, $8 each, f.o.b. Cleveland or 
factory. 

CORRUGATED ROOFING.—This is in 
moderate demand. Prices are un- 
changed. 

Cleveland jobbers quote No. 28 


gage corrugated roofing at $3.99 per 
square f.o.b. Pittsburgh. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Call for this is rather slow. 


The 


Lead pipe, traps and 





Cleveland jobbers quote eaves 
trough and conductor pipe at 77% 
per cent off list in crate lots de- 


livered. 
FANS.—This has not been a good sea- 
son so far for electric fans and these 
are moving rather slowly. 


Cleveland jobbers quote pune Club 
fans, 6 in. Jr., $3 each; 8 in., , $3.20 
each; : stationary, $4.80. ‘each: 
10 in. oscillating, $7 each. Prices for 
dozen lots are slightly lower. 


GALVANIZED WARE.—The demand 
is steady and prices appear to be firm. 


Jobbers quote f.o.b. Cleveland: 
Sprinkling cans, 4 at., - 90 per doz.; 
6 qt., $6.65 _per doz. : 8 qt., $8 per doz.; 
10 at., $8.7 i> per doz. : “Yo qt., $12 50 
per doz. : 16 qt., $13 per doz.; gal- 
vanized pails, 10 qt., $2.60 per doz.: 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 
doz.; 16 qt., $3.80 per doz. 


GARDEN HOSE.—Sales were good up 
to a week or two ago, but rainy weather 
recently has caused a slump in the de- 
mand. 


Cleveland jobbers quote %® in. 
double braid molded hose 10c. per ft. 
same in higher grade, llc. per ft. 


GLASS BAKING WARE.—This ware, 
which has been dull for several weeks, 
shows more life. Retailers are finding 
that sales are increasing when they 
offer the ware with mountings. 


Jobbers quote f.o.b. Cleveland: 


Casseroles, round or oval, 1 qt., 
$1.17; 2 qt., $1.33; 2% gqt., $1.66; 
square, $1. 50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates, 8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

Bread Pans, No. 212, 60c.; No. 214, 

Utitity Dishes, No. 231, 67c.; No 
232, $1.17. 

Tea ox" 2 cups, $1.67; 4 cups, $2; 
6 cups, $2. 


GAME TRAPS.—Sales for fall ship- 
ment have so far been light. 
Jobbers quote f.o.b. ees oe 
Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1. 38 per i No. 1%, 
$ 44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump ‘traps, No. 0, $1.59 per 
doz.;: No. 1, $1.83 per doz.: No. 1%, 
$2. 83 per doz.: No. 2, $4.38 per doz. 


HANDLES.—Jobbers report an _ im- 
provement in the demand for agricul- 
tural tool handles. 


Jobbers quote f.o.b. Cleveland: 


Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 


special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handiles.— 
No. 7, 90c. per doz., finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent, 
41% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 

ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 

Garden Hoe Handiles.—XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1. 50 per 
doz. 

Garden Rake Handiles.—XxX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 


Shovel Handles. — Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
D handle, $5.60 per 


$3.75 per doz.; 
doz. 

P Spade Handies.—X grade, $5.40 per 
OZ. 
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HOSE REELS.—Buying for the sea- 
son seems to be pretty well over. 
Cleveland dealers quote Donley No. 
2 hose reels at $1.75 each; Reelezy, 
$15.85 per doz. 
ICE CREAM FREEZERS.—These con- 
tinue to move well. The freezer busi- 
ness has been good the entire sason. 
Jobbers quote f.o.b. Cleveland: 


Lightning Freezers, 1 qt., $2.10; 2 
qt., $2.50; 3 qt., $2.95; 4 qt., $3.60; 6 
qt., $4.50; 8 qt., $5.85; 12 qt. -" $9.45, 
White Mountain Freeze rs, 1 qt., $2.40 
2 qt., $2.80; 3 qt., $3.35; 4 qt., $4. 10: 
6 at., $5.20; 8 qt., $6.75; 12 at. si0. 75. 
Auto Vacuum Freezers, 2 qt., $4; 3 
qt., $5.33; 4 qt., $6.66. 


INCUBATORS AND BROODERS.— 
Jobbers have started to take orders for 
next season’s shipment at the same 
prices that prevailed this year. 
Cleveland jobbers quote incubators 
and brooders at 35 per cent off for 
factory shipment and 30 per cent off 
for mill shipment. 
LAWN MOWERS.—Prices are_ ex- 
pected to be out on lawn mowers in the 
next two weeks and it is believed that 
these will be about the same as those 


that prevailed this year. 


LEAD.—A ten per cent price advance 
has been made on lead trips and bends 
and an advance of one-half cent per lb. 
on lead pipe. 


Cleveland jobbers quote lead trips 
and bends 10 per cent off list, lead 


pipe at 11.75c. per Ib 
NAILS AND WIRE.—The demand 
only moderate. Prices are firm. 


Jobbers quote nails at $2.75 per 


keg for car lots and mill shipment 
and $2.90 per keg for less than car 
lots. 

Jobbers quote as follows from 
stocks: 


Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 Ib.; cement coated nails, $3 per 
100 lb.: polished fence staples, $3.70 
per 100 lb. ; galvanized fence staples, 
$3.95 per 100 lb.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
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POULTRY NETTING AND WIRE 
CLOTH.—The demand is steady and 
about normal for this season of the 
year. 


Cleveland jobbers quote poultry 
netting at 50 and 7% per cent off list; 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.; galva- 
nized, $2.05 to $2.10 per 100 sq. ft. 

PREPARED ROOFING.—This is mov- 
ing fairly well. Prices are unchanged. 


Cleveland jobbers quote slate sur- 
face roofing at $2.10 per roll; common 
grade smooth surface roofing at $1.25 
per roll; high-grade smooth roofing 
at $1.60 per roll. 

PAINTS AND OILS.—Jobbers are get- 
ting a fair amount of outside business, 
but the local demand is light because of 
the painters’ strike. Cleveland painters 
have rejected an offer of an advance of 
5 cents an hour and their employers 
have abandoned negotiations and an- 
nounced that they will resume painting 
work on the old wage scale. 


Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal. in 1 gal. 


cans. 
Turpentine in bbls., $1.02 
$1; less than 


bbl., $1.17 per gal. 

Linseed oil in bbls. 
bbl., $1.15. Boiled, 3c. extra per gal. 
White lead, in 100 lb. kegs, 15%c. per 
lb.; in 50 and 25 Ib. kegs, 15%c. per 
lb.; in 12% Ib. kegs, 15%c. per Ib.; in 
500 lb. lots, 10 per cent discount; 
other prices are net. 


RADIO EQUIPMENT.—Jobbers have 
commenced to take orders for Septem- 
ber shipment, and are making quite a 
few sales. They look for a very good 
season’s business in both radio sets and 
supplies. 


ROPE.—The demand is only fair. Sales 
evidently have not been stimulated by 
the recent price decline. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per lb. for 
stock shipment; sisal rope 15%c. per 
lb. for factory shipment and l6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, llc. per Ib. 








; less than 








SHOVELS.—Jobbers have good stocks 
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which they will reduce before placing 
in effect the 10 per cent price advance 
recently announced by manufacturers. 
Consequently jobbers’ prices are not 
likely to be changed for two or three 
weeks. 


Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade $10 per doz. in full 
bundles; No. 2, third grade, $12 per 
doz.; solid shank shovels, Sycamore, 
$11.50 per doz. for full bundles and 
$12 for broken lots. Ruf-nek, $14.50 
per doz. 


STEEL SHEETS.—Weak mill prices 
and keen competition among jobbers 
have resulted in sharp reductions in 
sheets. 

We quote from jobbers’ stock, 
f.o.b. Cleveland: Galvanized sheets, 28 
gage, $4.70 oy 100 lb.; black sheets, 

8 gage, $3.50 per 100 ‘Ib. 

STOVE ACCESSORIES.—tThese items 
are dragging at present. 


Jobbers quote f.o.b. factory: Stove 
pipe in crates of = lengths, Security 


blued 28 gage, $2.85; in., $3; 
5 in., $3.46; 7 i "$4.05. 
Elbows, Security blued, corrugated, 


gt 4 in., $1.14; 5 in., 


28 gage, 3 in., 
in., $1. 88; all per 


5; 6 in., $1.38; 


Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., 33 Cin., 
$11.45; same, wood 24 in., 

11.20 per doz.; 26 in., $13.25; 28 
15.50; 30 in., $18, and 33 in., $21. 30: 
oblong, wood lined, 18 x 24 in., $9. 95 
per doz.; 18 x 30 in., $12.50; 20 x 30 
in., $15.10; 24 x 36 in., $16.60; oblong 
paper lined, 18 x 24 in., $6.45; 18 x 30 
sté10 $8; 20 x 30 in., $9.45; 24 x 36 in., 

Coal hods, galvanized, 17 in., $4.75 
per dozen ‘for open models; 18 in., 
$5.30 per dozen; 17 in., closed with 
funnel, $6 per dozen. 


WEATHER STRIPPING.—Most orders 
are in for fall shipment and the de- 
mand, which has been good, has 
slumped off. 


Cleveland jobbers quote weather 
stripping as follows: 

Protector, Nos. 336 and 342, % in 
felt edge, metal bound, $2.20 ‘per 100 
ft.; Nos. 536 and 542, '% os $3 per 
100 ft.; wood and felt, 5 i $2 per 
100 ft.; % in., $2.75 per 100 "tt.: 1 in., 
$4 per "100 ft. : Home Comfort, 500 ft. 
with reel, $4.85 per 100 ft.: same 
white, $6.50 per 100 ft.; Nero, 500 ft. 
reels with stand, $3.85 per 100 ft. 


Coming Hardware Cunventions 


hog wire, $3.50; American special hog 
wire, $2.50 
AMERICAN HARDWARE MANUFACTUR- 


ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel | Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 
CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 
MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 
NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, Ho- 
tel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 
NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 
1, 2, 3, 4, 1927. Headquarters, Corn- 


husker Hotel. George H. Dietz, secre- 
tary-treasurer, 414-419 Little Building, 
Lincoln. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
1927. John B. Foley, secretary, City 














Bank Building, Syracuse. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17,-18, 1927. James B. 
Carson, secretary, 411 Mutual ‘ome 
Bidg., Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic 
Temple, Oklahoma City, Jan. 25, 26, 
27, 1927. Charles L. Unger, secretary- 
treasurer, 207-208 Bloomfield Bldg., 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 








convention and exhibition, Commercial 
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Museum, Philadelphia, Feb. 14, 15, 16, 
17, 18, 1927. Sharon E. Jones, secre- 
tary, 604 Wesley Bldg., Philadelphia. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20 and 21, 1927. Walter Harlan, sec- 
retary, 701 Grand Theatre Building, 
Atlanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 

WEST VIRGINIA HARDWA.E ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 
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mmer Comfort 
ans Summer Profits 


Sell summer comfort to your customers by supplying them 
with a dependable brand of wire screen cloth. It’s a sure 
way of bringing them into your store again. 

Apex Electro-Zinc Coated is such a brand. It is sinc coated 
by a special electroplating process after weaving and will 
successfully withstand the ravages of the elements for many 
years. 

Of course there is a generous margin of profit for the hard- 
ware dealer. Why not check up on your summer supply ? 


Distributed by Jobbers 


If your jobber cannot supply you, write us, and we 
will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 
HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 


Old Colony Building, 
Chicago, Ill, 


Hanover, Pa. 
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(,ood Fall Hardware ‘Trade Foreseen in 
Northwest Territory—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


ONDITIONS in the Northwest, tributary to the Twin Cities, 


are favorable for a fair fall business, on the average. 


Some 


sections are still doubtful as to the outcome of the year’s 
crops, but others are now expecting to harvest at least an average 


vield. 


Building is progressing more slowly at present, at least in the 


larger cities. 


normal pace for this time of year. 
ter business in this line again in the fall. 


Small home building seems to be going ahead at a 


There will without doubt be bet- 
Commercial buildings are 


being built at about the same rate as last year and school building 


and repairing is in full swing. 


Collections are normal, being perhaps slightly better than earlier 


in the year. 


AXES.—Sales are fair, with ample 
stocks on hand. Prices have not 
changed. 
We 
f.o.b. 
weight 
double bit base 
per dozen net. 
BOLTS.—Sales of bolts are steady, 
though not particularly heavy at pres- 
ent. Stocks are well filled, with prices 


unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: Carriage 
47% per cent; machine bolts at 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS. — Brads 


quote from jobbers’ stocks, 
Twin Cities: Single bit base 

axes at $16 per dozen and 
weight axes at $21.50 


stocks, 
bolts at 
50-5 


are selling fairly 


well, with stocks ample for the de- 
mand. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 

BUILDERS’ HARDWARE. — Small 


home building in the outskirts of the 
larger cities seems to be the chief ac- 
tivity at present in the building line. 
This also is not at its highest point, 
during the mid-summer lull. But there 
is a fair amount of the work in prog- 
ress, with indications of still more in 


the fall. 


CARPET SWEEPERS.—Call is nom- 
inal, with stocks ample for the demand. 
Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per dozen; Elite, $60 per dozen; 
Grand Rapids, nickeled, 15 in., $48 
per doz.; Grand Jap., $60 per 
doz.: Parlor Queen, $56 per dozen; 
Princess, 50 per dozen; Universal 
nickeled, $46 per dozen, and jap., $42 
per dozen. 

Toy Sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz; Little 
Jewel, 1 doz. cartons, $10, and Junior, 
1 dozen cartons, $16 per dozen. Little 
Helper, $2 per dozen. 


CHURNS.—Sales are very good, with 
stocks well filled. Prices have not 


changed. 


We from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 35 per cent from list. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—With home building 
progressing at a fair rate, and with 


stocks, 


quote 








alterations and repairs, there has been 
a very good trade in this line. Stocks 
are still in good condition, and prices 
are firm. 
We 
f.o.b. 


quote from jobbers’ stocks, 

Twin Cities: Slip joint, single 
bead 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per dozen net. 


FIELD FENCE.—Call for field fence 
is steady, and sales show very good 


totals. Stocks are well filled, with 
prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 


and bottom 12% -. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 
FILES.—Sales are good, with shops 
and factories taking their share. Gar- 
ages are buying freely also. Stocks 
are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 

GALVANIZED W is 
even and steady. Stocks are, in good 
condition, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15: standard 10 

pails, $2.70; 12 qt., $3.05; 15 qt., 
$3.40: stock pails, 16 qt., $5, and 18 
qt., $5.50 per dozen net. 


GLASS AND PUTTY.— Sales have 
been at a low point for a time, but 
there is beginning to be some interest 
in this line. Stocks are low in deal- 
rs’ hands. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 





strength, 85 per cent, and strictly 
pure putty in 50-Ib. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—De- 
mand is fair, with stocks ample to 
fill the call. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin ones ob: en No. 11 
nail hammers, $12.60; Plumb 7. - 
81, $12; in dh + gg No. 611 $12 
Plumb Broad, No. 2 hatchet, Beg 40: 


No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 


HOSE.—tThe heavy selling season is 
past for lawn hose. Dealers’ stocks 
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are being graded down in quantity for 
the fall trade. Prices are steady as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, % 
in., 3 ply, $8.25; Leader, % in., 5 ply, 
$9.50; in., 5 ply, $10.75; Good Luck, 


5 in., ply, $10.75; Bull Do OF 5 in., 
7 ply, $14; Riverside, molde % in., 
black, $14; % in., $12.50; red, % in., 
$14.50; 5% in., $14 per 100 ft. net. 


ICE CREAM FREEZERS.-—A _ tem- 
porary halt has been made in the sale. 
of freezers, with a week of cool 
weather. Sales on the average have 
been showing good totals, however. 
Stocks are still well assorted, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Alaska Freezers. ell qt., $2.95 each; 


$3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
14 each; 15 qt., 17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 


2 at., 


Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
12.50 each. These are list prices 


which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each; and 10 qt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per or 

Auto-Vacuum Freezers. — No. 

3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net., These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen; same 
size, enameled- galvanized, $10 per 
dozen: 4 qt. size, enameled-galvan- 
ized, $18 per dozen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 


Arctic Freezers.—1 at., “Ae 2 at. 
$4.60; 3 qt., $5.55; 4 qt., 6 qt., 
$8.60: 8 qt.. $11.10; 10 qt., $14. 80; 113 
qt., 16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 


LANTERNS.—Call is not heavy, with 


stocks well filled. Prices have not 


changed. 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz. 
net. 


LAWN MOWERS.—Demand is steady 
and good, with stock ample to meet it. 
Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C mowers at 35-5 per cent; 
style E, 40-5 per cent; style K, 
per cent, and Riverside ball bearing, 
$8.75 each, net. 
MILK CANS.—Demand is fair, with 
— ample. Prices are unchanged. 
quote from jobbers’ stocks, 
Bie oy Twin Cities: Railroad 5 gallon 
milk cans at $2.65 each; 8 gal. at $3.15 
each, and 10 gal. at $3.25 each, net. 
NAILS.—Sales are steady, and well 
distributed over the sizes and kinds. 
Socks in dealers’ hands are being held 
down, and frequent reorders are made 
to the jobbers. Prices show no 


changes. 
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Emerson said years ago that “an 


institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
45 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


because every item that bears the 
R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 


ened shadow of good service.” 


This doorway service is always at your command 
without cost or obligatian. 


ichards-Wilcox Mf 


A Hanever forany Door that Slides. 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianspolis St.Lovie New Orieana 
Minneapolis KansesCity LosAngeles Sanfrancisco Omsha Seattle Detroit. 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 
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Largest and most complete line of door hardware made 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Call is much lighter, 
but there still is some demand. Stocks 
are well filled for this time of year. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil neaters, 
japanned and polished steel, $3.66 
each, and No. 016, nickel polished 
steel, $5.32 each, net. 


PAINTS AND WHITE LEAD.—Sales 
are showing fair totals, with stocks 
being kept up in assortment of colors. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 lb. con- 
tainers at $13.84 cwt., net. 


PAPER.—Call is steady, and fairly 
good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 

PUMPS.—Sales are showing some 
very good totals in the water supply 
line. Pumps are increasingly in de- 
mand. Stocks are well filled with the 
jobbers, and dealers are reordering 
frequently. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in, stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke. 
$14.35: No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182 hand 
lift, 6-in. stroke, 6 ft. set length, 
$5.25 each, net. 

PYREX OVENWARE.—Call is steady, 
though showing the usual warm 
weather lack of interest. Stocks are 
ample for the demand at present, with 
prices unchanged. 


We from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17: No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.: No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.: No. 12 tea pots, 
$1.67: No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net. 


REGISTERS.—Sales are fair, with 
stocks well filled. This is the light 
season in register and furnace sales, 
with prospects for fall very good. 
Prices have not changed. 


quote 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel reg- 
isters at 40 per cent from lists. 

ROPE.—Demand is good, especially 
along certain lines. Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib., base, and best 
grade sisal rope at 18c. per Ib., base. 

SANDPAPER.—Call is steady and 


good, considering the amount of con- 


struction work in progress. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—Sales 
here reflect the mid-summer lull in 
building; but there are excellent pros- 
pects for the fall. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
37%c. Ib.; cast iron sash weights at 
$2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Sales are very good in this line, with 
stocks well filled. Prices are steady 
and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each; Sherwood ad- 


justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per dozen, net. 

SCREWS.— Demand is good, with 


stocks ample for the call. Prices show 


no changes. 


We quote 
f.o.b. Twin Cities: 
wood screws at 80-20 vg cent; 
head, japanned, 72%-1 per cent: 
round head, blued, T7k%- "10 per cent: 
flat head, brass, 77%-10 per cent; 
oe head brass, 75-10 per cent from 
ists. 


SNATHS.—Demand 
changes in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths No. 
50 at $13.20, and bush snaths at $16 
per dozen, net. 
SOLDER.—Call for solder is steady 
and fairly good. Stocks are well filled, 
with prices firm. 


from jobbers’ stocks, 
Flat head bright 
flat 


is fair, with no 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 4l1c., and strictly 


half and half solder at 40c. Ib., net. 
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STEEL SHEETS.—Demand is fairly 
good, with stocks well filled with the 
jobbers. Prices show no changes. 


We uote from jobbers’ stocks, 
alvanized steel 
sheets at $5.60 cwt., base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 


TIN.—Sales are normal for this time 
of year, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8 lb. coating roofing tin at $15.25 per 

ox. 


TORCHES.—Demand and 


is steady, 


normal. Stocks are well filled, with 
the dealers, and prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 


$6. 53: No. 47, qt., $7.08; No. 48, qt., 


$7.48; No. 49, qt., $8.54; No. 52, qt., 
(flat), $6.96 each. Turner Standard 
Line, No. 8, aqt., ~ 33; No. 14, qt., 
$5.76; No. 22, qt., 6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.78 No. 39, qt., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. are qt., 
$5.25 each. Turner firepots, 53, 
$7.20; No. 63, $7. 97; No. 66, M0. 18; 
No. 76, $7.13; No. 34, 8.67 each, net. 


WHEELBARROWS.—Call is fair, be- 
ing well divided between the home 
owners and contractors. Stocks are in 
good condition, with prices steady and 
strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $37 doz.; No. 2, 
tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 


WIRE CLOTH.—This commodity has 
been selling freely lately, with the 
advent of summer weather. Stocks 
are still well filled, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.90 per 100 sq. 
ft., base; alumina, 12 x 12 mesh, $2.35 
per 100 sq. ft., base; galvanized, 14 x 
14 mesh, $2.70 per 100 sq. ft., base, 
and 16 x 16 mesh, $3.10 per 100 sq. 
ft., base. 

WIRE.—Demand is steady, with stocks 
well filled. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 r 80-rod spool; painted bog 


wire at 33,22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 


spool; galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 9, $3.25 cwt.; and galvanized 


smooth wire No. 9, $3.70 cwt. 


Interesting Statistics Concerning the Declaration of Independence 


There were 56 signers. 


SS tner 150 years ago July 4, 1926. 


Twenty six were lawyers, 8 merchants, 7 farmers, 6 
physicians, 2 politicians, 2 soldiers, 1 sailor, 1 printer, 
1 shoemaker, 1 surveyor and 1 minister. 

Thomas Jefferson was the author. 

John Hancock was the first signer. 

By birth the signers were 48 Americans, 3 Irish, 2 


English, 2 Scotch and 1 Welsh. 


Benjamin Franklin was the oldest signer, being in his 


71st year. 


Edward Ruthedge was the youngest, being 27 at the 


time of signing. 


Ruthedge was the first governor of 


South Carolina not appointed by the King. 

Two of the signers, John Adams and Thomas Jeffer- 
son became the second and third Presidents respectively. 
A strange coincidence concerning these two men is that 
they both died on the same day, July 4, 1826, the 50th 


anniversary of the signing of the Declaration of In- 


dependence. 


Reading matter continued on page 74 


The last survivor of the 56 signers was Charles Carrol 
of Maryland. He died in 1832 at the age of 96, having 
lived to see his country victorious in two wars and grow 
from 18 to 24 States —The Town Crier. 
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| Stands for 
pica Direct-To-Dealer 
CK 2 


and this is the merchandis- 
ing policy of the National 


_ This shortened route 





serves National customers 

quicker with better Builders | 
Hardware at aconsistently 
low price. 
Do you have Catalog No19? 
NATIONAL MANUFACTURING COMPANY 


STERLING ILLINOIS 
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Goods Formerly Hidden Now Active with 
Use of Four Pyramid Tables 






































display tables, Phillip T. Lambert, hardware 

merchant of Kankakee, IIl., decided to stop hid- 
ing electrical sundries, small tools, hack saw frames, 
pliers, small household necessities and the hundred and 
one other small items needed every day by men and 
women, yet often hidden away unt!!! some customer 
insists upon buying. 

He had four common type flat tables, so he converted 
them into pyramid display models adapted for his own 
requirements. Mr. Lambert was kind enough to furnish 
this sketch. He comments on the success and use of 
four tables of this type as follows: 

“These are of our own design and as far as I know 
they are not in use anywhere else. The tables are the 
common variety flat top tables that we have had in use 
for several years. The bins on the table top are made so 
that they can be raised just like a rack for cleaning 
and to put clean paper underneath, which we use be- 
cause it looks cleaner. The pyramid top is solid and 
screwed to table top with angle irons. We have three 
tables arranged with bins to accommodate various small 
items. Number 1 we use for tools. The bins are only 
two wide and made adjustable to fit kind and quan- 
tity. Number 2 for small house furnishing items made 
three bins wide. Number 3 half of the table is three 
bins wide and the other half is two bins wide. 

“The tool table was the first one we made as an ex- 
periment and we found it so successful that we added 
the other two. 

“Formerly we kept all the items now on the table in 
drawers and our sales were rather slow. We realized 


R aisotes the tremendous selling power of open 


that the only way we could increase our sales on these 
items was to have them out in the open the same as 
syndicate stores were doing. 

“Our first list was with a miscellaneous tool table. 
On this we displayed hammer handles, popular priced 


Reading matter continued on page 76 

































pipe and agricultural wrenches, hack-saw frames, ply- 
ers, saws, nail hammers, machinists’ hammers, hatch- 
ets, trowels, braces, levels, saw sets, small vises, small 
grinders, and a number of odd, slow-selling items that 
we wished to close out. 

“Just in the item of 14-in. common pipe wrench 
which we started to sell at $1.50 and are now selling at 
$1.25, we Have sold more in the two years we have the 
table than the entire previous sixteen years we were in 
business. And all the items we sell on the tables have 
increased many times. On the other two tables with the 
housefurnishings we find that every customer, man, 
woman or child, will take a look around the table before 
passing out and nearly always will pick up several items 
they want. 

“Our electrical stock to date has consisted mostly of 
sockets, fuse plugs, wire, buzzers, bells, etc. These goods 
we used to keep on the shelf in our sporting goods de- 
partment, ‘and we kept them mostly.’ For over a year . 
we have been displaying these items on tables and we 
have to reorder regularly. Now we are going to add 
every small item in that line. We think enough of this 
idea that eventually we will not have over two show 
cases in the store. 

“If we put over our remodeling program, all goods as 
much as practicable will be displayed in the open on 
tables. This is the modern method in merchandising 
copied by all syndicate and cooperative stores, depart- 
ment stores, and up-to-date cut-rate drug stores.” 
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Canning Time Is Here! 


Your customers will soon be in the 
midst of the canning season. Are 
you ready for their demands? 
These are the Vollrath items you 
ought to display at once: Lipped 
preserving kettle (8 sizes, 4 to 18% 
quarts), spoon, pierced ladle, fruit 
funnel and colander. 


Your best asset 
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is the faith of your patrons 


Protect it... if you would do a 
profitable business over a long period of time 


N° matter how low a price you make them, if 
you do not give customers Quality you do not 
give them satisfaction ...and they lose their faith 
in you. When faith is gone, their trade goes, too... . 
and usually the trade of their friends. 


But carry merchandise that gives long service . . . and 
see how loyal they are! It pays to cultivate these 
Quality customers. On them your business relies for 
steady, living profits and repeat sales year after year. 


Several thousand hardware dealers maintain well- 
chosen stocks of Vollrath Ware to cater to a client- 
age of this substantial type. Some stores have sold it 
for fifty years; many have 
carried it for ten years or 
more. Few ever give up 
the line. 


Youeerel 


For Vollrath utensils are thoroughly dependable .. . 
and are so known from Coast to Coast. Without 
question you can promise a full measure of service 


for every cent they cost? 


Vollrath Ware builds confidence. 
tional advertising has been read in countless homes. 
To attract new business —to keep old customers 
coming back—there is no magnet so powerful as te- 
liance on you and your goods. 


For years its na- 


There are many things you can do to make it easy 
for women to buy Vollrath Ware. Ask the Vollrath 
Salesman to tell you about the Vollrath Selling Plan 
that dealers are using with 
remarkable success. . . Or 
write us for full informa- 
tion about it now. 


WARE 


THE VOLLRATH COMPANY, 
Established GY 


See the Vollrath advertisement 





SHEBOYGAN, WISCONSIN 


1874 
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At left—Bert Con- 
ner, Pike Mfg. Co., 
the sloppy merchant 
in the sloppy store. 
The lady customer 
is Fred Hinchman of 
John Russell Cut- 
lery Co. Both are 
active Hardware 
Boosters 


tured the regular monthly meeting of the Hardware and Supply 


( aa merchandising stimulated with a tinge of the dramatic fea- 


Dealers’ Association of the Manhattan and Bronx Boroughs, Inc., held 
at New York Turn Hall, New York City, June 15. The drama was 


furnished by retail selling demonstrations. 


On one side of the room 


Herb Farr, Tremont Hardware Co., had built a real sloppy-looking 
retail hardware store in strong contrast with a section of a real mod- 


ern hardware store, in the opposite corner. 


The latter had three sec- 


tions of new wall fixtures, samples mounted and stock behind the 


doors. 


Along the sales counter was a Woolworth type of glass-parti- 


tioned selling table, displaying various small items selling at 10, 15 


and 25 cents. 


Bert Conner, Pike Mfg. Co., was the 
sloppy merchant, too lazy and indolent 
to get out of his own way. Fred 
Hinchman, John Russell Cutlery Co., 
played the part of the customer, at one 
time impersonating a lady buying paint. 

R. Wilson, Devoe & Raynolds Co., 
was the efficient merchant. Harry 
Veit was the customer. The scheme 
was that the customer first went to 
the poor store, got no service, no 
information, and Bert Conner, the 
merchant, muffed the sale or wrapped 
the package carelessly. Then the cus- 
tomer went to the good store where 
Mr. Wilson gave service, helpful advice, 
merchandised his lines, made second 
sales and pleased his customers. 

Preliminary remarks, criticism of 
the poor merchant and praise for the 
good points of the good merchant, were 
made by Charles J. Heale, managing 
editor of HARDWARE AGE. 

President Ed. Ferguson, proprietor 
Tremont Hardware Co., has sounded a 
new keynote in the conduct of retail 
association meetings with the model 
stores and the drama on good and bad 
retailing. Since the first news report 
on this meeting was published retail 
association executives in other parts 
of the country have requested more 
detailed information. 

For an example of what took place, 
picture Bert Conner, sitting on a keg of 
nails, half reading, half sleeping, face 
dirty, shirt torn and soiled, dragging 
on a disreputable looking cigar butt. 
A lady enters, waits, then asks for a 
special brand of outside paint. 
“Haven't got it” growls Bert the sloppy 
merchant, without getting up or trying 


to substitute. “Can’t carry every- 
thing, no money in the business any- 
way,” he adds. “What paint do you 
carry?” persists the lady. “Oh we 
have this paint” he says pointing to a 
can with a torn label. The lady walked 
out. 

She enters the neat and modern 
store. R. Wilson the merchant greets 
her with a cheery “good morning.” She 
asks for the same thing. Wilson 
doesn’t carry it either, but asks “How 
do you propose to use this paint, 
madam?” She is surprised at his 
interest but says she wishes to paint 
chairs and a breakfast table. :Without 
knocking the other brand he informs 
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Merchandising Drama 
at Manhattan-Bronx 
Association Meeting 


the prospect that enamel would be 
better for the chairs than outside paint, 
offering for her inspection a quart can 
and a suitable brush. He tells her the 
paint was selected because of its qual- 
ity and is particularly adapted for her 
purpose. She appreciates his interest 
but again mentions the first brand. 
Wilson admits not carrying the brand, 
Says it is a good line, but that he is 
sure his line will give satisfactory ser- 
vice, if it doesn’t he will be pleased to 
refund her money. “Fair enough,” de- 
cides the lady and she buys. 

While Wilson sells her the new brush 
idea and wraps the package, the lady 
picks up three fifteen cent items from 
the open top table and buys them also. 


There were six sales lost and made 
during the evening. The sloppy mer- 
chant sold nails, tore off an odd piece 
of newspaper and cloaked the nails 
with it. The customer spilled a few on 
the way out, stumbled on some of floor 
stock and grunted disapproval at the 
store. In the good store the merchant 
offered the buyer a neat package of 
nails, sold him a hammer and called 
his attention to a special on the table. 

Another customer brought in a hand 
tool which had broken in use. The 
sloppy merchant says, “I can’t replace 
everything you buy and break. Why 
don’t you be careful there ain’t no 
money in this business anyway, nothing 
I can do” and sat down again. The 
good merchant inspected the tool, noted 
quickly a flaw, so he replaced the 
article and invited the customer to 
come back again if the replacement 
should not prove O. K. 





For contrast, this modern looking store was used. R. S. Wilson, Devoe & Ray- 


nolds, was the merchant. 


Alfred Hyde is the customer 
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,’ a woman 
customer said to the hardware salesman. 
“Do vou know how coarse or how fine you want 


“| WANT to get a sheet of sandpaner 


it, Mrs. Thomas?” asked the young man, “There’s a 
great difference and it all depends on what you want 
to use it for.” 

“Why, I wanted to use it rubbing the old paint from 
a stand.” 

The salesman picked out the number of grit best 
adapted to the use and asked about the size of the stand 
and the surface to be rubbed down and suggested that 
she would probably need half a dozen sheets. But he 
did not stop there. He showed his interest in the 
proposed task and in what was to be done with the 
stand and he ended by selling a can of paint remover, 
a can of furniture stain and a brush. I have watched 
that young man several times since that and I have 
found that it is his habit to find out what use people are 
to make of their purchase and to seek to interest them 
in getting right then, anything they may need later in 
the same connection. His boss tells me this salesman’s 
average sale unit is nearly double that of his other men. 


* * * 


Two young hardware store salesmen were kidding 
each other. 

“Do you know what’s the trouble with this retail 
hardware business?” asked one of them. “It’s the help 
problem, the fellows like you who work just hard 
enough to get by but not hard enough to earn any 
money for the boss.” 

“You and me both,” retorted the second salesman. 
“If I’m a help problem, you’re a whole arithmetic. I'll 
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just make a little bargain with you, seeing’s you’re so 
worried about the help problem. I’ll work my head off 
for a month if you will, and if it makes any difference in 
the store and in the business, I’ll buy you the best din- 
ner we can get in town.” 

And it was that way that two fellows got interested 
in speeding up on their work and today they couldn’t be 
induced to drop back into the old rut. They’re getting 
more money and they like the work fifty per cent better. 


% % *% 


A crabbed old hardware dealer has this to say about 
retail salesmen: “‘What makes me tired is the eighteen- 
year-old squab that wants thirty a week for leaning over 
the plate glass and swapping hooch experiences with 
some cigarette smoking young bootlegger, or dating up 
for a petting party with some ninety pound flapper 
gum chewer rigged up so that when she goes out in the 
wind she looks like a wishbone with a rag around it. 
I’ve had enough of those birds that are half asleep all 
the time and all asleep half the time and come to life 
only once a week when they make their regular kick 
about what’s in the pay envelope.” But what does a 
crabbed old hardware dealer know about flaming youth 


anyway ? 
* % * 


Hey diddle diddle, 

The salesman’s riddle: 

How can I raise my pay? 

I'll work harder yet 

And hustle and sweat 

Till the boss takes notice some day. 
—Hardware Mother Goose. 
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You can build up a mighty profitable busi- 
ness on GF Duplex Steel Bridging. It sells 
on sight to contractors because it cuts time 
costs way down. And it sells on sight to 
carpenters and builders because it’s easier 
to work with, won’t crack, split, warp or 
burn and takes only half the nailing. Cash 
in on this profit builder. A sample will be 
gladly sent free to you. Fill out the coupon, 


THE GENERAL FIREPROOFING BUILDING PRODUCTS 
Youngstown, Ohio 


Branches in all Principal Cities 
Dealers Everywhere 


Other GF Building Products 


GF Steel Tile GF Herringbone 

GF Steel Joists GF Diamond Rib Lath 

GF Steel Channels GF Steel Sash, Basement 

GF Peds and Casement Windows 
GF Key Lath GF Lintels 

GF Self-Sentering GF Industrial Steel Doors 

GF erg Beads GF Wire Mesh 

GF Truss GF Concrete Reinforcement 
GF Socomitel Metal GF WaterproofingCompounds 








THE GENERAL FIREPROOFING BUILDING PRODUCTS 


Youngstown, Ohio 


Please send me free sample and full information 
on GF Duplex Steel Bridging. 

















The Lending Habit 


HERE are times 
: en it is pos- 
sible to save someone 
considerable time or 
expense by making a 
loan, but as a rule, it 
is poor policy to either 
lend or borrow. Many 
people who were once 
the best of friends are 
now bitter enemies 
merely because of this 
evil. 

A hardware $store 
seems to be the one 
business that suffers 
from lending. Some- 
one is always coming 
to a hardware store to 
borrow some small tool for just a minute, and the 
hardware stores that lend, suffer larger losses every 
year from this sort of thing than one would believe, 
through the failure of the borrower to return the goods. 
It certainly takes a lot of nerve to go into a hardware 
store where tools are for sale and ask to borrow a saw, 
or a hammer, but the nerve is there and oftentimes it 
is great enough to keep the article borrowed. The mer- 
chant next door asks to borrow a screw driver for just 
a minute and, although he is perfectly honest and 
means to return it, he will finish his job first and prob- 
ably forget all about the screw driver. But regardless 
of how it happens, the tools that are lost in this way 
mean a loss in dollars and cents to the hardware man 
and the practice of lending should be stopped. 

If a hardware store has been in the habit of lending 
tools to other merchants, it may be difficult to stop. If 
these merchants are refused, they are quite likely to 
become angry. I have had experience with a simple 
plan that has curtailed the borrowing habit in our store. 
When a man comes in and asks for a hammer, we look 
for it ‘a moment and then tell him that someone else 
must have borrowed it. We use this same method with 
all, and eventually they get tired of asking and find- 
ing that someone else has already borrowed the desired 
tool, with the result that they cease asking. If you 
are one of those hardware men who are losing money 
every year through lending, I suggest that you adopt 
some such plan as this and sell tools to these borrowers 
instead of lending or giving them away. 











“The consumer is what grandmother used to call a 
‘choosy’ individual. He demands and secures a wide 


variety of items.” 
- * * 


Some people don’t believe all they hear, but they 
repeat it just the same. 
* & 


Don’t blame the public if it ceases to trade with you. 
Perhaps you have been putting too big a strain on the 
good will which holds your regular customers. 
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Economies in Hardware 
Trucking 











(Continued from page 41) 


It is pretty hard to operate a truck of this type for 
less than $9 per day, including the driver’s wage and 
covering 6 to 9 miles routings. 

Ninety stops is about the limit. 

If the average dealer could hit a set cost of 40 cents 
per mile he would be well off. 


Value in Having Fleet Boss 


Very few dealers in the trade individually employ 
enough light trucks of their own to warrant a fleet 
boss, but in many cases they have appointed the driver 
with the best record as supervisor of deliveries or fleet 
boss. This boss also drives a truck but he is over the 
balance of the truck men, sees that their records are 
kept and turned in to the dealer and looks after the 
general efficiency of the delivery system, limited though 
it may be. I have found that where a dealer has only 
two light trucks in operation it pays to place one man 
over the other in order to centralize the important 
work of getting efficiency. 

It has been found that a dealer with three trucks in 
New York saved $162 per month by paying his best 
driver $10 extra on the week to assume the responsi- 
bility for all three delivery units. 


Governors Set at 25 Miles 


For ordinary city delivery, the trade is finding that 
trucks with governors set at 25 miles an hour conserve 
the truck property by controlling undue speed, and also 
pay for themselves through reduced consumption of 
gas through idling at speed and racing while the truck 
is inactive during waits. 

A good many dealers are adverse to the use of gov- 
ernors in the belief that they hinder the all-important 
job of getting prompt delivery. I believe that most 
dealers will agree that the governor pays in the long 
run. 

Allow for Depreciation Rate 


Every dealer should establish the original value of 
his delivery truck when it is bought and charge off 
each year or each month the depreciation rate. Say 
the $2,000 truck is to be, in theory, discarded within 
4 years. It becomes necessary to charge off $500 a 
year against delivery costs if any correct estimate is 
to be arrived at. 

Most progressive dealers in the trade do this but 
not all of them. 

Not enough, as a matter of fact. 





Our Stand 


A warm welcome for every customer—and no metal- 
lic clink in the voice. 

Treating customers so humanly and decently that 
they will lose all desire to attend our funeral, or to 
see the lock of the sheriff on our store door. 
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Wherever 
Oil is Sold 


Wherever oil is sold, there is a distinct 
need for Brookins Service Station 


Equipment. 





Hardware jobbers who rec- 
ognize this fact and add 
Brookins Equipment 
to their line will find an ex- 
isting market that makes 
their decision a highly 
profitable one. 





Brookins 
Gasoline Can 
Carries extra gas to 


stalled cars — won't 
spill. No funnel 


needed even for hard- 
to-get-at gas tanks 
——flexible metal hose 
reaches them all. 
Made of heavy terne- 
plate in two and five 
gallon sizes. 


THE BROOKINS MFG. CO. 
342 Xenia Ave., Dayton, Ohio 











Brookins Oil Measure 
Brookins Portable Drain Tank 


Made in copper finish in one, 


two, four and five quart sizes. 
The Brookins Portable Drain Tank is equipped an @ Geetiie ected tees 


with a folding handle and sled-like runners that seaches amp ofl intake 
and can be easily shoved under any car or attest « tuand. A hendy 
drawn from place to place. The screen cov- hemse-valee canteeie the Sew 
ered sloping top catches the oil from the ea Gente Ge tal 
crankcase without splashing a drop and con- equipped service stations. 
ducts it into the tank underneath. Several 

ears can be drained before emptying. 


an a a ER A 








80 


The Big Husky | 


That Shoulders the Burden 
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A Portable Window 
Background 


(Continued from page 46) 





tests which have been made to determine the effect of 
light and color upon window display after darkness has 
fallen. Some time ago a group of reliable investigators, 


in Newark, N. J., and Cleveland, Ohio, two typical cities, 


Ever notice a little 
man trying vainly to 
lift a heavy load?—the 
“Gang” stand around, 
“watchful waiting,” but 
not one of them gives 
a helping hand. 


As with men, so with 
wrenches. One day an 
unusual job, heavy and 
difficult, called for a 
“Big Husky to Shoul- 
der the Burden.” The 
chief sized up the situ- 
ation and procured a 
COES 





had 


Other tools 
been tried, but the big, heavy. 
brass nuts and unions would 
not budge for them—not even 


Wrench. 





a fraction. The wrenches 
slipped—the result was costly 
material scored and damaged. 
Then came the COES Key- 
Model—a quick adjustment 
—a tight fit—a sure grip— 
tremendous leverage and a 
steady pull. The Key held. 
Each time the nuts and the 
unions responded. Not a fit- 
ting was damaged. 


Mr. Dealer, if you want to 
provide the tool that “De- 
livers the goods” in perfect 
condition, recommend COES 
Key-Model Wrench. Sizes: 
28”, 36” and 48”. A 72” size is 
furnished on “Special order.” 


Made of 
Heavy 
Steel Forgings 


Your Jobber will supply you. 


Buyers 
@talo, 





COES WRENCH COMPANY 


“In Business Since 1841” 


Worcester. Mass. 
Selling Agents: | 
2 i rr MSD, ...0600066000.008 29 Murray Street, New York | 
JOHN H. GRAHAM &CO.......... 113 Chambers Street, New York | 
FENWICK FRERES................ 8 Rue de Rocroy, Paris, France | 
| 








_ felt that authentic information of the approximate per- 


centage of people stopped by the various levels of light- 
ing would be of value to the trade. 

With this thought in mind, typical windows having 
average locations were selected for a series of tests. 
Then, with the windows dressed in their usual manner 
and illuminated to a relatively low value, about con- 
sistent with that found in the average store where the 
lighting problem has not been studied, a count was 
taken of the number of passersby who actually stopped 
and examined the materials upon display. The follow- 
ing results, which to the uninitiated,are no doubt sur- 
prising, were obtained: 

With 15 units of light, only 10 per cent of the total 
number of passersby were attracted. When further 
lighting equipment was installed so that 30 units of 


_ light were provided on exactly the same display, 12 per 


cent of the total number of passersby, or an increase of 
20 per cent in the number of observers of the display 
was noticed. With an increase to 50 units of light, 15 
per cent of the total passersby paused for further exam- 
ination. In other words, an increase in drawing power 
of 50 per cent over the first case. With 65 units, 17 per 
cent stopped, an increase of 70 per cent, while with 85 
units, 19 per cent stopped, showing an increase of 90 
per cent. The final limit of light used in each test was 
100 units, which test showed to stop 21 per cent of the 
passersby, or an increase of approximately 110 per cent 
in drawing power, as compared to the initial level. All 
of these tests, it should be borne in mind, were carried 
on making use of exactly the same display, at same lo- 
cation, and under the same general conditions. Tests 
were conducted over a wide period of time, under all 
conceivable weather conditions, and, strange though it 
may seem, the percentages were practically the same in 
each of the cities where the tests were carried out. 

The unit of light is the foot-candle. Non-technically, 
this may be defined as the quantity of light received 
on a surface 1 ft. distant from a light source of 1 cp. 





The bump of good nature is the only swelling that 
never gives any one any pain. 


Some men expand under the impetus of responsibil- 
ity; others merely swell. 


There was once a man who always signed his name 
with a rubber stamp. Now he never has occasion to use 


a signature. 


Running a business without proper records is like 


| peeping through a key hole with a glass eye. 


To some men life is a continual vacation; they work 
and love their work. To others life is constant drudg- 
ery; they loaf and love nothing. 
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~The Shifting Trade Balance 


N its analysis of the foreign trade of the United 

States for the first four months of 1926 the De- 
partment of Foreign Commerce of the Chamber of 
Commerce of the United States finds that the most 
striking development has been the shifting of the trade 
balance from exports to imports. 

Significant as this might appear, however, the De- 
partment does not regard the change as momentous. 

“An excess of imports for a month, a quarter, or 
even a year,” the Department says, “is not unknown in 
our foreign trade. Since July 1866, in 194 out of 718 
months, or more than one-fourth of the time, monthly 
imports have been larger than exports. However, in 
this period there have been only 11 years in which the 
total yearly trade showed an unfavorable balance, all 
occurring before 1894. 

“In the last 25 years an excess of imports in three 
successive months has occurred five times—in 1909, 
1910, 1914, 1923 and 1926—one period (1914) even 
extending to five months and two (1923 and 1926) ex- 
tending to four successive months, 

“A smaller United States grain crop, diminished de- 
mand from the European textile industry, and re- 
stricted buying generally in Europe all combined this 
year to curtail severely our exports of raw cotton, 
grains, and copper, a decrease which more than offset 
the splendid gains in our exports of numerous lines of 
American Manufactures.”—Today’s Business. 





Loyalty 
Loyalty is its own reward. The man who will not do 
his best under all circumstances, who will not render 
the highest service of which he is capable, is not only 
disloyal to his employer, but he disregards the dictates 
of his own highest self. Remember that it is a much 
greater thing to build a life than to make a living. What- 
ever you do for the interests of the man who employs 
you, reacts upon your own life and character. Every 
new idea or method you originate, and every bit of 
exceptional service you render, is of infinitely greater 
value in the way of developing your own possibilities 
than it can possibly be worth in the way of immediate 
financial reward. The man who is disloyal to his em- 
ployer defrauds him, but what is much worse, he robs 
himself. “We make a living by what we get, but a life 
by what we give.” Most people are so busy thinking 
about what they can get, that they have little time left 
to think about what they are going to give. If they 
stopped to analyze the situation they would know that 
if they placed the emphasis on the giving and the service 
they ought to render, their getting, or income, would 
take care of itself—Knox, in Salesmanship and Busi- 
ness Efficiency.—Power News. 








It’s not the number of hours a man puts in at his 
place of business that builds success. It’s how he uses 
them. 


There’s one good thing about a rut. It prevents 
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Suppose This Item 
Appeared in Your Paper? 


Would you be curious ?—W ould it make 
talk ?—Could you stop the buzz-buzz with 
a club? 





Read the item printed at 


the left—‘“‘State Charities 
= ++. Board Fro Board Protests Giving 
State Charities -— by Away Baby.” Pretty se- 
tests Giving rious, isn’t it? Breaking 
eal itor of the law and all-of-that 
in yesterday 8 Me received “e 
Lebanon Kus iss Mar The w 
| oo — ogy rhe State Mary “ain aed 
Alexander, ein Tillie Jones and Bill 
Board of charities May of a live Smiths, who wonder 
w, proposed BIVINE BY ow Club: ~~ 
the = the local Red April 27th what it’s all about. 
pe oat ity, Mo- F ebanon; Yet they will be around, 
J n Rustic, never fear, to find out 


t vs what it is all about. 
















skidding. 
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and to have 
confidence in 
us. 








- 


Sign and Mail 


MR. C. E. DEPEW, 
c/o Red Arrow Service Co., 
Springfield, Ill. 


FOLLOW; 
THE | 
ish 


TRADE 


Without obligation I would like to 
know more about Red Arrow Service 
to retail merchants. 








MARK 


eee eeeveeewneveevn eee eeeneeneneaneenee 


Address 


7 eeeeeeeeeseeseeeeeeeean 


aaeseeneeesesesessasandt 
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Says the Man Behind the Counter 


Mishawaka and South Bend, Ind., I recently 
noted the sign: “Play so you can work.” Not 
a bad idea in that slogan. It admits without comment 
that work is the main thing and that our play ought to 
be chosen with a view to its helping to make us more 
fit for the big thing in life—work. A young hardware 
man does not always realize that he is handicapping his 
work by too much play, or by the wrong kinds of play, 
or by letting play become the main object of his life, 
with work only something used to get the money for 
more play. 
Steady work, with enough play to keep one physically 
and mentally fit: result happiness. 
Steady play, with just enough work to hold the job 
and furnish support: result unhappiness. 


() VER the entrance to an amusement park between 


% % * 


He was little, he was lame, he was bespectacled with 
those thick, goggle-eyed lenses, but he never missed a 
trick. I asked for a screw driver. He didn’t ask me 
what kind or what size. He brought four screw drivers 
and a little assortment of screws in his hand and he pro- 
ceeded to show me that the screw driver that fitted one 
size of screw would not go into the eye of a smaller 
size, and that the screw driver that fitted the small 
screw would only turn and twist and ruin the eye of a 


big screw. He showed me the advantage of the leverage 
of the big screw driver where it could be used, and he 
talked about those old screws that are rusted in place 
and are hard to start. When he got through, I walked 
out with a large screw driver and a small one, both 
good ones, and I had walked in to get a cheap one to 
have in the house. 
* * * 


Not every retail hardware salesman realizes the im-. 
portant factor the traveling man may be in his advance- 
ment. Many young fellows move to better positions in 
better stores in better towns because of a recommenda- 
tion some traveling man gives them to a dealer who 
wants a new employee. Many young fellows who want 
to go on the road themselves are helped to positions in 
that line of hardware selling through the influence of a 
traveling man. 

It is worth the young salesman’s while to create a 
favorable impression upon the traveling men who visit 
the store. This impression will be developed by the 
actual ability in store work as seen and learned of by 
them, not by attempts to curry favor with them, cer- 
tainly not by seeming willing to place their advantage 
ahead of that of the store. 
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Myers’ Self-Oiling Power Pumps 








create new power pump business through 
the realization of service not attained by 
other types of power pumps. Maximum 
power water facilities, minimum mainte- 
nance costs, safety and long life—funda- 
mentals always considered first—bring 
quick decisions by prospective power | 
pump purchasers in favor of Myers Self- 
Oiling Power Pumps. 





PZ 
HAY TOOLS & DOOR HANGERS 








Positive self-lubrication, housed working 
parts, extra large valves and other exceptional 
qualities earn good will dividends wherever 
Myers Self-Oiling Power Pumps supply the 
water, and besides, they insure increased busi- 
ness and better profits for those who distribute 
them. With a style and size for practically 
every need, sales opportunities are restricted 
only by sales efforts. Catalog and prices on 
request. 














THe F.E.MYERS &BRO.CO. 


ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 
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Installment Selling and Buying 





\ F late, we have 
< been reading 
» and hearing a 


great deal concerning 
the virtues and evils of 
installment selling. 
Most of this talking 
has been done by the 
men who have some- 
thing to sell. We have 
heard very little from 
that rather insignif- 
icant individual, the 
consumer, who is being 
taught to buy on time. Business men are debating 
whether or not it is a good plan to sell on time, while 
the consumer has no voice in the matter at all. Per- 
haps it makes no difference what he thinks about it. 
Perhaps the public is just as much divided in its views 
as are the business men. However, I, as a working 
man, a consumer, wish to give my views on installment 
BUYING. 

Although I realize to some extent, the enormous 
amount of business that is being done every year 
through installment selling, and that anyone who says 
anything against it is likely to get himself disliked; 
although I know that many business men are making 
a success of it and that such men as John Wanamaker 
and Henry Ford indorse the plan most favorably, I wish 














to be listed as one of many consumers who are absolute- 
ly not in favor of it, except where a purchase on time 
will enable the purchaser to earn or save a consider- 
able amount. 

Why am I not in favor of the plan? Mainly because 
it brings hardship to thousands of people, people 
who can not afford to make large purchases regard- 
less of the terms. It makes families go under-clothed 
and underfed, this keeping up payments on some un- 
necessary luxury. Quite true, the people who can not 
afford to buy at any terms should not buy, but with 
the thousands of smooth tongued salesmen of today, 
they don’t buy, they are sold. I agree that the brand 
of salesmanship of today is mighty fine and is to be 
encouraged, but that does not help the purchaser who 
is sold, possibly against his own better judgment, some 
article which he does not really need and which will 
decrease his income, rather than increase it. 

Where this installment selling will end, if it does end, 
I do not know, but, I believe, that sooner or later, there 
will have to be some change. I can not see how mer- 
chants will be able to continue indefinitely to sell on time 
when about 85 per cent of the pay envelopes of the 
country are owed to them now for about three years in 
advance. I believe that the merchants, finding business 
a little slow, have taken to installment selling with the 
idea of course, of increasing business; but, just as long 
as there are people who owe all or nearly all of every 
week’s pay, just so long will cash business stay poor. 





graphite is behind this product. 


erence of every engineer and mechanic. 
Write for Trade Prices 40-C. 
Joseph Dixon Crucible Co. 
Jersey City, N. J. <R>G Established 1827 





DIXON’S 
FLAKE GRAPHITE 


The World’s Perfect Lubricant 


Ninety-nine years’ experience in producing and refining 
It is free from grit or other 
abrasive substances and its distinguishing quality is that of rich 
unctuousness—smoothness and softness to the touch. 


Dealers who sell Dixon’s Flake Graphite do not worry about satisfied 
customers. It is the standard flake lubricating graphite and is the pret- 
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No. 1—Coarse Flake 
No. 2—Fine Flake 
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Lvaisoef 
“BUILDERS” 


Building activity means an 
added demand. er brace up 
your stock of carpenters’ i 
No. 660 illustrated is flat, octa- 
MEDIUM \ead, red 


gon shape, 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
HIARD _\ead under our trade 
number 659. 
Send for samples and prices. 


PENCIL COMPANY 
PHILADELPHIA _iU.S.A, 











No. 32 Torch 
Ask for latest price. 


If You Could See 


every part of the No. 32 Torch 
you would be convinced that its 
makers must be mechanics skilled 
in the work and that only mate- 
rials best suited for each part had 
been used. You would then under- 
stand why the No. 32 is so popu- 
lar. Costs but a trifle more than 
some and will save user its cost 
in fuel saving alone. 


Jobbers supply at factory price. 


Clayton & Lambert Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 











Sizes 1° & 1%” 
Packed in 
100-Ib. Kegs 
& S-Ib. Boxes. 


CRESCENT BRASS & PIN COMPANY 


5760 Trumbull St. 





Four Times the Holding Power 


Simplex One-Piece Roofing Nails 
have large cup heads four times the 
area of ordinary nails which gives 
them four times the holding power. 


rate SIMPLEX. =x 


Reg. U. S. Patent Office 


ROOFING NAILS 


No assembling—can be applied in 
one-quarter the time that nails and 
tin caps require. 


Send for Samples and Prices. 


Detroit, Mich. 
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The consumer has spent what he hasn’t got, to the 
extent that he can’t buy for cash. He simply hasn’t 
got any. 

Regardless of what I, or any other consumer, may 
say regarding installment selling, it will continue, I 
suppose; but I would like to advise all merchants who 
are selling this way to have a heart and not sell every 
Tom, Dick and Harry, who can give the proper security. 
Look into the individual cases and see whether or not 
one can afford to buy on the installment plan. You say 
anyone can afford to buy that way, it’s a means of 
saving money. I, as a consumer, say NO! Personally, 
I have had no experience with installment buying, but 
from my observation of those who have been tied down 
to monthly payments, I guess I will continue being a 
little independent and pay as I go. The majority of 
those with whom I have talked, say that if they ever 
get square with the world again, that in the future they 
will never buy on the installment plan. 

I have said my say, but nevertheless, installment sell- 
ing is increasing, and I, as a salesman, will probably 
continue selling that way. So, we may talk, and we 
may argue, but “the smoke will go up the chimney just 
the same.” Walter D. Meany. 





The High Cost of Children 


It costs about $6,150 to bring up one child from and 
including birth to the age of 18, according to the Met- 
ropolitan Life Insurance Company, which is making a 
series of studies on “the value of man” based on the 
approximate expenditures in dollars and cents for a 
growing child during the nonproductive period of life. 

This total is reached by adding to the initial “cost of 
being born,” estimated at $250, the sums of $2,500 for 
food; $1,620 for rent, reckoning the share of the child 
as one-sixth of the total so expended; $300 for fuel and 
light, $351 for furniture and household maintenance; 
$144 for first cost of installation of the home; and for 
clothing, $912 for a boy and $1,002 for a girl. 

Now, somebody ought to go ahead and figure out the 
just value of a matured boy or girl to his or her com- 
munity. 





Teaching from Actual Tests 


The best way to convince the housewives of the low 
cost of cooking by electricity is to have actual tests 
made of the amount and cost of power used when cook- 
ing certain standard dishes on the various types of 
electric stoves or grills advertised. The domestic 
science teacher at the local high school, or someone 
recognized in the community as an authority on house- 
hold economics could no doubt be got to conduct the 
tests, while the local power company, which will profit 
directly by every article of equipment sold to the public, 
will no doubt be glad to lend the services of one of its 
employees for the calculation or verification of the calcu- 
lations of power consumed and costs. 

These tests should be given the widest publicity pos- 
sible, both through newspaper advertising and the dis- 
tribution of the data in leaflet or booklet form direct to 
the housewives. 
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Shelves on Roller Skate 


Wheels Sell China Sets LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 
graph cartons of | lb. 4 lb. and 4 Ib. and in 

at Papers. We would é te like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 





1926 CROP 


Before buying for delivery after 1926 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair prices, 
we would not have existed 
so long. 


Businese Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 





These movable shelves enable the Maxwell Hardware 
Co. in Oakland, Cal., to show 70 dinner sets where 
ordinarily they would have room for not more than 10 





COLONIAL BOY COPYRIGHTED 





INDING room to display dinnerware is a serious 
problem in most hardware stores. But Maxwell’s 
in Oakland, Cal., has found a novel but very satisfactory 


way of overcoming this difficulty. Moe’s Reliable 
O ide of the store, adjoining the entrance, hav ° 
n one side 0 e store, adjoining the entrance, have Poultry Supplies 


been built ten groups of shelves, graduated in width, 
with seven shelves in each group. The unusual thing 
about these shelves is that they are movable, each slid- Everything from leg bands to in- 
ing back and forth very easily on steel rollers taken cubators and colony brooders. 
from roller skates, with four attached to both sides of 
the shelf frame below every movable part. 

The practical advantage of this arrangement is that 
each shelf may be pulled out far enough from the wall 










MOE’S 

LEG BAND 
The fastest selling and most satisfactory 
line on the market. 












to permit a ving gp ater my whee Saad dor Catalos. 
piece in a dinner set. Each shelf is jus e right size 
to hold a complete set of samples of an ordinary sized HOEFT & COMPANY, INC. 
service. : 2305 Davis St. North Chicago, IIl. 
Maxwell’s has so little space that without the help of 
the shelves, it would scarcely have room to show more . 
| Give them PHENIX QUALITY 


than seven or eight sets to good advantage. As it is, 
they are able to show about 70 services. Tables in the 
department are used exclusively for the display of 


fancy china. 


In Screen and Storm Sash 
Hangers and Fasteners 


Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 


lest applied, most eC 
efficient--that’swhy BD 


they sell best. New Saad 


improvements put , : 

them in a class 

of theirown. Write 

to-day for Catalog P 
oo 





The head of a coal firm, irritated beyond endurance 
at a driver’s blunder, told the man to go to the office and 


get his pay and not to come back. 
“You are so confounded thick-headed you can’t learn 


anything!” he shouted. 


i 


showing full 
Phentx line. 
Samples free. oo 








Sold by all leading 








; 





“Begorra,” answered the driver, “I learned wan thing | | jobbers. 
since I’ve been with ye!” No. 118 Pestener 
‘“What’s that?” snapped the other. PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 











“That sivinteen hundred make a ton.” 
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New Line of Portable Millers 
Falls Drills 


The Millers Falls Co., Millers Falls, 
Mass., is now marketing a Portable 
Electric Drill, known as Number 414, 
equipped with a Universal electric 


motor, which operates on either D. C. 
or A. C. up to 60 cycles. 
is 1800 r.p.m. 


Its speed, 


without load and its 





capacity is from % inch in steel, 


Other 


clude heat treated alloy steel 


ball thrust bearing on spindle, arma- | 


ture mounted on high grade ball bear- 
ings, automatic switch on handle, 
armored attachment plug and an 
efficiently ventilated aluminum hous- 
ing. Another feature of the drill is 
the pig-tail brushes, not usually found 
in a drill of this size, which can be 
easily replaced from the outside with- 


A MILLERS FALLS 
TOOLS / 





out taking the tool apart. It weighs 
5% pounds and its length overall is 12 
inches. The drill is packed in a heavy 
corrugated box. 

The Millers Falls Company is also 
furnishing a new and attractive brace 
display, known as Number 92 for its 
of Ratchet Bit Braces. It is a 


line 
four color combination display stand. 
Shetack Hack Saw 
Arthur Collier, manufacturer of 
saws and blades, 453 Brixton Road, 
London, S. W. 9, England, has recently 
announced and placed on the market 
the Shetack Saw and Blade, as illus- 
trated herewith. The frame has been 





so designed as to enable the user to 
cut through sheets of any width or 
length. 

It will cut smoothly, swiftly and 
evenly through any kind of sheet metal, 
corrugated iron, vulcanite, ebonite, 
asbestos or fibre sheeting, regardless 
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of the length or width of the object 
to be cut. No skill is necessary in its 
use, any mechanic can use it without 
instructions or extra exertion, it is so 
simply constructed. 

The tool consists of an entirely new 
hack saw frame, strongly constructed 
of steel with a cast steel blade suffi- 
ciently thin to follow the cut of a 12 
inch hack saw blade. The angle at 
which the blade is held in the frame, 
combined with the curve of the handle, 
insures perfect alignment in cutting 


and ease in use. 


New Lufkin Signs 


A set of six signs in most striking 


'and attractive colors and design has 
5/16 
inch in cast iron, to *% inch in wood. | 
features of this new drill in- | 
erma.| of its kind. 
Steel Tapes of two patterns, a Folding | 


just been brought out by the Lufkin 
tule Co., Saginaw, Mich., covering 
Rules and Measuring Tapes. 

Each item shown is the best seller 
The assortment includes 


Boxwood Rule, a Spring Joint Wood 





Rule, a Folding Aluminum Rule, and a | 


Folding Boxwood Extension Rule. 

Each card illustrates one item, show- 
ing it in natural color and in prac- 
tically actual size. The wording on 
each card is very limited and to the 
point. These things, together with the 
striking color combination of bright 
red, black and yellow, with light gray 
border, make the signs stand out even 
at a distance and easily read in any 
position. The signs are of good grade 
and weight cardboard, size 10x13 inch, 
equipped with easel back and with loop 
for hanging, and each set is securely 
packed. 


Electric Flat Iron with 
Automatic Heat Control 


The Liberty Gauge and Instrument 
Co., 6612 Euclid Ave., Cleveland, Ohio, 
is now marketing the Liberty Auto- 
matic Heat Controlled Electric Iron. 


the result of three years of experi- | 





mental and research work, developed to | 


its present stage of perfection. 
new iron will 
even, smooth ironing temperature. 


Among the special features of the 
Liberty Iron are: 


a cool handle, no 


soiled fabrics or perspired hands, a 
convenient heel rest and perfect bal- 
ance, which eliminate fatigue, grace- 
ful sloping design that makes ironing 
plainly visible and a tapered point 
which gets under buttons, into ruffles 
and sleeves with perfect ease. 

The iron is beautifully finished and 
guaranteed for two years. 

The cool handle, a special feature of 
this iron eliminates stained fabrics, 
perspired hands, etc., on the part of 
the user. 





This | 


maintain a constant, | 
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New Portable Electric Pipe 
Machine 


Hall-Will, Inc., manufacturer of pipe, 
bolt and nipple threading machines, 
Erie, Pa., has recently placed on the 
market the Red-E-Hall Portable Elec- 
tric Pipe Machine, with a capacity of 
from % inch to 2 inch pipe, and % 
inch to 1% inch bolts. It can also be 
used as a power unit, using a universal 
shaft to drive hand stocks up to 12 
inches. 

It is designed primarily as a portable 
machine but can be changed over in 





three minutes to a stationary machine. 
It will produce precision threads on a 
production basis. 

The machine is made of malleable 
iron and steel throughout and is light 
in weight, weighing 450 pounds. It 
has a built-in truck, elevating instantly 
for portable operation. The rear feet 
of the machine are mounted on small 
wheels, while the front feet are pro- 
vided with double swivel castors, which 
elevate the front of the machine when 
the handle is moved forward. A fric- 
tion clutch, for stop and start, operates 
instantly by a lever handle on top. It 





contains a silent chain drive, direct 
from motor to machine. The motor is 
one horsepower, with 1750 r.p.m. 


bolted direct to the main frame. 
Timken roller bearings are furnished 


on all driveshafts. It has three 
speeds, one extra fast for cutting off 
operations. All gears are nickel 


chrome steel, heat treated. The oil 
reservoir is exceptionally large and can 
be lifted out and cleaned within a few 
seconds. 

Standard equipment 
extra sets of dies. 


includes four 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 
BRAIDED CORDS - COTTON TWINES 


cl lee ae a al i NS ta tcl 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake 8t.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine ‘Bt. ; 
Ogden, Utah, 2327 Grant Ave. 




















Belt Punches Arch Punches 


Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Alse: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write oo Catalog 


Cc. 8. OSBORNE & » NEWARK, N. J. 
ESTABLISHED 1826 


The Protective Feature Sells It 


Our ILCO No. 202 
Night Latch has a Pat- 
ented Feature which 
dead-locks the 
3o0lt and Inside 
Knob when key 
is turned once 
backwards 
3olt cannot be forced back or lock 
: opened from inside by the knob. 
Can also be used as ordinary night 
latch. A ready seller. 


Send for Catalog No. 7. 


(i) INDEPENDENT IOCK CO, 


Fitchburg, Mass., U. S. 
Manufacturers of Cylinder Locks, Padlocks, a Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys ‘and Hardware Specialties 




















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Lron. Stock it and increase 
your sales. 


Made only by 
ANTI-BORAX COMPOUND Co. 
Fort Wayne, Ind. 





PAT. MAY 27,1908 


Makers of Every Kind 
of Screw, Nut and Bolt 





| Some Ta 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 




















Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 








Western Factory: Dayton, Ohio 
Plain or eae in 


STRATTO x 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








(Soss) Invisible Hinges 


For houseowners, carpenters, cabinet 
| makers, etc. Simple in design. Soss 
1 invisible Hinges will give long service. 

e our Catalog in Sweet’s, pages 
1578-9. 


SOSS MFG. CO. 
778 Bergen St., Brooklyn, N. Y. 














Robertson “Horse Shoe” Magnet Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal . 

(the oy offered) at the Panama-racitt maposition. 


Good profit. 
ame and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








HACK “JF LES NOX” saws 
remy OD | smcros 


DISTINCTION 
“The Tools in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS ~ GLASS CUTTERS 





UNIFORMITY 











n BARROWS 
joel 


WHEELBARROW CO. 






MILWAUKEE 
WISCONSIN 
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Allsteel Shelving for 
Hardware Stocks 


IGHT, strong, fire-resistant — quickly 
erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 
Allsteel Shelving makes the finding and placing 
of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The 
Allsteel mark on the shelving you buy is a guaran- 
tee that you’ve made a permanent investment. 
Write for a copy of ‘‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Piant: Toronto, Ontario 











Feeseeeseea 


aseaneaeeam Attach this coupon to your firm letterhead sauasaaease 


The General Fireproofing Co., Youngstown, Ohio 

































(H.A.) 


Please send me without obligation a copy of your book “Saving with 


Shelving.”’ 
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AS originators of the Tubular 
and Clinch rivets and with a 
record of more than fifty years of 
successful accomplishment _be- 
hind us, we know that this product 
cannot be made better or priced 
fairer than we make them and 
price them. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


gnoeern” coed 
en: 08a 
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COMPANY 


AARURRAAAADULOAANDUADUADORADAADAAAADAAAMAAAAAAMADAVAUDOAAAAANADAAADAEAUANAAAAAAMAMOOOANAAA 


BOSTON 








TUBULAR RIVET & STUD 
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Tell Him and Sell Him 
HINK of all the vast amount of time 
wasted by folks who carry water in pails 

when at comparatively little expense a Deming 
“Oil- Rite” Pump will do all the work! Jot 
down the name of the first man you think of 
who is still a “pail carrier.” Then make it a 
point to tell him and sell him out of his “pail 
carrying habits.” 

The Deming “Oil- Rite” Deep Well Pump 
(illustrated above) is built to overcome sales 
resistance. Why? Because it’s automatically 
oiled, assuring durability and long life; it’s sim- 
ply and ruggedly constructed, assuring accessi- 
bility and freedom from the necessity of tinker- 
ing repair work. Furthermore it’s—but why 
try to tell about a score of its advantages here 
when every detail is adequately explained and 
illustrated in a special Bulletin devoted to Fig- 
ure 1062, the Deming “Oil- Rite” Deep Well 
Pump. How many copies of this Bulletin can 
you use? Complete Catalog also ready for 
your word to mail. | 
THE DEMING COMPANY, Est. 1880, Salem, Ohio 


- 6 


wD 


Deming Power 
Pumps Include 












a 








Deming Hand 


The Demi 
a aa Pumps Include 


Distributor in 


. ? : ee ’ 





Triplex Power Pumps 


Centrifugal and 
Rotary Pumps 
Deep Well Working 

eads 


Hydro-Pneumatic 
Water Systems 


Horizontal Double- 
Acting Power Pumps 











your territory 
is stocked for 
immediate 
shipments. 
His coopera- 
tion can be de- 
pended upon. 


Pitcher Spout and 
Cistern Lift Pumps 


Set Length Lift and 
orce Pumps 


Well and Windmill 
Pump Standards 


Spray Pumps for all 
purposes 
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Onl, skilled craltsman- 
ship and a high ideal of 

uality makes possible 
the precise uniformity 
and superior finish ol 


CRIFFIN Hinges #0 


RIFFIN 


Manufactunng Co 











ERIE, PENNSYLVANIA 


“ Branch Offices__ 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFOROD ST. BOSTON 
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The “Long Distance’’ Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme?” he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he 
wants gets the business. 


Your Jobber stocks “Perfect.” 


(UHV ESTA TRATES 


LUDLOW-SAYLOR WIRE CO. 





July 22, 1926 


ANNUAL ALLAN 
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Sets Teeth Alike on Both Sides 


The Oscill string Plunger (an exclusive feature) per- 
mits user to set plunger to exact pitch of tooth. 
Plunger comes in contact with tooth at proper angle 
—no interference with any other tooth, either ahead 
or back of the tooth being set. For this reason 


the 


Se” 


“Pistol Grip” 
Saw Set 


is the only Saw 
Set which makes 
it possible to set 
the teeth on both 
sides alike, clear- 
ing the saw equal- 
ly on both sides 


and preventing it sali 
from cutting or April 8, 1924 
running to one 

side. Patented 
Packed one in Oscillating 
box. Plunger 





Manufactured by 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Salea Representatives: 
Ww. R. VOORHEES & OO., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. 
GRO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 












Paint, Like 
Advertising 
Works Wonders 


MILLION dollars a letter is the 
value placed on a slogan used to 
advertise Paint and Varnish. 


What made the “Save the Surface” 
slogan so populare Good advertising 
and the thought it contained: To save 
property as well as improve tts appear- 
ance. 

Now Paint, like advertising, can be 
made to work wonders. 


But don’t expect dealers to spread 
your paint story and consumers to 
spread your paint unless you mix your 
paint message with good advertising 
and spread it in the right medium. 


That medium is the Paint and Var- 
nish Issue of Hardware Age—the 
fourth issue of each month. 
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Let us clear up all doubt in 
your mind—New Britain None 
Better and Handle Lock Socket 
Wrench Sets do sell readily and 
at a good profit to you. Natur- 
ally you won’t sell many if you 
have them out of sight. Carry 
a good assortment from our 
twelve different combinations 
at popular prices, give them as 
much display as any other item 
and you will move them just as 
quickly. 



























Your Jobber can supply you 






A 





or we will, Me ~~ ) 
if 


Vif 
a i 1 

The New Britain Machine Co. UM 
eZ)» New Britain Connecticut 


= 
ss Socket Wrench Sets _ 



















GARAGE DOOR HARDWARE 


When Your Customer says: 
“Sharpen Your Pencil” 


—just figure on Twenty-Eighty Folding-Sliding riveted to hardened axles that revolve on lubri- 


i j ; trolley 
door hanger. And you won’t have to apologize cated roller bearings. Standard Allith } 
i . tracks with round troughs and hanger wheels. 


F Bracket gives maximum strength and a wide 
Twenty-Eighty Folding-Sliding Door Hardware range of adjustment. 

has saved many ‘“price’’ jobs—and made many 

ae: aa Seen Packed in handy carton with all hardware 


It’s all steel. Hanger has strong frame, adjust- parts and track. Attractively priced. Write for 
able vertically and machined cast wheels securely catalog. 


when you deliver the goods, either. 


ALLITH-PROUTY COMPANY 
DANVILLE ILLINOIS 


Manufacturers of 


Garage Door Hardware Overhead Carriers Spring Hinges 
Fire Door Hardware Rolling Ladders Door Hangers 
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business. 
requirements of your customer. 


their own” against the best. 


Your suggestions are 
an important part of 
merchandising  ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 
home. 


For Perfect Team-Work 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a substantial repeat 


Feature tools that are adapted to the individual 
Point out the many 
advantages of Bemis & Call features that “hold 





Diamond Nozzle 


Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 

The user is insured against wet feet. 
Made in 3%” size only. 

The name 


SHERMAN 








bat 


B. &€ C. SCREW 
WRENCH offers real 
improvements. Bars are 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 


and bol- 
piece. 


Handle. frame 
ster are one 


Write for complete de- 
tails and prices. 





BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 


Your Jobber can supply 











you. If not—write us. We 

also make Brass Hose Coup- 

lings. 

H. B. SHERMAN MFG. CO, Sterman_ Hose Clamp 
Battle Creek Mich. asennad 








i“. 

















Trade 


Service and satisfaction to the user 
BRAND CHISELS are guaranteed perfect. 
men all over the world appreciate quality. 


satisfaction. 


508 E. Hennepin Ave. 
Minn. 


E. A. BERG MANUFACTURING CO., Ltd. 
ESKILSTUNA, SWEDEN 


SHARK BRAND CHISELS 
—Y APR Rai etn 


Made of Swedish tool steel—the very best and noted for their durability 
overn the manufacturer of Swedish tools. SHARK 


Mark 


Made of the best Swedish Tool Steel and crafts- 


Hold the good will of your customers by selling them tools that will give this service and 


We carry a full line of Swedish made tools and hardware. 
Order from your jobber today, or write. 


SCANDINAVIAN-WESTERN IMPORTING COMPANY 
116 Broad St., N. Y. 





Coristine Bldg. 
Montreal, Can. 
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SELLS to MECHANICS on SIGHT 


The Perfection Pocket Level and Plumb Attachment 


Is so handy that Carpenters, Plumbers, Steam Fitters, Brick 
Layers and Masons buy on sight. Every one is absolutely 
accurate. Two Spring Steel Clips are furnished with each 
Level for attaching it to a Carpenter’s Square for plumb- 
ing or leveling. Can be used on a two-foot rule without 
clips. Sample Display Carton for counter use holds one 

dozen Levels, gets instant attention and makes sales 



















as soon a no Mae Aa agg tn me yg Ret my 
price, 60c. each, there is a eral profit to alers _ 
Order a Sample Carton now and be ready to supply MODERN UTILITIES CO. 
mechanics who respond to our National advertising. Manufacturers 
We will furnish electros for your catalogs on : 
request. 140 So. Second St., Harrisburg, Pa. 

















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 


ings in the United States. 
Manufacturers’ Agents in United States, Canada and 


Foreign Countries. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
; Mail Order Houses handling hardware and housefurnish- 
ngs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Gooda Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 








Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 It isn’t bard. Bvery mechanic needs the entire set in his work, and 1 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 

















additions and corrections, and these all appear in the resolves itself to a question of selling him once or seventeen times. Bring 
Seventh Edition. out the value, of the ease, caso, its ee Se keeping the bite in order and near at 
Hardware Wholesalers find Verified List of great value in page cnet only bits that are not dependent on a center or 
‘‘checking’’ their retail prospect records. level to guide them. They cut from the outer rim. The entire ~~ ay ts 
. at work all the time; no jeoned ends; every part of the work is smooth and 
$12.00 postpaid polished. They bore their way through h bard, knotty, cross grained wood, 
leaving a smooth wale and clean, polished surface. 
. ° Let us send you catalogues. Order through your jobber or direct. 
Hardware Age Verified List Department : ‘ 
8 P The Progressive Manufacturing Co. 
239 W. 39th St. New York, N. Y. TORRINGTON, CONN., U. S. A. 

















G G 0 Q Q ~ ‘ The New Miller Heavy-Duty Socket Set 


Supplied, as shown, with 7 sockets, 2 extension bars and 
sliding T handle. One extension bar is for work in hard-to- 


reach places. 

Sockets are hardened carbon steel guaranteed against any 
defects. To afford super-strength both sockets and exten- 
sion bars are made over-size in diameter. 


Each set furnished in an attractive leatherette roll. 


Write for Discounts on Set No. 15. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Bastern Representatives: James A. Gaffney Co., 35 Warren 8t., New York, mS 
Western Representatives: Alden Glaze & Co., 143 Second 8t., San Francisco, Cal. 
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Made for the 
HARDWARE MAN 





ASSM’T 4100 
Price $3.95 


Handsome Display Container and one dozen shears, 6 pairs 
each—7 and 8 inch. Strong, heavy pattern, bright nickel 
finish. INTRODUCTORY OFFER: Try One Box. 


Eversharp Shear Company 
2000 Knowlton Street Bridgeport, Conn. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
~ — for all kinds of 
she ; 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
























Your Customers 


Have many uses for 


Moore Push-Pins 


(Glase Heads—Steel Points) 


to hang up small pictures, photos, prints, etc., without 
marring walls. Harmonize with any color decoration. 





For Heavy Pictures, Mirrors, etc., 


Moore Push-less Hangers 


(Scientifically Constructed for Strength) 





Popular 10c Packets 
Used in Millions of Homes 
Illustrations of Counter Displays, Price List, 
Discounts & Samples on Request. 
Moore Push-Pin Co. 
(Wayne Junction) Phila., Pa. 
















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stnad all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MF G. CO. HARTFORD, CONN. 








look for nite full name 


Russell Jennings 


se teel ores Meleie de lem celelevemme) mrelels 


Auger Bits 


The original doubie twist augel bit, Date nted by 


Mr. Russell Jennings in 185) 


Russell Jennings Mfg. Co. 
Chester, Conn. 





“Detroit No. 50” 


A Big Seller to Plumbers 
Tank is made of heavy gauge 


seamless steel with welded bottom 
and brazed fittings. Tinned to 
prevent rust. 

The generator is easily removable 
for cleaning without taking apart 
y fire pot. Send’ for Catalog 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 


New York Office: 45 Warren St.; Canadian 
Rep., George P. Fraser, 39 Tyndale, Toronto; 
Kettmann & Ten Eyck Sales Co., 326 8. San 
Pedro St., Los Angeles, Cal. 
Oscar Andersen, 627 W. Washington Bilvd., 
Chicago, Il. 
Louls Williams & Co., Nashville, Tenn. 














Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 
jobber’s salesman. You may forget. 
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Superior Brand 
Poultry Netting 


Costs no more and 
every bale is guaran- 
teed high quality in 
every respect. We in- 
vite comparison with 
any poultry netting 
manufactured. 

Superior Brand has 
ahsolutely straight sel- 
vage. The mesh is 
evenly and _ uniformly 
woven. Because of the 
stronge selvage and 
careful weave it is easi- 
ly erected and does not 
bag or bulge. 

Heavily galvanized 
either before or after 
weaving. Made in all 
standard meshes and 
widths. 


G. F. Wricut 
STEEL & Wire Co. 


Worcester, Mass. 














Peerless Honeycomb Radiators for Ford Cars 


For all models from 1917 to 1926 inclusive 
The leading Ford replacement radiator. Espe 
clally good for trucks. More cooling area and 
bigger water capacity. Don’t boil; won't freeze 
and burst. 


© other line of Ford replacements 
enjoys the popularity of the Peerless 
line. Highest quality at popular prices 
have made them leaders in this field. 
Ask your jobber or write direct 
The CORCORAN Mfg. Co. 


4903 Section Ave., Cincinnati, O. 





PRODUCTS 


FOR FORD CARS 


1926 Passenger Car Fenders and No. 7 Commercial Fenders for Model T 
Chassis When Converted Into Truck, Now Ready. 

















: American Steel & Wire 


Chicago, New York, Bostcs 
Denver, Birmingham, Dalles 
U. 8. Steel Products Ce, . 
Sam Francisco, Los Angeles, 
Portland, Seattle 


BARBED; Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, 7 a 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. Steel Gates. 

BANNER (formerly Arrow) STEEL POSTS. 

CONCRETE REINFORCEMENT. 

BALE TIES: Old reliable brands. 

TELEPHONE WIRE. 

WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 


























Easy to. Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 


— cig a ~~ Satisfies trade; profitable to you. 
diameters, horizontal 


tircle, 334 in. diameter, FX UGENEDIETZGENCO. 


complete accessories, New York San Francisco New Orleans 
tripod, box, etc. Chictfersburgh Philadelphis Washington 











300% Gain in Trade 


View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W. G Heller & Co. 20 Vaan tee Bon York Chey 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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Classified Advertising Rates 
Opportunity Exchange Section 


1 inch 


) Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


_ Positions Wanted Advertisements . 
50% off the above rates 


Address your advertisements and replies to 








Average !0 words to a line 
Allow One Line for Keyed Address 








Set Solid, Minimum of 5 lines... .$3.00 Hardware Age, Classified Opper- 
Each additional line.......... , . . ertisi tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Adv — York City 
Each additional one line....... .80 4 insertions, 10% off; 8 insertions, 15% Sisewene Aap to otiades exch & 


Remittance Must Accompany Order 
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BUSINESS OPPORTUNITIES 


HELP WANTED 











: M. M. GODSCHALK 
! STORE ENGINEER | 


Systems Installed Samples Mounted 
9070—206 St., Bellaire, L. I1—Phone Hollis 0725 ) 














FOR SALE—GENERAL HARDWARE STORE, stock and fixtures, 
also dwelling house, located in Northern South Dakota on the Yellowstone 
Trail and C. M. & St. P. Railroad. Situated in good farming community 
and no competition. Sales amounted to $42,000 last year. 
ings, fixtures and house worth about $15,000, and to make a quick sale 
will give 5% discount on everything. Address Box H-177, care of 
Harpware Ace, New York. 


Stock, build- 





WANTED—A partner to take half interest with experienced hardware 
man in the only exclusive hardware store in one of the best towns in 
eastern North Carolina, excellent progressive agricultural section, town 
with all modern improvements, inventory $35,000. Will need $7,500 in 
cash. Prefer man who can look after ofhce end. Old ee business, 


been very profitable. Address Box 461, Washington, N 





FOR SALE—Two buildings, and largest modern hardware, auto sup- 
plies, etc., store in North Philadelphia, having two fronts on busy streets, 
doing a very good business which can be increased threefold. Modern 
fixtures, good living quarters, all latest improvements. Good reason for 
selling. Priced for quick sale, $70,000.00. Address Box H-174, care of 
Harpware Ace, New York. 





FOR SALE—Going hardware and implement business in the best farm- 
ing section of Southeast Missouri. Can give long lease on store and ware- 
houses. Will take about $10,000.00 to handle. Clean stock. This busi- 
ness will bear closest investigation. Reasons for selling, other interests. 
Address Box H-169, care of Harpware Ace, New York. 





FOR SALE—Well established hardware business in good Northern 
Indiana town of 4,000. Only one other hardware store in town. Best loca- 
Will invoice about $12,000. 


tion. Complete and good stock and fixtures. V 
Sacrifice at less than invoice account of wife’s deathh HENRY J. 
KLEMM, Nappanee, Indiana. 





FOR SALE—HARDWARE STOCK, fixtures, etc., located within one 
of the best farming communities in Southern Michigan; will sell or lease 
building. Store established 40 years; best reasons for selling. Address 
Box H-154, care of Harpware Ace, New York, 





WANTING TO SELL, on account of owner’s death, a good “going” 
business, consisting of hardware, gents’ furnishings and groceries; chiefly 
hardware. Will sell all together or separate. Located at Mancos, Colorado. 
Address E. C. ATTANE, P. O. Box 361, Mancos, Colorado. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
A the er west coast of Florida. Address CARL HOLMER, Box 256, 

iami, Fla. 





FOR SALE—STOCK, FIXTURES and property. Stock consists of 
general hardware and farm implements; will inventory around twelve thou- 
sand dollars. Good reason for selling. If interested write or call on 
R, W. BLAKLEY, Sarver, Pa. 





FOR SALE—Thoroughly equipped modern hardware store. Location 
in town of over 3,000 finest possible anywhere. Stock will invoice $12,000. 
Good reason for selling. Address Box H-178, care of Harpware Acz, 


New York. 





HELP WANTED 


SALESMAN WANTED BY A LOCAL jobber who specializes in Builders’ 
Hardware and Mechanics’ Tools. One who has a following in Long 
Island or the Metropolitan District. Must be thoroughly experienced. 
Good opportunity for a live wire. State experience and full particulars. 





Address Box H-173, care of Harpware Ace, New York. 


SALESMAN WANTED—An old and well established manufacturing 
company desires a traveling salesman to represent them in the Southern 
States to sell to the jobbing hardware trade on salary and commission. 
Must have an extensive acquaintance and experience in selling manufac- 
turers line to Southern jobbers, and will be required to make his head- 
quarters at some well located point in the South. Age 30 to 40 years. 
State all particulars. Good reference will be required and all applications 
will be considered confidential. Address Box H-166, care of Harpware 
Acz, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 


WANTED—YOUNG MAN with hardware and auto supply experience, 
to solicit business on Cape Cod, Mass. Man who lives on the territory pre- 
ferred. State age, experience and nature of present or last employment. 
Address Box H-163, care of Harpware Acre, New York. 


YOUNG MAN EIGHTEEN OR TWENTY for general utility work 
with old established firm downtown New York City. Position will eventu- 
~~ to selling. Address Box H-170, care of HArpware Ace, New 

Ork. 


WANTED—Experienced young salesman, builders’ hardware, for 
Orient. Address Box H-172, care of Harpware AGE, New York. 


POSITIONS WANTED 























Former Manager for One of New England’s 


Largest hardware stores wants similar position or will take charge 
of special sales campaign to reduce stocks to ready cash. Fully 
competent to take entire charge of merchandising—advertising 
and special sales work. Knows hardware in all its branches. Who 
needs this man? Address Box H-175, care of HARD- 
WARE AGE, New York. 

















HARDWARE MAN—45 years old with 17 years’ experience in whole- 
sale and retail, all departments. Would like to make change. Prefer East 
or South, though will consider anything. Am at present employed by 
leading hardware store of Southwest Missouri. Can give best of refer- 
ences. H. L. BROWN, 868 West Lynn, Springfield, Mo. 


DISPLAY MAN OF EXPERIENCE AND ability desires permanent 
connection. Successful record. Experience as buyer in Toys and Luggage. 
Can qualify to trim windows, assist on floor, sell, supervise help and do 
detail work in general hardware, auto accessories and sporting goods. 
Address Box H-171, care of HARDWARE AGE, New York. 


CATALOGUE COMPILER OF BROAD EXPERIENCE is free to 
consider position for the time required to build a catalogue, or permanently. 
References and full details regarding experience furnished on request. Ad- 
dress Box H-156, care of HArpware Ace, New York. 











YOUNG MAN, 26 years, with over 4 years in wholesale and retail 
hardware business, desires immediate connection with wholesale house 
in New York City where advancement will be given. Address Box H-167, 
care of Harpware AGE, New York. 





SALESMAN WITH CAR, college education and a year’s experience, 
to cover Westchester County and vicinity for reliable hardware or house- 
furnishing specialty house. Salary or drawing and commission. Address 
Box H-176, care of Harpware Ace, New York. 


EXPERIENCED HARDWARE MAN, with executive ability, capable 
of managing sales, purchasing, etc., desires a connection with a manu- 
facturer or jobber. Can furnish highest class of reference. Address Box 
H-168, care of HarpwaAre Ace, New York. 


SALES ACCOUNTS WANTED 


MANUFACTURERS AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of HArpware Ace, New York. 
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SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED 











Manufacturers Attention 


Have been covering New York State, including 
Metropolitan District, New Jersey and Philadel- | 


phia for past 15 years, representing four manu- 
facturers of high grade tools. Would like to add 
one good line. What have you to offer? Address 
)} Box H-126, care of HARDWARE AGE, New York. 











— vase { 


Agencies Wanted 


Manufacturers’ Agency calling on all the 
)) hardware and general stores in Canada | 
from coast to coast with their own repre- 
sentatives wishes to secure additional | 
lines of kitchenware, hardware or hard- 
ware specialties. Best of references. | 
Apply Box H-132, care of HARDWARE 
) AGE, New York. ( 














SALES REPRESENTATIVES WANTED 


SALESMEN CALLING ON HARDWARE TRADE to represent one 
of the largest manufacturers of a nationally advertised line. We have 
some territory open, commission basis. Give details, territory covered 
and lines handled at present. Only proven business getters now having 
coutnes with trade need apply. Address Box H-158, care of Harpware 

Acs, New York. 


LESMEN CALLING ON THE RETAIL hardware trade regularly 
and who are now carrying lines that will not conflict with a g line o 
Builders’ Hardware. In replying state what territory you cover. Address 
Box H-160, care of HARDWARE AGE, 








New York. 


SALES REPRESENTATIVES WANTED 





SALESMEN OR FACTORY REPRESENTATIVES for wholesale, 
retail and department store trade, with established trade, to handle popular 
price glass bathroom accessories and glass towel bars for long established 
house. Address Sales Manager, CHARLES DURAND & CO., 17 N. 
Second St., Philadelphia, Pa. 








EASTERN MANUFACTURER OF builders’ hardware is open for 
representation in Pittsburgh and surrounding territories. In first letter 
state lines carried, exact territory covered and houses represented. Ad- 
dress Box H-151, care of HArpware Ace, New York. 
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Recommended by 250 Jobbers 


WHEN you stock Brush- 
Nu, you are selling the 
best brand of paint 

brush cleaner. Softens the 

hardest brushes in five to ten 

} minutes. Over 250 leading 

i jobbers recommend and dis- 


Le tribute it exclusively. 
$1.50 For Two Dozen 
$1.60 Our West Brush-N wy 
| Orper Two Dozen From Your Josser Now 


Mfg. by BRUSH-NU COMPANY, Baltimore, Md. 
Warehouses New Orlean: Chicago San Francisco 
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The Strongest in Its Field—Literature? 
WILLIAMS & CoO. “The 
BUFFALO 





Wrench People.’’ 
Chicago 


J. H. 
New York 




















ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 























MODERNIZE 
ot METHODS 











5 of [ADDERS 























To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE ee 
Deep tread steps, full length hand Srips, tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ’ 


SS) 





efficiency One style only—neat of design 

| ff attractively finished-—-any height — cre at 

| YY, easily installed—meets most o> be A 

} requirements, Circular LA Oo. 
i on request, ) OH! 





American Can 





AMERICAN CAN COMPANY 











J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 
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tHE STEWART IRON WoRKS Co. 


(NCORPORATED 


CINCINNATI. OHIO 











225 STEWART BLOCK 








DROP FORGED 
WRENCHES 


Vesigned and proportioned to give stiff- 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, ITl., U. 8S, A. 

















Better MachineScrews 
for the Hardware Irade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 








Cfungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
ae Electric 


arm 
Dan Vera. , 


‘Licensed under the General Electric 
Company s Ineandescent Lamp Patents.’’ 


Confidence in Lifampion, Brand 

















Get an ‘‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and sa profit 


DAZEY CHURN @& 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 





















Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 























QO. Lindemann & Co. 


Manufacturers of 


BIRD 
CAGES ™ ZN... 


35-37 Wooster Street, New York 
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If it’s the best tool you can sell 


For Working Stone 


it’s ours 
TROW & HOLDEN CO., Barre, Vt. 


Send for catalogue 
















WINSLOW S 
Si at 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 


AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 



































Carpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 














17 State Street New York City 





THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
Oil Burner Cook Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Burner. Consider 
the sales continually made by satisfied users and the wonderful 
reputation of the manufacturer. Only by selling Oi] Cook Stoves 
equipped with the Lorain High Speed Burner can you share these 
profits. 


AMERICAN STOVE COMPANY St. Louis, Mo. 














58 YEARS AGO 
Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS Sete 
need no introduction. Cet 
They sell on their cutting Gt of ool 
quality. he 
American Shearer Mfg. Company — 
Nashua, N. H. 
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PITTSBURGH PLATE GLASS CO. 
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THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising contract. Wyvery care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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Tapping The Centers 






The success of the large daily newspapers 
has been attributed to their ability to TAP 
the news centers of the world. 














HARDWARE AGE is the most complete 
hardware business paper in the field 
because its editorial forces are large 
enough to TAP the news centers of the 
hardware world. 


Editorial forces are located at New York, 
Chicago, Cleveland, Pittsburgh, Boston, 
Philadelphia, Cincinnati, Detroit, 
San Francisco and London. 


The editors are practical hardware men 
with actual experience. 


That is one reason why the editorial pages 
of HARDWARE AGE have becomea power 
throughout the hardware trade. 


HARDWARE AGE 


239 WEST 39th STREET 
NEW YORK CITY, NEW YORK 
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a Lot of Wrenches to Keep 


4. = 


=) , ‘ % : e . ‘ . a : , %e se ch* 
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hie ’ VA ee * Your store is tool headquarters now for many people. Why not give 
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MW \ two largest groups of wrench users in the country—the car owners and 






a automobile mechanics? 
ae Snap-on Wrenches are now the choice of nine out of ten automobile 
\ mechanics in your city. You can prove that to yourself by talking to 






men, 








Snap-Ons repeat to the same purchasers time after time. 






proposition. Write for details. 





Snap-On Wrench Co., Manufacturers, Milwaukee 


Motor Tool Specialty Co., Sole Distributors 
Executive Offices, 14 E. Jackson Blvd., Chicago, III. 
Distributing Branches in 17 Principal Jobbing Centers 


hap-on 


INTERCHANGEABLE 


Socket Wrenches 


Look for the name Snap-On on 
each handle and socket. It is not 
a genuine Snap-On without the 
name. 






















them another line that will make you also wrench headquarters for the 


them. And the car owners learn of these better tools from the garage 


As soon as your trade knows you have Snap-On Wrenches in stock you 
will learn how much these tools are appreciated by the men who know 
and use good tools. Each sale is a beginning, not an end. 


The stock investment to start is very small and you will like your dealer 
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‘tT YO Snap-on ASSORTMENT 
ld Extra Sockets and Handles As Needed 
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WN «~—S_— Better ‘finish in less time! 


Only 
VALSPAR 


BRUSHING 


LACQUER 


Combines these qualities 
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] Real brushing quality—can be 
brushed 4 to 5 times as long as most 




















lacquers 

and yet — 
Dries as rapidly and as hard as the 
quickest! 


Extreme durability outdoors — as 
well as indoors 


-& W N 


Proof against temperature extremes 
—from boiling to sub-zero, or 
sudden changes from one to other 


Proof against water—as well as 
alkalis and acids 


Wn 


6 Colors—unequalled beauty and 
range of colors 


Z Manufactured by 


Valentine and Company 
Manufacturers of 
Nitro-Valspar Valentine’s Varnishes Valspar-Enamels 
New York Chicago Boston Detroit 
W. P. Fuller & Company, Pacific Coast 
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